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IMPORTANT  RENEWAL  ALERT! 

Hurry!  Time  is  running  out! 


□  YES!  I  want  to  continue  to  receive  my 
FREE  subscription  to  Network  World,  the  leading 
industry  resource  for  Network  IS  professionals. 

□  No,  thank  you. 

Would  you  also  like  to  receive  a  FREE  subscription  to  IntraNet 
magazine?  It  will  be  a  monthly  magazine  with  content  similar 
to  the  Intranet  supplement  within  Network  World. 

□  Yes  □  no 


Your  Signature  Today’s  Date 

R498B 


Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 
ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed.  FREE  subscriptions 
available  to  qualified  U.S.  applicants.  Foreign  and  Canadian  rates  available  upon  request. 


Business  Phone 

Business  FAX 

Internet  E-mail  Address 

If  there  is  a  parent  company,  please  provide  name 

If  military,  please  specify  branch  &  base 

If  government,  please  specify  division 

To  qualify:  You  must  supply  your  company  name  and  address.  If  the  address  on  the  mailing 
label  is  not  your  company  address,  please  provide  below. 


Company  Name 


Street/Address 


City  State  Zip 


□  My  home  address  is  also  my  business  address. 

Optional  Delivery  Address 

Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address. 
Street/Address 

City  State  Zip 


To  renew  your  FREE 
subscription,  you  must  complete 
and  return  this  form  today. 

Don't  take  any  chances. 

Act  now,  before  it  is  too  late. 


|  What  is  the  principal  business  activity  at  your  location?  (check  one  only) 


01 .  D  Manufacturing  (other) 

02.  □  Finance/Banking 

03.  □  Insurance/Real  Estate/Legal 

04.  □  Health  Care  Services 

05.  □  Hospitality/Entertainment/Recreation 

06. 0  Media/TV/Cable/Radio/Print 

07.  □  Retail/Wholesale  Trade/Business  Services 

08.  □  Transportation 

09.  □  Utilities 

10.  □  Education 

1 1.  □  Process  Industries  (Mining/Construction/ 
^  Petroleum  Refining/Agriculture/Forestry) 

12.  □  Government  (Federal/State/Local) 


13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

17.  □  Internet  Service  Provider  (ISP) 

18.  □  Manufacturing  (Computer/Communications/OEM) 

1 9.  □  Resellers  of  Computer/Network  Products 

(VARs.  VADs) 

20.  □  Systems/Network  Integrators* 

21 .  □  Distributors  (Computer/Communications)* 

22.  D  Other  (please  specify) _ 

’Please  complete  form  based  on  largest  client. 


What  is  your  job  function?  (check  one  only) 

NETWORK  IS  MANAGEMENT: 


1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 

4.  □  IS,  IT,  MIS,  CIO,  Systems  Management 

5.  O  Internet/Intranet  Management/Webmaster 


6.  □  Engineering  Management 

7.  □  Corporate  Management  (CEO,  Pres.,  VP,  Dir., 

Mgr.,  Financial  Management) 

8.  □  Consultant  (Independent) 

9.  D  Other  (please  specify) _ 


What  is  the  estimated  value  of  Network  equipment  and  services  that 
you  specify,  recommend  or  approve  the  purchase  of?  (Please  emit  the  appro¬ 
priate  number  code  in  the  box  next  to  each  product  category.  Please  complete  ALL  categories  A-M.) 


1 .  $50  Million  or  more 

2.  $25  Million  to  $49.9  Million 

3.  $10  to  $24.9  Million 

4.  $1  to  $9.9  Million 

5.  $100,000  to  $999,999 

6.  $50,000  to  $99,999 

7.  Under  $50,000 

8.  None  of  the  above 


A 

Large  Systems  (Malnframes/Mlnis) 

H 

Internet 

B 

DeSktopSIMicros/laptops/Worhstations) 

1 

Intranet 

C 

Servers 

J 

Remote  Access 

D 

LANs 

K 

Peripherals 

E 

WAN  Equipment 

L 

Software 

F 

Carrier  Services 

M 

Service/Support 

G 

Internetworking 

What  is  the  total  number  of  sites  for  which  you  have  purchase 

_ influence?  (check  one  only) 

1.  □  100+  2.  0  50  -  99  3.  0  20  -  49  4.  DIO -19  5.  D  2-9  6.  D  1  7.  □  None 


5 


What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at 
your  location/in  your  entire  organization?  (Check  one  box  in  each  column) 


SERVERS 

At  Location  Entire  Org. 

A  B 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


At  Location  Entire  Org. 

C  0 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3,  1,000  to  9,999  □ 

□  4.  100  to  999  □ 

□  5.  50  to  99  □ 

□  6.  10  to  49  □ 

□  7.  1  to  9  □ 

□  8.  none  □ 


LANS 

At  Location  Entire  Org. 

E  F 

□  1.  50,000+  □ 

□  2.  10,000  to  49,999  □ 

□  3.  1,000  to  9,999  □ 

O  4.  100  to  999  □ 

□  5.  50  to  99 

□  6.  10  to  49 

□  7.  1  to  9  □ 

□  B.  none  0 


OWhat  is  your  scope  and  involvement  in  purchasing  decisions  for 
network  products  and  services  for  your  enterpriser 


A.  Scope  (check  one  only) 

1.  O  Corporate/Enterprise 

2.  O  Department 

3.  D  None 


B.  Involvement  (check  ALL  that  apply) 

1. 'O  Create  Network  Strategy 

2.  O  Recommend/Specify 

3.  O  Approve 


4.  O  Evaluate 

5.  O  Determine  the 

need 

6.  O  None 


What  is  the  estimated  number  of  employees  at  your  location/in 
entire  organization?  (check  one  in  each  section) 


Please  indicate  the  platforms  that  are  currently  installed/planned: 

(check  ALL  that  apply)  A.  Currently  installed  B.  Planned  for  purchase 


A.  At  your  location: 

1.  0  Over  20,000 

2.  □  10,000-  19,999 

3.  □  5,000  -  9,999 

4.  □  2,500  -  4,999 


5.  □  1,000-2,499 

6.  □  500  -  999 

7.  □  499  or  less 


B.  Entire  organization 

1.  □  Over  20,000 

2.  □  10,000  -  19,999 

3.  □  5,000  -  9,999 

4.  □  2,500  -  4,999 


5.  □  1,000  -  2,499 

6.  □  500  -  999 

7.  □  499  or  less 


O  Please  indicate  the  products/services  that  you  are  currently 
involved  in  purchasing  or  plan  to  purchase:  (Check  all  that  apply) 


A.  Currently  involved  in  purchasing 

INTERNET/INTRANET 
A  B 

□  01 .  □  Internet  Services 

□  02.  □  Firewalls/Security/Encryption 

□  03.  □  Internet  Web  Servers 

□  04.  □  Intranet  Web  Servers 

□  05.  □  TCP/IP  Software 

□  06.  □  Management/Monitoring  Software 

□  07.  □  Push  Technology 

□  08.  □  Web  Browsers 

□  09.  □  Intranet  Applications/Groupware 

□  10.  □  Search/Retrieval  Products 

(web  crawler) 

□  1 1 .  □  Internet  Development  Tools 

(JAVA,  ActiveX,  etc.) 

□  12.  □  Electronic  Commerce  Tools 

□  13.  □  Internet  Telephony 
LOCAL-AREA  NETWORKS 

A  B 

□  14.  □  Local-Area  Networks 

□  15  □  Network  Operating  System 

Software 

□  16.  □  Servers 

□  17.  □  Print  Servers 

□  1 8.  □  ATM  Switches 

□  1 9.  □  Token-Ring  Switches 

□  20.  □  Ethernet  Switches 

□  21 .  □  Fast  Ethernet 
O  22.  □  Gigabit  Ethernet 

□  23.  □  IP  Switches 

□  24.  □  LAN  Storage/Backup 

□  25.  □  Optical  LAN  Storage/Backup 

□  26.  □  Disk  LAN  Storage/Backup 

□  27.  □  Tape  LAN  Storage/Backup 

□  28.  □  RAID  LAN  Storage/Backup 

□  29.  □  Network  Test/Diagnostic  Tools 

□  30.  □  Cables,  Connectors,  Baiuns 

□  31.  □  UPS 

□  32.  □  Network  Interface  Cards 

□  33.  □  SNMP  Network  Management 
INTERNETWORKING 

A  B 

□  34.  □  Routers 

□  35.  □  Hubs 

□  36.  □  Intelligent  Hubs 

□  37.  □  Stackable  Hubs 

□  38.  □  Bridge/Router 

□  39.  □  Bridges 

□  40.  □  Gateways 

□  41.  □  Concentrators/Repeaters 
COMPUTERS/PERIPHERALS 

A  B 

□  42.  □  Network  Computers 

□  43  □  Laptops/Notebooks/Sub- 

Notebooks 

□  44.  □  Micros/PCs 

□  45.  □  Minis 

□  46.  □  Mainframes 

□  47.  □  Workstations 

□  48.  □  Printers/Network  Printers 

□  49.  □  CD-ROM 

□  50.  □  Fax/Modem  Boards 

□  51.  □  Graphics/Multimedia/ Audio/ 

Video  Boards 

□  52.  □  Memory/Chips/Boards/Cards 


B.  Plan  to  purchase 

REMOTE/WIRELESS  COMPUTING 
A  B 

□  53.  □  Remote  Access  Products 

□  54.  □  Remote  Access  Services 

□  55.  □  PDAs 

□  56.  □  PCMCIA  Devices 

□  57.  □  Wireless  Data  Services 

□  58.  □  Wireless  Data  Equipment 

□  59.  □  Cellular  Equipment  &  Services 
SOFTWARE/APPLICATtONS 

A  B 

□  60.  □  Network  Management 

□  61.  □  Systems  Management 

□  62.  □  Security 

□  63.  □  Communications  Software 

□  64.  □  Terminal  Emulation 

□  65.  □  Operating  Systems 

□  66.  □  Applications  Development  Tools 

□  67.  □  Database  Management/RDBMS 

□  68.  □  Groupware 

□  69.  □  Workflow 

□  70.  □  EDI 

□  71.  □  E-mail 

□  72.  □  Desktop  Video  Conferencing 

□  73.  □  Imaging 

□  74.  □  Suites/Server  Suites 

(Back  Office,  etc.) 

□  75.  □  Middleware 

□  76.  □  Document  Management 

□  77.  □  Site  Metering  Tools 

□  78.  □  Computer  Telephony  Integration 
_  m  (CTI) 

□  79.  □  Datawarehousing 
WIDE-AREA  NETWORK  EQUIPMENT  &  SERVICES 
A  B 

□  80.  □  Modems 

□  81.  □  Asynchronous  Transfer  Mode 

(ATM) 

□  82.  □  Frame  Relay  Equipment/Services 

□  83.  □  ISDN  Equipment  &  Services 

□  84.  □  FT-1/T-1/T-3  Multiplexers/Services 

□  85.  □  DSL  Services/Products 

□  86.  □  SONET 

□  87.  □  Inverse  Multiplexers 

□  88.  □  SMDS 

□  89.  □  Diagnostic/Test  Equipment 

□  90.  □  DSU/CSU 

□  91.  □  VSAT/Satellite 

□  92.  □  PBXs 

□  93.  □  Voice  Mail/Response 

□  94.  □  Videoconferencing 

□  95.  □  Leased  Lines 

□  96.  □  Switched  Data 

□  97.  □  Virtual  Networks 

□  98.  □  Outsourcing/Systems 

Integration  Services 

□  99.  □  Education/Training  Services 

□  00.  □  None  of  the  above  (1  -  99) 


NETWORK  PROTOCOLS 
A  B 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

□  04.  □  DECnet 

□  05.  □  Novell  IPX/SPX 

□  06.  □  APPC/APPN/LU  6.2 

□  07.  □  NETBIOS 

□  08.  □  AppleTalk 

□  09.  □  NFS 

D  10.  D  Other  (please  specify) _ 

LAN  ENVIRONMENT 
A  B 

□  1 1 .  □  Gigabit  Ethernet 

□  12.  □  Switched  Ethernet 

□  13.  □  Fast  Ethernet  (100  Megabit  Ethernet) 

□  14.  □  Ethernet 

□  15.  □  ATM 

□  16.  □  Token  Ring/Token  Ring  Switching 

□  17.  □  IP  Switching 

□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  LocalTalk 

□  22.  □  Fibre  Channel 

□  23.  □  lOOvg  Any  LAN 

D  24.  D  Other  (please  specify) _ 


NETWORK  OPERATING  SYSTEM 
A  B 

□  25.  □  Windows  NT 

□  26.  □  Windows  NT/Advanced  Server 

□  27.  □  Novell  IntranetWare 

□  28.  □  Novell  (NetWare  4.X) 

□  29.  □  Novell  (NetWare  2.X,  3.X) 

D  30.  □  Microsoft  (LAN  Manager) 

□  31.  □  LocalTalk  (AppleTalk) 

□  32.  □  Banyan  (VINES) 

□  33.  □  IBM  (LAN  Server) 

□  34.  □  Artisoft  (LANtastic) 

D  35.  D  Other  (please  specify) _ 

COMPUTER  OPERATING  SYSTEM 
A  B 

□  36.  □  NT  Server 

□  37.  □  NT  Workstation 

□  38.  □  Unix/Xenix/AlX 

□  39.  □  Solaris 

□  40.  □  Windows 

□  41 .  □  Windows  95 

□  42.  □  Windows  97 

□  43.  □  DOS 

□  44.  □  OS/2/OS/2  Warp 

□  45.  □  IBM  MVS/VM/VSE 

□  46.  □  Digital  VMS 

□  47.  □  Macintosh 

D  48.  D  Other  (please  specify) _ 

□  49.  □  None  of  the  above  (1-48) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned 
at  your  location?  (check  ALL  that  apply  in  each  column) 


A.  Servers  B.  Clients 


A.  Servers  B.  Clients 


Power  PC 

□ 

01. 

□ 

486 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

386 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

286 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Rise 

□ 

10. 

□ 

P6/PII 

□ 

05. 

□ 

Alpha 

□ 

11. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Other 

□ 

12. 

□ 

Which  of  the  following  hardware  platforms  are  installed/planned  in 
your  company?  (check  ALL  that  apply) 


A  -  Mainframes  (Large 
Scale) 

1.  □  IBM 

2.  □  Amdahl 

3.  □  Cray 

4.  □  Hitachi 

5.  □  Unisys 

6.  □  Other _ 


B- Minis  (Midrange) 

1.  □  IBM  RS6000 

2.  □  IBM  AS400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  GIS 

7.  □  H-P 

8.  □  Data  General 

9.  □  Other _ 


C  -  Workstations 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphics 

3.  □  Digital 

4.  □  H-P 

5.  □  IBM 

6.  □  Other _ 


What  is  the  estimated  gross  annual  revenue  of  your  entire  company/ 
institution?  (check  one  only) 


01.  □  $20  billion  or  more  05.  □  $100  million  to  $499.9  million  09.  □  $4.9  million  or  less 

02.  □  $10  billion  to  $19.9  billion  06.  □  $50  million  to  $99.9  million  10.  □  None  of  the  above 

03.  □  $1  billion  to  $9.9  billion  07.  □  $10  million  to  $49.9  million 

04.  □  $500  million  to  $999.9  million  08.  □  $5  million  to  $9.9  million 


For  which  areas  outside  of  North  America  do  you  have  purchase 
influence?  (check  ALL  that  apply) 


1.  □  Europe 


jrope 
5.  □  Midale  East 


2.D  Asia 
6.0  None 


3.  □  South  America  4.  □  Australia 


Form: 9702 


mt; 


E-1000  Low  Cost  Network-Ready  Desktop*  Intel*  166MHz  Pentium*  Processor  with  MMX'”  Technology,  16MB 
SDRAM*  256K  Pipelined  Burst  Cache  *  EV500  .28  Screen  Pitch  15"  Monitor  (13,9"  Viewable)  •  Integrated  PCI 
Video  with  2MB  DRAM  *  1.2CB  EIDE  Hard  Drive  *  3.5"  Diskette  Drive  ■  16-Bit  Sound  Blaster*  Compatible 
Business  Audio  *  Integrated  10/100  Fast  Ethernet  •  E-Series  Low-Profile  Desktop  Case  *  104'  Keyboard  &  Mouse 

■  Miscrosoft*  Windows'  95  "Desktop  Management  Interface  (DMI)  1.1  Compliant  "Intel  LANDesk*  Client 
Manager  3.01  $1099  Business  Lease  '$40/mo. 

WHOSE  Mainstream  Network  Ready  Desktop  *  Intel  233MHz  Pentium'  n  Processor  with  MMX  Technology, 
32MB  SDRAM  ■  Integrated  512K  Pipelined  Burst  Cache  ■  EV700  ,28  Screen  Pitch  17"  Monitor  (15.9“  Viewable) 
*  AccelGraphics  Petmedia'”  2  32-Bit  AGP  with  8MB  SCRAM  *3.2CB  Ultra  ATA  Hard  Drive  ■  12X  CD-ROM  Drive 
and  3.5"  Diskette  Drive  ■  3Com'  Ethernet  Adapter  *  E-Senes  Mid-Tower  Case  (shown  with  desktop  case  option) 

■  104'  Keyboard  and  MS'  IntelliMouse1”  *  MS  Windows  95  *  (DMI)  1.1  CompEant*  Intel  LANDesk  Client  Manager 
3.01  ■  Gateway  Gold"**  Service  and  Support  for  E-Series  PCs’  S1999  Business  Lease  $73/mo 

E-3110XL  High  Performance  Network-Ready  Desktop  ■  Intel  300MHz  Pentium  II  Processor  with  512K  ECC  Cache, 
64MB  SDRAM  *  EV900 .26  Screen  Pitch  19"  Monitor  (18"  Viewable)  *AccelCraphics  Petmedia  2  32-Bit  AGP  with 
8MB  SGRAM  *  6.4GB  Ultra  ATA  Hard  Drive  •  12X  CD-ROM  Dnve  and  3.5"  Diskette  Dnve  *  3Com  Ethernet 
Adapter  *  E-Series  Mid-Tower  Case  ■  104'  Keyboard  and  MS  IntelliMouse  *  MS  Windows  95  *  (DMI)  1.1 
Compliant  *  Intel  LANDesk  Client  Manager  3.01  *  Gateway  Gold  Service  and  Support  for  E-Series  PCs' 
$2999  Business  Lease  ?$1 10/mo. 

E-5002  Standard  Technical  Workstation  ■  Intel  300MHz  Pentium  II  Processor  (Dual-Processor  Ready) 

■  128MB  ECC  SDRAM  ■  EV900 .26  Screen  Pitch  19"  Monitor  (18"  viewable)  ■  8MB  AccelGraphics  Permedia  2  AGP 
Graphics  Card  ■  Seagate*  9GB  10,000  RPM  Ultra  Wide  SCSI  Hard  Drive  ■  3.5”  Diskette  Drive  ■  12X  SCSI  CD-ROM 
Dnve  ■  3Com  10/100  PCI  Network  Card  ■  E-Series  Workstation  Tower  Case  ■  104  Keyboard  &  MS  IntelliMouse 

■  Intel  LANDesk  Client  Manager  3.01  ■  MS  Windows  NT1'  4.0 
$4999  Business  Lease  '$183/mo.  CDRS-03  32.42 

Gateway  Solo™  2300  Portable  ■  12.1"  SVGA,  TFT  or  DSTN  Color  Display  "Intel  PentiumProcessors  with  MMX 
Technology  up  to  233MHz  ■  SDRAM  Expandable  to  192MB  "256K  Pipelined  Burst  Cache  ■  128-Bit  Graphics 
Accelerator  w/64K  Colors  ■  Up  to  4GB  Hard  Drive  "Modular  3.5"  Diskette  Drive  ■  Modular  6X  min/llX  max 
CD-Rom  Drive  ■  16-Bit  Wavetable  Sound  &  Stereo  Speakers  ■  NiMH  &  AC  Pack  or  12-Cell  Lithium  Ion  Battery 
&  AC  Pack  ■  85-Key  MS*  Windows*  95  Keyboard  ■  Canying  Case  ■  NTSC/PAL  Video  Out  ■  USB  Ports  & 
Zoomed  Video  ■  MS  Windows  95  or  MS  Windows  NT  4.0  "MS  Works  95  or  MS  Office  97,  Small  Business  Edition 
Plus  Encana*1 97  ■  LapLink' 'for  Windows  95  &  McAfee*  VirusScan  ■  Gateway  Gold  Service  and  Support  for  Portable 
PCs  Prices  Starting  at  $2099  Business  Lease  ’$77/ mo. 

Gateway  Solo™  9100  Portable  ■  13.3"  XGA  TFT  Color  Display  (1024  X  768  resolution)  ■  Intel  Pentium  Processors 
with  MMX  Technology  via  Intel's  Mobile  Module  (I.M.M.)  ■  SDRAM  Expandable  to  192MB  ■  Up  to  512K  Cache 

■  4MB  EDO  Video  RAM  (1280  x  1024  external)  ■  Up  to  5GB  Hard  Drive  ■  Removable  Combo  6X  min/1  IX  max 
CD-ROM  &  3.5"  Diskette  Drive  ■  Premium  Sound  System  w/16-Bit  Wavetable  Sound  &  Yamaha’  Stereo 
Speakers  ■  12-Cell  Lithium  Ion  Battery  &  AC  Pack  ■  Full  88-Key  MS  Windows  95  Keyboard  ■  Canying  Case 

■  NTSC/PAL  Video  Input  &  Output  ■  USB  Ports  &  Zoomed  Video  ■  15-Pin  MIDI/Game  Port  ■  MS  Windows  95 
or  MS  Windows  NT  4.0  ■  MS  Works  95  or  MS  Office  97,  Small  Business  Edition  Plus  Encarta  97  ■  LapLink  for 
Windows  95  &  McAfee  VirusScan"  Gateway  Gold  Service  and  Support  for  Portable  PCs 

Prices  Starting  at  $3499  Business  Lease  ’$128/mo. 

NS-7002  Standard  Workgroup  Class  Server  "Intel  300MHz  Pentium  n  Processor  with  512K  Cache  (expandable 
to  two  processors)  ■  Enor-Checking  and  Conecting  Memory  Subsystem  with  64MB  RAM  "Several  RAID 
Upgrades  available  "4GB  Ultra  Wide  SCSI  Hard  Dnve  ■  12X  SCSI  CD-ROM  Drive  and  3.5"  Diskette  Drive  ■ 
3Com  10/100  Ethernet  Adapter  "Seven-Bay  Server  Tower  Case  ■  325-Watt  Power  Supply"  104‘  Keyboard  & 
Microsoft  IntelliMouse  "InforManager'  Server  Management  system  with  ActiveCPR  Processor  Protection  ‘Intel 
Pentium  Pro*  models  available  $3299  Business  Lease  '$121/mo. 

NS-8002  Standard  Department  Class  Server  "Intel  300MHz  Pentium  n  Processor  with  512K  Cache  (expandable 
to  two  processors)  ■  Error-Checking  and  Correcting  Memory  Subsystem  with  128MB  RAM  "Quick  Hot-Swap 
(OHS)  RAID  Storage  System  with  three  channel  controller  "(Three)  Hot-Swappable  4.2GB  SCA  Hard  Drive  ■  12X 
SCSI  CD-ROM  Dnve  and  3.5"  Diskette  Drive  "3Com  10/100  Ethernet  Adapter  "Thirteen  Bay  Server  Tower  Case 

■  Dual  365-Watt  Redundant  Power  Supplies  with  Loadshare  Capability  ■  104'  Keyboard  &  MS  IntelliMouse 

■  InforManager  Server  Management  System  with  ActiveCPR  Processor  Protection  "Intel  Pentium  Pro  Models 
available  $7999  Business  Lease  f$293/mo. 

NS-9006  Standard  Enterprise  Class  Server  "Two  Intel  200MHz  Pentium  Pro  Processors  with  512K  Cache 
(expandable  to  six  processors)  ■  Error-Checking  and  Correcting  Memory  Subsystem  with  128MB  RAM  "Quick 
Hot-Swap  (OHS)  RAID  Storage  System  with  Three  Channel  Controller  "(Three)  4.2GB  SCA  SCSI  Hard  Drives  ■ 
12X  SCSI  CD-ROM  Drive  and  3.5"  Diskette  Drive  "3Com  10/100  Ethernet  Adapter  "Double- Wide  Fourteen-Bay 
Chassis  "N+l  Power  Supply  Susbsystem  with  Two  Hot-Pluggable  350-Watt  Power  Supplies  (upgradeable  to  four) 

■  104*  Keyboard  &  MS  IntelliMouse  ■  InforManager  Server  Management  system  with  ActiveCPR  processor 
protection  $12,999  Business  Lease  ’$476/mo. 


No  endorsement  can  make  you  feel  comfortable 
unless  it  comes  from  a  credible  source.  And  with  one 
major  corporation  after  another  switching  to  GATEWAY  2000®, 
that's  exactly  what  you  get. 

Like  you,  other  corporate  IS/IT  managers  needed  business 
computers  specifically  designed  to  meet  their  needs  and  exceed 
their  expectations.  And  that’s  exacdy  what  we  gave  them. 

For  starters,  the  E-Series  desktop  line  meets  manageability  head- 
on  with  features  like  stable  network-ready  platforms, 
DMI  compliance  and  LANDesk®  Client  Manager.  So  your 
company  can  grow  at  its  own  pace. 

And  no  one  in  the  industry  can  match  the  degree  of 
modularity  offered  by  Gateway™  Solo1-1  portable  computers. 
Now,  not  only  can  you  switch  components  individually  with 
one  product,  you  can  also  switch  components  across  the  entire 
Gateway  Solo  line. 

We  also  have  a  full  line  of  servers  that  are  among  the 


industry  leaders  in  fault-tolerance  capabilities.  And  each 
server  is  equipped  with  components  that  allow  for  easy 
scaleability  in  memory  and  expansion  in  network  size.  So  if 
your  company  grows  from  30  employees  to  3,000,  now  your 
network  can  too. 

Of  course,  our  full  line  of  workstations  can  grow  with  you  as 
well.  Each  workstation  is  certified  with  Microsoft  Windows  NT 
and  leading  application  software.  And  each  one  features 
industry-leading  graphic  power  which  provide  you  with 
uncompromising  performance. 

The  way  we  see  it,  when  it  comes  to  business  computers, 
we  won’t  stop  until  we're  the  leader.  So  give  us  a  call  and 
we’ll  put  you  in  touch  with  one  of  our  sales 
representatives.  They’ll  be  happy  to  answer 
all  your  questions.  Of  course,  you  could  also 
talk  to  our  friends  at  Union  Pacific,  Ocean 
Spray,  Hughes  Defense  Communication... 
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CALL  1-888-888-0779  www  .gateway.com 


Gateway  2000  Major  Accounts,  Inc. 


t  i997  Gateway  2000.  Inc.  GatIaaY  2000.  black-and-white  spot  design.  G"  logo  and  "You've  got  a  friend  in  the  business"  slogan  are  registered  trademarks;  Gateway  and  Gateway  Solo  are  trademarks;  and  Gateway  Gold  is  a  service  mark  of  Gateway  2000,  Inc.  The  Intel  Inside  Logo,  Intel,  LANDesk  and  Pentium  are  registered  trademarks,  and  MMX  is  a  trademark  of  Intel  Corporation  Not  all  Gateway  E-Series  PCs  and  NS- 
The  Gateway  Solo  PC  does  not  contain  the  Pentium  II  processor.  All  other  brands  and  product  names  are  trademarks  or  registered  trademarks  of  their  respective  companies.  Many  Gateway  2000  products  are  custom  engineered  to  Gateway  2000  specifications  which  may  vary  from  the  retail  versions  of  the  software  and/or  hardware  in  functionality,  performance,  or  compatibility.  All  prices  and  configurations  are  subject  tc 
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not  include  shipping  or  applicable  sales  tax.  Gateway  2000  Major  Accounts,  Inc.  is  a  wholly  owned  subsidiary  of  Gateway  2000,  Inc. 
36-month  term.  Lease  terms  subject  to  change  without  notice  or  obligation. 


Series  Servers  contain  the  Pentium  II  processor. 
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As  you  know,  reliable  servers  are  the  key  to  a  smooth¬ 
running  network.  What  you  may  not  know  is  that  our  line 
of  Gateway™  servers  offers  advanced  fault-tolerance 
features,  such  as  a  redundant/hot  pluggable  power  supply 
subsystem,  multiple  cooling  fans  and  multi  RAID  storage  support.  These 
servers  will  save  you  financially,  too  —  costing  you  a  substantial  amount 
less  than  other  servers  offering  these  very  same  features.  So, 
if  you  really  want  to  maximize  your  budget,  consider  the 
company  that  stops  at  nothing  to  help  you.  Gateway.  For  more 
pentium®]!  information  on  Gateway's  line  of  servers,  give  us  a  call  today. 
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NS-7002 

Workgroup 

Class 

Server 


Intel*  300MHz  Pentium®  II  Processor 
with  512K  Cache  (expandable  to  two 
processors) 

Error-Checking  and  Correcting  Memory 
Subsystem  with  64MB  RAM 
Several  RAID  Upgrades  Available 


NS-9006 

Enterprise 

Class 

Server 


■  4GB  Ultra  Wide  SCSI  Hard  Drive 

H 

•  12X  SCSI  CD-ROM  Drive  & 

If 

3.5"  Diskette  Drive 

m . 

m  ~. — ~ 

•  3Com*  10/100  Ethernet  Adapter 

H  =  ; 

•  Seven-Bay  Server  Tower  Case 

If  =  ’ 

•  325-Watt  Power  Supply 

•  104'  Keyboard  &  Microsoft® 

1  = 

IntelliMouse’" 

System  with  ActiveCPR  Processor 
Protection 

$3299  Business  Lease  ’$121/mo. 


Two  Intel  200MHz  Pentium®  Pro  Processors 
with  512K  Cache  (expandable  to  six  processors) 
Error-Checking  and  Correcting  Memory  Sub¬ 
system  with  128MB  RAM 
Quick  Hot-Swap  (QHS)  RAID  Storage 
System  with  Three  Channel  Controller 
Three  4.2GB  SCA  SCSI  Hard  Drives 
12X  SCSI  CD-ROM  Drive  & 

3.5"  Diskette  Drive 
3Com  10/100  Ethernet  Adapter 
Double-Wide  Fourteen-Bay  Chassis 
N+l  Power  Supply  Subsystem  with  Two 
Hot-Pluggable  350-Watt  Power  Supplies 
(upgradeable  to  four) 

104'  Keyboard  &  MS’  IntelliMouse 
InforManager  Server  Management  System 
with  ActiveCPR  Processor  Protection 
$12,999  Business  Lease  '$476/mo. 
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Cisco 

Powered  Network 


TM 


If  the  answer  is  Cisco,  you  know 
your  network  service  provider  is 
supported  by  the  products  and 
technology  that  brought  the 
Internet  to  business.  In  fact,  the 
Internet  as  we  know  it  today  is 
built  on  Cisco  equipment. 

Cisco  Powered  Network™ 
service  providers  are  equipped  to 
make  your  network  work  for  you. 
Whether  it’s  Internet  access,  ATM, 
frame  relay  or  other  data  services, 
you  will  know  your  business  is 
getting  the  quality  it  can  depend  on. 


Look  for  the  new  Cisco 
Powered  Network  mark  or  visit 
our  Web  site  at  www.cisco.com 
to  find  out  more  about  the 
participating  network  service 
providers.  Either  way,  you  will 
know  your  provider  is  committed 
to  giving  your  business  the  most 
in  reliable,  secure  and  innovative 
service.  And  you  will  know  it’s 
powered  by  Cisco  -  the  company 
that  makes  the  world’s  networks 
work  for  business. 


Cisco  Systems 


The  Network  Works. 
No  Excuses.™ 


©1997  Cisco  Systems,  Inc.  All  rights  reserved. 
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Seagate  packs  new 
features  into  its  desk¬ 
top  management  soft 
ware.  Page  23. 
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1 0  internet  mail  group  warns 
spam  will  get  worse. 

Sun  says  final  version  of  key 
JFC  component  will  be 
released  in  December. 

3Com  Webifies  its  Transcend 
network  management 
application. 

17  Lotus’ Kona  Java  applets 
may  be  what  network  com¬ 
puter  users  have  been 
waiting  for. 

Lotus  upgrades  cc:Mail  with 
NT,  Internet  features. 

18  Comsat  announces  its 

latest  satellite  service  that 
supports  multiple  data 
networks. 

Local  Networks 

23  SCO  dances  into  client 
access  market  with 
Tarantella. 

24  Dave  Kearns:  Take  a  tech 
support  number. 

Internetworks 

Cisco  beefs  up  ’Net  security. 

33  Bay  Networks  fleshes  out 

Adaptive  networking 
architecture. 

33  Bay  module  leads  to  IP 

promised  land. 

Carriers  &  ISPs 

37  Carriers  let  voice  and  packet 
data  ride  the  same  wires. 

37  CAIS  Internet  offers  its  cus¬ 
tomers  a  voice  service 
alternative. 
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Intel  gets  inside  the  LAN.  Page  28. 
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Only  on  Fusion 


Internet.  Weary  of  Web  browsers  the  size  of 
Rhode  Island?  You  don’t  have  to  use  bloatware 
from  Netscape  or  Microsoft.  We  take  a  look  at 
some  lightweight  -  and  surprisingly 
sophisticated  -  alternative  browsers.  Plus,  we 
interview  the  author  of  Cello,  the  world’s  first 
graphical  browser  for  Windows,  on  the  state  of 
the  browser  market.  DocFinder:  4421 

Keeping  Current.  So  you're 
sitting  there  as  the  sales  rep 
describes  his  company’s  Grand 
Vision  of  the  Networking  Future 
-  and  why  you  should  buy  into 
it.  Fred  McClimans  helps  you 
decode  the  marketecture  and 
determine  what  to  believe.  DocFinder:  4423 


Front  page 


Read  our  article  on  the  Justice  Department  and 
Microsoft,  then  come  online  for  court  filings  and 
other  documents  related  to  the  original  Windows- 
bundling  court  case.  DocFinder:  4419 

DSL.  When  done  with  our  article  about  com¬ 
petitive  local  exchange  carriers  offering  DSL 
services,  link  to  Fusion  for  background  info  on 
the  technology,  including  an  ADSL  audio  primer. 

DocFinder:  4418 
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label  -  handy  during  registration.  Nonsub-  - 
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CIRCULATION:  (508)  820-7444;  nwcirc@nww.com; 
STAFF:  See  the  masthead  on  page  12  for  more 
contact  information.  REPRINTS:  (612)  582-3800 
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This  simple  chart  only  begins  to  explain  the  enormous 
difference  between  Unicenter®  and  IBM/Tivoli  TME  10. 

What  clients  want  today  are  complete  solutions  not 
just  software  initiatives  like  SAA, 

OfficeVision  and  SystemView.  The 
questions  are,  do  you  want  to  bet  your 
career  on  IBM’s  view  of  the  future?  Can 
you  afford  to  wait?  And  how  can  you 
have  confidence  in  a  solution  that  is  so 
IBM-centric  and  biased? 

Those  are  just  a  few  reasons  why 
thousands  of  clients  prefer  Unicenter.  It’s 
the  industry  standard  for  network  and  sy 
management.  Today,  more  than  93%  of  ■ 

Fortune  500  and  thousands  of  small  to 
medium-size  businesses  trust  CA  for 
enterprise  management. 


SHIPPING 


Unlike  TME  10,  Unicenter  TNG  supports  every  major  hard¬ 
ware  platform  and  operating  system.  It’s  open,  scalable,  extensi¬ 
ble  and  vendor-neutral.  And  with  Unicenter  TNG’s  powerful  new 

features  like  advanced  agent  technology 
and  Real  World  Interfaced  Unicenter  TNG 
is  light-years  ahead 
of  TME  10. 

It’s  real,  it’s  mission-critical  and  it’s  up 
and  running  in  thousands  of  sites  around 
the  world. 

If  that  sounds  good  to  you,  remember, 
it’s  your  choice. 

Call  1-888-864-2368 

www.cai.com 


( Computer ® 
Associates 

Software  superior  by  design. 


Unicenter  TNG 


©1 997  Computer  Associates  International,  Inc.,  Islandia,  NY  1 1 788-7000.  All  other  product  names  referenced  herein  are  trademarks  of  their  respective  companies. 

Information  based  on  publicly  available  information  as  of  3/1/97. 
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Features 

THE  10 

Business  Process  Views  ” 

%/ 

Real  World  Interface 

Fully  Integrated  Management  Functions 

V 

Fully  Integrated  Network  Management 

✓ 

Policy-Based  Management  for  All  Functions  %/ 

Manages  Over  30  Platforms 

✓ 

Also  Manages  AIX,  AS/400,  Open  VMS  and  MVS 

✓ 

Open  and  Interoperable 

✓ 

Published  APIs  for  Over  14  Management  Functions  %/ 

St§© h- ^ :  ■  *  - 

. 

Object-Oriented  Enterprise  Management  Schema 

✓ 

Intelligent,  Autonomous  and  Lightweight  Agents 

✓ 

Built-In  Security 

✓ 

Single  Sign-On 

✓ 

Network  Security  Including  the  Internet  and  Intranets  \/ 

Monitoring  and  Event  Management 

✓ 

%/ 

Support  for  SNMP  and  HMMP/HMMS  Standards 

✓ 

Virus  Protection 

✓ 

Desktop-to-Host  Storage  Management 

✓ 

Software  Delivery 

%/ 

✓ 

Integrated  Service  Desk 

✓ 

Workload  Management 

✓ 

Complete  Job  Flow  Process  Visualization 

✓ 

Extensive  Web  Server  Management 

✓ 

Output  Management 

✓ 
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Antispam  measures  falling  short 


Suing  for  ideas 

la  Bren  tTownshend,  the  man  who  claims  to  own  the  ideas  behind 
5(5K  bit/sec  modems,  is  suing  Rockwell  Semiconductor  Systems 
for  all  the  money  it  has  made  selling  fast  modem  technology.  In 
a  lawsuit  filed  recently  in  San  Mateo,  Calif.  .Townshend  says  that 
by  selling  56K  bit/sec  modem  chips,  Rockwell  broke  aconfidenti- 
ality  agreement  it  made  with  him  in  1 996.  Rockwell  says  the  suit 
has  no  merit. 

In  the  suit,  Townshendsays  he  met  with  Rockwell  engineers  in 
an  effort  to  license  them  his56Kbit/sec  modem  ideas.  But  before 
disclosing  them,  the  engineers  assured  him  they  would  keep 
Townshend’s  ideas  confidential  and  not  use  them,  the  lawsuit  says. 
Townshend  claims  that  based  on  that  meeting,  Rockwell  wanted 
to  license  his  56Kbit/ sec  modem  ideas,  but  Townshend  turned 
the  offerdown.  In  April  1996,  Townshend  licensed  that  same  intel¬ 
lectual  property  to  U.S.  Robotics  instead.  Rockwell  claims  the  suit 
will  hamper  the  effort  for  standards  bodies  to  agree  on  a  56K 
bit/ sec  modem  specification  byjanuary. 

PointCast  pushes  new  president 

■  Internet  push  technology  pioneer  Point¬ 
Cast,  Inc.  has  ended  its  four-month  search 
for  a  new  CEO,  tapping  telco  veteran  David 
Dorman  to  replace  company  founder  Chris 
Hassett  effective  Nov.  3.  Dorman,  43,  is  for¬ 
mer  chairman  and  president  of  Pacific  Bell. 
Hassett,  who  announced  injune  that  he 
would  step  aside  as  CEO,  will  become  chair¬ 
man  of  PointCast’s  board  of  directors.  The 
Sunnyvale,  Calif.-based  company  has  been 
seeking  a  media  industry  veteran  to  help 
it  compete  against  larger,  new  competi¬ 
tors  such  as  Microsoft  Corp.  and  Netscape  Communications 
Corp.  (Seefullstoryatwwwf.nwfusion.com.  Enter  DocFinder 
number  4422.) 

US  WEST  goes  DSL 

■  US  WEST,  Inc.  this  week  is  expected  to  announce  availability  of 
its  first  digital  subscriber  line  service.  Restricted  to  certain  areas  of 
Arizona  and  Utah,  MegaBIT  will  offer  speeds  of  192K  bit/ sec, 
320Kbit/ sec  and  704Kbit/ sec  over  regular  phone  lines,  provid¬ 
ing  dedicated  access  to  the  Internet  or  corporate  networks.  The 
Arizona  tariff  allows  initial  prices  of  $60  per  month  for  192K 
bit/sec,  with  a  ceiling  of  $1 20  per  month.  The  allowable  price 
range  is  $85  to  $1 70  for  320Kbit/sec  and  $  163  to  $326  per  month 
for  704Kbit/ sec. 

IP  telephony  Part  I:  Lucent  open  for  business 

■  Lucent  Technologies,  Inc.  last  week  announced  general  avail¬ 
ability  of  its  I  ntemet  Telephony  Server  (ITS)  in  separate  versions 
for  enterprise  users  and  carriers.  The  enterprise  version  of  ITS  is 
available  in  a  turnkey  package,  which  includes  Compaq  Computer 
Corp.’s  ProLiant2500  Pentium  server  running  Windows  NT  out¬ 
fitted  with  telephony  interface  cards  from  Natural  Microsystems, 
Inc.  Pricing  runs  $2,500  to  $4,000  per  port,  considerably  higher 
than  typical  PBXs,  but  ITS  offers  the  possibility  of  eliminating 
carrier  tolls. 

IP  telephony  Part  II:  TouchWave  starts  up 

■  Start-up  TouchWave,  Inc.  last  week  announced  an  IP  telephony 
switch  for  small  and  midsize  businesses.  Its  WebSwitch  device  links 
telephone  with  IP-based  data  networks  to  cut  costs  and  provide 
easy  management  of  communications,  company  executives  said. 
WebSwitch  replaces  a  traditional  PBX.  The  switches  have  Ether¬ 
net  connections  so  they  can  be  connected  to  LANs,  as  well  as 
phone  line  connections  for  1 6  extensions.  To  replace  a  PBX,  a 
company  only  needs  to  take  out  the  copper  wires  connected  to  the 
PBX  and  connect  them  to  the  WebSwitch . 

More  than  16  users  can  be  connected  by  linking  several  Web- 
Switches  together,  for  a  maximum  of  150  users.  WebSwitch  will  be 
available  in  December  for  $500. 


PointCast's  Dorman 


Electronic  messaging  group  warns  problem  likely  to  get  worse. 


By  Paul  McNamara 

Santa  Cruz,  Calif. 

Today’s  spam  filters  and  pro¬ 
posed  legislative  remedies  to  the 
junk  e-mail  problem  all  have  one 
thing  in  common,  according  to 
the  Internet  Mail  Consortium 
(IMC):  They  won’t  stop  a  deter¬ 
mined  spammer. 

Moreover,  the  IMC  warns  that 
short  of  an  outright  ban  on 
spam,  highly  motivated,  increas¬ 
ingly  clever  and  better-bank- 
rolled  spammers  are  likely  to 
outpace  the  best  defensive  ef¬ 
forts  of  e-mail  vendors  and  their 
corporate  customers. 

And  then  there’s  the  really 
bad  news:  Hordes  of  legitimate 
direct  marketers,  who  until  now 
have  eschewed  bulk  e-mail  for 
fear  of  tarnishing  their  corpo¬ 
rate  images,  may  soon  conclude 
that  spam  is  here  to  stay  and 
decide  they  need  to  get  into 
the  game.  This,  the  IMC 
predicts,  would  open  mail  serv¬ 
ers  everywhere  to  unprece¬ 
dented  volumes  of  network- 
choking  messages. 

The  bleak  assessment  is  con¬ 
tained  in  a  recendy  released  IMC 
report  entitled  “Unsolicited 
Bulk  Email:  Mechanisms  for 
Control”  (www.imc.org/ube 
sol.html).  The  report  endorses 
neither  a  particular  filtering 
solution  nor  an  outright  ban  on 
spam,  according  to  IMC  Director 
Paul  Hoffman,  but  rather 
attempts  to  highlight  spam- 
defense  weaknesses  and  prepare 
Internet  mail  users  for  the  pros¬ 
pect  of  worsening  gluts. 

“What  we’re  seeing  now  is  the 


beginning  of  the  wave,”  Hoff¬ 
man  said.  “Once  there’s  any  sig¬ 
nificant  spam  from  a  legitimate 
company,  then  you’re  going  to 
see  everybody  doing  it.  ” 

IT  managers  contacted  last 
week  echoed  IMC’s  finding  that 
spam  is  becoming  more  bother¬ 
some,  despite  ongoing  efforts  to 
employ  the  best  countermea¬ 
sures  available. 

‘  ‘Yes,  it  has  become  quite  a  big 
problem  of  late,”  said  Ramesh 


Viswanathan,  senior  systems  ana¬ 
lyst  at  Siemens  Corporate 
Research,  Inc.  in  Princeton,  N.J. 
“Initially,  it  was  only  a  trickle  of 
spam  that  we  used  to  receive,  but 
now  our  users  receive  quite  a  lot 
on  a  daily  basis.” 

While  frustration  over  spam 
mounts  among  e-mail  adminis¬ 


trators,  there  remains  a  cautious¬ 
ness  on  the  part  of  those  affected 
to  embrace  the  most  sweeping 
remedies  being  proposed;  in 
particular,  an  outright  ban. 

“As  far  as  action  that  the 
industry  or  government  could 
take,  I’d  hate  to  see  anything  so 
radical  that  it  hampers  our  cus¬ 
tomers’  ability  to  conduct  busi¬ 
ness  with  us  via  e-mail,”  said  Tim 
Hickernell,  senior  engineer  at 
Commonwealth  Edison  Co.  in 
Chicago.  “We  have  a 
published  phone  exten¬ 
sion  assigned  to  most 
employees,  so  I  would 
hope  the  user  commu¬ 
nity  will  eventually  ma¬ 
ture  enough  to  allow 
e-mail  to  be  used  for  busi¬ 
ness  in  the  same  manner 
as  the  telephone.” 

Antispam  legislative 
proposals  that  rely  on 
spammers’  willingness  to 
honor  opt-out  lists  and 
truthful-labeling  regula¬ 
tions  are  unlikely  to  be 
effective,  according  to 
the  IMC,  unless  enforce¬ 
ment  measures  are  swift, 
sure  and  painful. 

“It  probably  costs 
spammers  less  than  a 
tenth  or  a  hundredth  of  a 
cent  to  send  you  e-mail,”  Hoff¬ 
man  said.  “It  actually  costs  them 
more  to  [comply  with  opt-outs] , 
and,  therefore,  a  lot  of  them  are 
just  not  going  to  do  it.” 

Some  of  today’s  antispam 
measures  are  capable  of  weeding 
out  much  of  the  amateurish  junk 
e-mail  on  the  ’Net,  according  to 
the  IMC.  But  the  likelihood  of 
even  that  edge  being  maintained 
is  not  high,  Hoffman  said. 

“It  is  easy  for  spammers  to  get 
more  sophisticated,  and  it  will 
behoove  them  to  get  more 
sophisticated  because  the  return 
is  still  so  great,”  Hoffman  said. 

‘  ‘They  could  spend  even  an  extra 
thousand  dollars  per  mailing 
and  still  probably  have  it  be 
worth  their  while.” 

While  some  people  see  spam 
as  litde  more  than  an  annoyance, 
Hoffman’s  worst-case  scenario 
envisions  a  world  where  corpora¬ 
tions  and  individuals  find  that 
the  price  of  dealing  with  spam  — 
in  dollars  and  in  time  —  is 
prohibitive. 

“Usenet  has  become  unus¬ 
able  because  of  spam,”  Hoffman 
said.  ”If  that  starts  happening  to 
Internet  mail,  we’re  really  up  a 
creek.”  ■ 
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For  the  answer  to 
this  week's  question  and  more, 
net  trivia,  visit  Network  World  Fusion  and 
enter  2349  in  the  DocFinder  box. 


This  week  s  question: 

Two  years  ago  Novell  outlined  what  would  be  the 
next  three  versions  of  NetWare.  The  first  two  were 
code-named  Green  River  and  Moab.  What  was  the 
third  called? 


umw.tmfusion.com 


Why  spam  remedies  don’t  work  well 


Address  and  content  filters  fall  short 

because; 

•  Spammers  relay  messages  through 
Simple  Mail  Transfer  Protocol  servers  of 
unsuspecting  companies. 

•  Maintaining  lists  of  banned  senders  is 
difficult  and  risks  loss  of  wanted  messages. 

•  Disguising  spam  to  look  like  legitimate 
e-mail  is  relatively  easy. 

Proposed  antispam  legislation  would: 

•  Be  difficult  for  government  and/or  victims 
to  enforce  effectively. 

•  Hamper  desirable  commercial  e-mail  if 
written  too  broadly. 

•  Spawn  less-popular  attempts  to  ban  other 
types  of  e-mail. 
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With  new  PrimeDistanceSM  long¬ 
distance  service ,  TCG  is  now  the 
one  company  to  turn  to  for  your 
business  telecommunications  needs . 

Since  1985,  companies  of  all  shapes  and 
sizes  have  come  to  know  TCG  as  the  local 
phone  company  that  provides  responsive  customer 
service  from  coast  to  coast.  How  responsive ?  Well, 
we  heard  your  demand  for  a  single-service 
provider  who  could  handle  almost  any  telecom¬ 
munications  need,  so  we  added  yet  another  thing 
you  were  looking  for:  long-distance  service. 


So,  with  the  addition  of  our  new  innovative 
PrimeDistance  service,  you  can  receive  long 
distance,  local  and  regional  calling,  data  and 
Internet  services  all  from  one  company — and  all 
at  competitive  rates.  In  fact,  TCG  enables  you  to 
combine  local,  regional  toll,  domestic  long 
distance,  international  long  distance  and  800 
service,  thereby  qualifying  your  company  for  even 
more  significant  savings.  If  you’d  like  to  learn 
more  about  TCG  or  our  new  PrimeDistance 
service,  give  us  a  call  at  1-800-889-4TCG  or  check 
out  our  web-site  at  www.tcg.com. 


LOCAL  CALLING  •  LONG  DISTANCE  •  INTERNET  SERVICES  •  DATA  SERVICES  •  VOICE  MAIL  •  CALLING  CARD  •  PAYPHONE  SERVICES 
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Java  developers  ready  to  Swing 

Sew  JavaSoft  release  will  improve  the  look  and  feel  of  Java  applications. 

By  Chris  Nerney 


Developers  soon  can  begin 
giving  their  Java  applications 
,  much-needed  face  lifts  with  a 
new  set  of  components  rolling 
out  this  December  from  Java- 
i  Soft.  The  Sun  Microsystems,  Inc. 
subsidiary’s  new  technology, 
dubbed  Swing,  controls  the  look 
and  feel  of  the  graphical  user 
interface  (GUI)  viewed  by  Java 
application  users. 

The  new  software  addresses 
one  of  the  major  criticisms  of 
Java  applications:  The  quality  of 
their  GUIs  have  been  poor,  often 
reflecting  the  specific  platforms 
on  which  the  applications  run. 

“If  you  look  at  any  Java  inter¬ 
face,  it’s  ugly,”  saidjohn  Biasi,  an 
analystwith  Hurwitz  Group,  Inc., 
of  Framingham,  Mass.  “It’s  not 
as  visually  appealing  as  a  Win¬ 
dows  interface.” 

This  is  a  potentially  danger¬ 
ous  flaw  for  Sun  because  many 
developers  think  they  ultimately 
may  have  to  choose  between 
Sun’s  way  of  building  Java  appli¬ 
cations  and  Microsoft  Corp.’s 
alternative  method. 

Each  company  offers  its  own 
set  of  graphics  and  network 


services  class  libraries  for  Java- 
based  tool  kits,  applications  and 
browsers. 

Swing  is  the  first  installment 
of  Sun’s  next  Java  Foundation 
Classes  (JFC)  upgrade. 

The  rest  of  the  new  JFC 
components,  including  features 
that  enable  drag-and-drop  be¬ 
tween  Java  and  non  Java  applica¬ 
tions,  as  well  as  2-D  capabilities 
for  advanced  graphics,  are 
scheduled  to  ship  with  Java 
Development  Kit  (JDK)  1.2 
next  spring. 

One  reason  Swing  is  being 
shipped  ahead  of  other  newJFC 
components  is  that  it  does  not 
requireJDK  1.2  to  run,  while  the 
otherJFC  functions  do. 

Whatever  the  reason,  frus¬ 
trated  third-party  and  corporate 
developers  say  the  commercial 
release  of  Swing  will  not  come 
soon  enough. 

“It  will  really  push  forward 
user  interfaces,  which  I  think 
have  been  lacking  in  Java  com¬ 
mercial  products,”  said  Ted 
Young,  president  of  Advanced 
Web  Technologies  Corp.  of 
New  York. 

Another  third-party  Java  de¬ 


veloper,  Scott  McMullen  of  Ino- 
vie  Software,  Inc.,  in  San  Diego, 
said  he  has  been  eagerly  await¬ 
ing  a  final  version  of  Swing, 
which  he  called  “very  rich  in 
functionality.” 


“I’ve  had  to  endure  monthly 
changes  [to  Swing]  since  last 
spring,”  he  said. 

Officials  at  Sun ’sJavaSoft  divi¬ 


sion  said  changes  will  no  longer 
be  a  problem.  A  beta  version  of 
Swing,  made  available  with  litde 
fanfare  on  Oct.  7,  includes  APIs 
that  have  been  “frozen”  and 
therefore  will  not  be  altered  for 
the  commercial  release. 

“Developers  can  start  using 
the  latest  beta  release  for 
producing  next-generation  ver¬ 
sions  of  their  products,”  said 
Adam  Abramski,  JavaSoft’s  JFC 
evangelist. 

For  now  this  leaves  out 
Java  developers  using 
Windows  because  Micro¬ 
soft  is  refusing  to  support 
JFC,  opting  instead  for  its 
own  Application  Founda¬ 
tion  Classes  forjava. 

Ironically,  Microsoft 
was  part  of  an  industry 
advisory  council  that 
worked  on  the  JFCs, 
Abramski  said. 

Netscape  Communi¬ 
cations  Corp.  earlier  this 
year  also  had  been  work¬ 
ing  on  its  own  Java  class 
libraries,  the  Internet 
Foundation  Classes,  but 
has  abandoned  them  to 
collaborate  with  Sun  on 
theJFCs. 

While  Swing  may 
“help  defray  one  of  the  key 
knocks  that  people  have  regard- 
ingjava,”  neither  Swing  nor  the 
JFCs  will  be  instrumental  in 


JFC  time  line 


Swing,  which  allows  developers  to  mani¬ 
pulate  the  look  and  feel  of  GUIs,  is  part  of 
Sun’s  Java  Foundation  Classes  (JFC),  the 
class  libraries  for  Java-based  tool  kits, 
applications  and  browsers. 

•  April  1997:  _ _ 

JFC  introduced  at  JavaOne  conference  in 
San  Francisco 

•  July  1997: _ 

JFC  begins  shipping 

•  October  1997: _ _ _ _ 

Final  beta  version  of  Swing  made  available 

®  December  1997: _ _ 

Swing  scheduled  to  begin  shipping 

•  Spring  1998: _ _ 

Next  version  of  JFC  set  for  release 


3Com  pumps  up  net  management  app  with  Web  interface 

New  device  manager  for  the  Windows  NT  environment  is  first  to  be  Webified. 


By  Jodi  Daniels 

Santa  Clara,  Calif. 

3Com  Corp.  this  week  will 
bolster  its  Transcend  Enterprise 
Manager  (TEM)  software  by 
announcing  a  port  to  the  Win¬ 
dows  NT  Server  and  the  addition 
of  a  Web  client  interface. 

The  obvious  benefit  of  Web- 
based  management  is  it  allows 
net  managers  to  access  key  man¬ 
agement  functions  from  desk¬ 
tops  anywhere  on  the  corporate 
intranet 

With  3Com’s  Web-enabled 
TEM  application  —  designed  for 
3Com  network  gear  —  a  man¬ 
ager  can  remotely  troubleshoot 
a  network  by  checking  device 
status,  accessing  device-specific 
views  and  running  statistics  or 
diagnostics  tests. 

“When  we  are  out  trouble¬ 
shooting  a  problem  in  the  field, 
we  can  just  Web  in  and  get  the 
network  management  applica¬ 
tions  from  anywhere  in  the  net¬ 
work,”  said  a  network  manager 
at  Genesis  Health  Ventures,  Inc., 
a  services  company  for  the  el¬ 


derly  based  in  Kennett  Square, 
Penn.,  who  preferred  to  remain 
anonymous.  “Anything  you  can 


do  in  front  of  the  console,  you 
can  now  do  from  the  Web,  which 
is  a  tremendous  time-saver.  ” 
Although  there  are  an 
abundance  of  net  management 
products  in  the  industry  with 
Web  front  ends  slapped  on 


them,  3Com’s  TEM  goes  be¬ 
yond  competitive  offerings,  one 
analyst  said. 

“3Com  is  ahead  of  the 
pack  here  by  offering  a 
truly  interactive  prod¬ 
uct,”  said  Mark  Bou¬ 
chard,  research  analyst  at 
META  Group,  Inc.,  a 
Stamford,  Conn. -based 
technology  assessment 
and  consulting  firm.  “It’s 
a  fully  functional  inter¬ 
face  allowing  not  only 
viewing  from  the  Web, 
but  actual  con¬ 
figuration  work  to  be 
done.  A  lot  of  other  [ven¬ 
dors’  Web  management 
products]  provide  only 
static  views  of  various 
information,  such  as  an 
eventlog.” 

One  highlight  of  3Com’s 
Webified  TEM  is  a  home  page 
feature,  called  Transcend  Cen¬ 
tral,  which  provides  a  single  view 
of  all  3Com  equipment. 

“[Transcend  Central]  gives 
customers  a  starting  point  to 


launch  various  management 
tools,”  Bouchard  said.  “The 
home  page  concept  really  makes 
for  easy  navigation.  ’  ’ 

Industry  observers  said  port¬ 
ing  TEM  to  NT  makes  sense. 

“Everybody  recognizes  NT 
is  going  to  be  the  applica¬ 
tion  server  of  choice  going 
down  the  road,  so  3Com  is 
right  on  target  delivering  the 
management  solution  on  NT,” 
Bouchard  said. 

The  application  allows  cus¬ 
tomers  to  manage  the  network 
from  an  inexpensive  PC,  rather 
than  a  complicated  and  costly 
Unix  box. 

One  caveat  is  that  TEM 
for  NT  only  works  in  the  HP 
OpenView  Network  Node  Man¬ 
ager  for  NT  environment,  Bou¬ 
chard  said. 

TEM  for  NT,  which  will  ship 
in  November,  costs  $9,495. 
3Com  will  extend  the  Web 
capabilities  to  its  existing  Unix 
device  manager  via  a  free  up¬ 
grade  in  March  1998. 

©3Com:  (408)  764-5000 
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3Com's  Transcend  Enterprise  Manager  for  NT 
allows  customers  to  monitor  3Com  devices — for 
key  statistics  such  as  utilization  —  from  the  Web. 


determining  the  outcome  of  the 
Microsoft-Sun  Java  war,  Biasi 
said. 

“The  bigger  problems  Java 
has  to  face  are  on  the  server 
side,”  he  said.  “Sun  wants  those 
servers  to  be  Java,  and  it’s  got 
a  lot  of  battles  to  fight  to  get 
there.”  ■ 
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WK'ile  EVEryoNE  else  was  writiNq 

EULOqiES,  WE  WErE  crEatiNq  ONSWErS. 

Give  your  Token-Ring  network 
new  life  with  Olicom's  OC-8600. 

Persistence  and  creativity  can  make  anything  technically 
possible.  And  you'll  find  both  of  those  qualities  in  our 
new,  next-generation  Token-Ring  switch,  the  OC-8600. 

For  less  than  $400  per  port,  the  OC-8600  can  revitalize 
your  network  and  increase  throughput  -  without  pulling 
the  plug  on  your  original  investment.  And  our  recent 
merger  with  CrossComm  means  that  Olicom's  innovation 
now  extends  to  more  than  just  network  nuts  and  bolts. 

For  details,  call  1-800-2-0 LI  COM  or  visit  our  website  at 
www.olicomcom.  And  let  us  make  your  network  come  alive. 


THE  NETWORKING  COMPANY 
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ization  seamlessly  to 
a  Windows  NT  -based 


platform  without  sac 


performance.  Intro¬ 
ducing  the  new  expanded  family  of  Compaq 
Professional  Workstations  from  the  world's  leadin 


seller  of  computers.  The  5000,  6000,  and  8000 
series  not  only  give  your  end  users  the  uncom¬ 
promising  power  they  demand,  but  also  the 
manageability,  expandability,  and  ease  of  inte¬ 
gration  that  you  need  as  an  IS/IT  manager.  We 
designed  these  workstations  with  our  innovative 
Highly  Parallel  System  Architecture.  This  architec¬ 
ture  allows  advanced  multiprocessing  so  you  can 
utilize  up  to  two  Pentium  II  processors  or  four 


Pentium  Pro  processors.  Our  dual  PCI  buses  give 


you  parallel  access  to  peripheral  devices,  and 
dual  memory  controllers  provide  you  with  band¬ 
width  that's  two  to  four  times  faster  (1.06GB/s) 
than  competitive  Intel-based  workstations.  Each  of 
our  workstations  has  an  integrated  Wide  Ultra 
SCSI  controller,  built-in  10/100  NICs,  built-in 
manageability,  and  SmartStart  to  get  up  and  run¬ 
ning  quickly.  So  now  that  everyone  will  be  on  the 
same  platform,  your  entire  company  can,  finally, 
share  more  than  just  e-mail.  Try  not  to  let  all  that 
power  go  to  your  head.  For  more  information  visit 
us  at  www.compaq.com. 


News 


And  in  this  comer,  3Com’s  Benhamou 

CEO  answers  criticisms  raised  by  Cisco  chief  in  Network  World  Q&A,  tackles  other  topics. 


For  all  of  his  suc¬ 
cess  as  CEO  of 
3Com  Corp.,  Eric 
Benhamou  has  to 
contend  with  the  fact  that  arch¬ 
rival  Cisco  Systems,  Inc.  is 
running  away  with  the  game, 
amassing  acquisition  after  acqui¬ 
sition  and  driving  up  revenue 
(AW,  Oct.  6,  page  12).  In  part  to 
keep  pace  with  Cisco,  Benha¬ 
mou  has  architected  one  of 
the  largest  mergers  in  the  his¬ 
tory  of  our  industry,  marrying 
3Com  to  U.S.  Robotics.  Network 
World  Editor  in  Chief  John 
Gallant  caught  up  with  Benha¬ 
mou  at  NetWorld+Interop  97  to 
discuss  the  changing  face  of 
competition. 

Eric,  besides  your  traditional 
competitors  —  the  Bays,  Ciscos 
and  Cabletrons  —  the  acquisi¬ 
tion  of  U.S.  Robotics  (USR)  pits 


you  against  new  competitors, 
and  companies  such  as  Lucent 
and  Nortel  are  coming  at  you 
from  the  telecom  side.  Who  do 
you  focus  on  as  the  competition 
these  days? 

We’ve  stopped  focusing  on 
any  one  primary'  competitor  and 
have  begun  to  look  at  it  by  mar¬ 
ket  segment.  And  in  every  broad 
market  segment  we  know  there 
are  a  few  companies  we  should 
worry  about  more  than  most. 

In  the  enterprise  [market], 
we  worry  about  Cisco  as  well  as 
Bay  and  Cabletron.  There  is 
almost  no  deal  that  we  win  with¬ 
out  setting  out  to  beat  Cisco. 
In  remote  access  it’s  Ascend 
more  often  than  Cisco.  We 
hardly  see  anyone  else  there. 
In  the  network  interface  card 
[NIC]  space  the  only  competitor 
we  worry  about  is  Intel.  All  of 
the  others  have  fallen  by  the  way- 
side.  In  modems  the  only  real 
competitor  is  Rockwell.  The 
other  modem  vendors  are  basi¬ 
cally  distribution  channel  part¬ 
ners  for  Rockwell. 


On  a  longer  term,  strategic 
basis,  we  worry  primarily  about 
Cisco  as  it  attempts  to  expand 
beyond  its  native  space,  and 
we  worry  about  the  telecom- 
oriented  vendors  who  may 
want  to  expand  into  the  net¬ 
working  space. 

Some  folks  say  that  Cisco, 
teamed  with  Microsoft  and  Intel 
in  the  so-called  Wintelco  triad, 
controls  the  industry.  Do  you 
believe  that? 

In  one  word,  no.  They  have  a 
sU  ong  presence  in  some  markets 
but  are  absent  from  many  others 
that  I  think  are  just  as  strategic 
over  time,  like  the  small  busi¬ 
nesses  and  the  consumer  mar¬ 
kets.  These  markets  will  be 
absolutely  formidable  —  as  large 
as  the  enterprise  markets  is  — 10 
years  from  now. 

Cisco’s  CEO  John  Chambers 
says  the  diversity  of  your  product 
line  —  stretching  from  the  con¬ 
sumer  all  the  way  up  to  the  car¬ 
rier  market  —  makes  it  difficult 
to  deliver  any  kind  of  meaning¬ 
ful  integration. 

This  is  a  strength,  not  a  weak¬ 
ness.  We  have  cultivated  that 
diversity  because  this  is  where 
the  market  is  going.  The  market 
is  broadening.  It  is  true  that  it  is 
an  ambitious  endeavor,  and  this 
is  not  a  strategy  that  makes  sense 
for  a  lot  of  people.  It  makes  sense 
for  us  because  we’ve  been  able  to 
grow  in  every  market  year  after 
year.  We’ve  gained  share  in  the 
key  segments  in  every  market, 
and  we  have  developed  in  a  fairly 
harmonious  way  a  set  of  chan¬ 
nels  that  give  us  access  into  all  of 
these  markets. 

Let  me  get  your  reaction  to 
this  quote  from  Chambers  about 
your  merger  with  USR.  “I  think 
the  merger  speaks  to  how 
rapidly  we  [Cisco]  are  pulling 
away  from  the  rest  of  the  indus¬ 
try.  The  fact  that  Eric  would  do  a 
combination  with  a  company  of 
equal  size  halfway  across  the 
country  speaks  to  how  much  risk 
he  is  willing  to  take  on  to  stay 
close  to  Cisco.” 

It  is  definitely  one  of  the  fac¬ 
tors  that  went  into  our  thinking. 
Critical  mass  is  a  factor.  It  was  not 
just  aimed  at  Cisco.  It  was  aimed 
at  a  much  broader  phenome¬ 
non:  industry  consolidation. 

Where  do  you  think  Cisco  is 
weakest?  Most  vulnerable? 


First,  their  fundamental 
bread-and-butter  product  line  is 
no  longer  in  a  high  growth  seg¬ 
ment.  The  general  purpose 
router  market  is  at  best  a  flat  seg¬ 
ment  and  will  probably  decline 
before  the  end  of  the  decade. 
That  product  line  is  getting  sub¬ 
sumed  by  many  other  new 
segments,  including  Layer  3 
switches,  which  I  think  will  pro¬ 
vide  all  of  the  traffic  manage¬ 
ment  and  control  the  enterprise 
needs.  In  that  space  we’re  clearly 
ahead  of  them,  from  a  product 
perspective,  from  an  intellectual 
capital  perspective  and  from  a 
marketing  perspective. 

The  second  weakness  is  their 
failure  to  parlay  their  strong 
position  in  routing  into  the 
remote  access  field.  They  should 
not  have  allowed  Ascend  to  get 
ahead.  They  should  not  have 
allowed  U.S.  Robotics  to  get 
ahead,  and  they  did. 

The  third  weakness  is  more  of 
a  positioning  weakness.  When 
they  purchased  StrataCom  it  was 
with  a  deliberate  intention  to 
compete  for  the  network  infra¬ 
structure  of  carriers.  And  in  that 
battle  they  compete  against  Sie¬ 
mens,  Lucent,  Nortel,  Fujitsu, 
Erickson  .  .  .  veiy,  very  large 
established  companies  that  have 
broad,  deep  relationships  with 
carriers.  We,  on  the  other  hand, 
have  chosen  not  to  cross  this 
line.  We  are  forming  partner¬ 
ships  instead. 

One  area  3Com  has  a  signifi¬ 
cant  lead  over  Cisco  in  is  Gigabit 
Ethernet.  How  do  you  plan  to 
take  advantage  of  that? 

I’m  actually  surprised  at  this 
on  their  part  because  I  would 
have  expected  them  to  move 
into  gigabits.  And  I  think  it’s 
probably  not  a  lack  of  desire  on 
their  part,  but  probably  some 
execution  problems  that  have 
arisen  over  time. 

We’re  going  to  take  advan¬ 
tage  of  being  much  earlier  to 
market  with  a  product  we’re 
extremely  proud  of,  the  Core- 
Builder  3500,  and  soon  the  9000. 
Basically  we’re  building  a  system 
strategy  where  that  line  of  prod¬ 
ucts  sits  at  the  core  and  provides 
a  combination  of  bandwidth  ex¬ 
pansion  and  traffic  control  in 
data  centers  and  major  campus 
backbones. 

Well,  how  about  those  other 
competitors?  What  do  you  make 
of  Bay  and  Cabletron  now  that 


they  both  have  new  management 
talent. 

Bay  has  done  a  good  job 
creating  a  better, 
more  competitive 
product  portfolio. 

They  had  a  strong 
customer  base  and 
a  strong  base  of 
resellers.  If  you 
couple  this  with 
a  better  product 
cycle,  inevitably 
they  can  resume 
their  growth.  So  I 
wouldn’t  be  sur¬ 
prised  if  they  had 
a  resumption  of 
growth  over  the 
next  few  quarters. 

However,  it  takes 
more  than  just  re¬ 
suming  growth  to 
become  a  leader. 

They  have  lost  a  lot 
of  their  image  and  relationships 
along  the  way. 

What  about  Cabletron? 

I  think  Cabletron  has  perhaps 
more  inertia  in  its  business  than 
anyone  else  by  virtue  of  having 
such  close,  direct  relationships 
with  a  few  large  enterprise  cus¬ 
tomers.  Therefore,  it  would  take 
a  long  time  for  Cabletron  to  be 
wiped  out  by  a  business  down¬ 
turn.  But  by  the  same  token, 
Cabletron  has  always  suffered 
from  being  too  narrowly  fo¬ 
cused,  so  they  miss  several  tech¬ 
nology  waves. 

And  Intel?  What  is  to  stop 
Intel  from  taking  over  your  core 
NIC  business? 

Because  there  is  a  fundamen¬ 
tal  architectural  difference  be¬ 
tween  the  processing  subsystem 
and  the  communication  sub¬ 
system.  It  requires  very,  very  dif¬ 
ferent  engineering  skills,  and 
they’ rejust  not  known  for  that.  It 
is  remarkable  that  a  company  as 
Financially  wealthy  as  Intel  has 
tried  repeatedly  to  buy  its  way 
into  this  market  by  either  buying 
companies  or  engaging  in  a  lav¬ 
ish  promotion  or  by  aggressively 
slashing  prices.  And  it  still  ends 
up  losing  shares  quarter  after 
quarter  against  us. 

I  want  to  ask  you  about  the 
56K  modem  market.  Is  56K  the 
height  of  the  modem  technol¬ 
ogy,  or  are  you  going  to  push  it 
beyond  that? 

It  is  likely  that  the  analog 
modem  market  will  end  at  56 


kilobits.  But  I  think  the  analog 
modem  is  a  narrow  way  of  defin¬ 
ing  the  modem  market.  Our  view 
is  that  there  will  be  a  diversity  of 
new  modem  technologies  over 
the  coming  years  —  most  of 
them  digital  based.  Some  of 
them  [will  be]  landlines,  some  of 
them  cable,  others  copper,  oth¬ 
ers  fiber,  others  wire¬ 
less.  We  want  to  parlay 
our  dominance  of  the 
modem  market  into 
all  of  these  segments. 

It  is  likely  that 
there  is  going  to  be 
a  56K  standard  very 
soon,  and  that  most 
of  the  world  will 
migrate  to  it  because 
it’s  just  the  best  you 
can  get  out  of  existing 
infrastructure  with 
minimum  incremen¬ 
tal  investments. 

What’s  exciting  to 
us  is  this  is  a  market 
we  stand  to  lead  in 
fundamental  way. 
We’ve  emerged  as  a 
strong  leader  and  we 
own  the  intellectual  property,  so 
this  is  a  good  market  for  us,  a  bad 
market  for  everyone  else. 

One  Final  question.  We’re 
hearing  more  and  more  about 
voice  from  traditional  data  net¬ 
work  companies.  What’s  3Com 
doing  here? 

I  think  it’s  the  broader  topic 
of  delivering  multimedia  ser¬ 
vices  on  the  data  infrastructures. 
I  think  this  is  a  fundamental  shift 
in  the  marketplace  that  we  want 
to  ride  very  aggressively  by  pro¬ 
viding  platforms  that  provide 
multimedia  services. 

Our  Access  Builder  platforms 
have  been  used  very  successfully 
by  large  corporations  to  deliver 
voice,  video  and  data  integrated 
on  the  same  trunks. 

In  addition  to  this,  voice  over 
IP  is  an  area  in  which  we’ve  made 
major  investments  in  collabora¬ 
tion  with  Siemens. 

We  will  also  support  voice  ser¬ 
vices  on  the  subscriber  side,  sub¬ 
scriber  side  meaning  today  you 
buy  a  modem  from  us,  you  buy 
PalmPilots  from  us,  you  buy 
data  devices  from  us.  At  some 
point,  these  devices  will  be  able 
to  support  voice  as  well.  And,  of 
course,  that  voice  will  be  digi¬ 
tized,  and  the  voice  bits  will  be 
sent  into  IP  packets  across  the 
data  network. 

Did  you  say  you  were  going  to 
put  voice  on  a  Pilot? 

Did  I  say  that?  There’s  going 
to  be  so  many  things  in  the 
Pilot;  you’re  going  to  be  blown 
away.  ■ 
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News 


Java  applets  could  spark  thin  client  demand 

Kona  applets  include  spreadsheet,  word  processor,  presentation  graphics  and  database  access  programs. 


By  John  Cox  and  Paul  McNamara 

Cambridge,  Mass. 

Lotus  Development  Corp.  next  week 
will  formally  unveil  a  set  of  Java  applets, 
called  Kona,  that  are  intended  to  give  net¬ 
work  computer  (NC)  users  an  array  of 
basic  but  essential  office  capabilities. 


NCs  do  away  with  the  Windows  operat¬ 
ing  system.  Instead,  Java  applications  are 
run  locally,  and  Unix,  mainframe  and 
Windows  applications  are  accessed  from 
servers.  The  Kona  applets,  along  with  soft¬ 
ware  that  lets  them  interoperate  and 
access  legacy  systems,  will  be  among  the 
first  widely  available  Java  applets  aimed  at 
the  general  business  end  user. 

Lotus  users  and  business  partners 
seem  to  be  eagerly  awaiting  the  applets, 
which  include  a  word  processor,  spread¬ 


sheet,  presentation  graphics  tool  and 
database  access  program.  Kona  will  let 
customers  deploy  a  more  varied  array  of 
Web-based  personal  productivity  applica¬ 
tions  to  a  wider  audience  of  end  users 
than  is  possible  today. 

“We  want  to  replace  Microsoft  Office 
and  PCs  for  about  15%  to  30%  of 
our  users  who  today  use  just  a  frac¬ 
tion  of  the  functions  found  in 
[Microsoft]  Office,”  said  William 
Homa,  CIO  of  Hannaford  Bros. 
Co.,  a  Scarborough,  Maine-based 
grocery  chain. 

Hannaford  is  deploying  IBM 
Netstation  NCs,  but  these  have 
been  limited  to  accessing  Unix  or 
mainframe  applications.  “We’re 
looking  for  Kona  to  give  us  the  addi¬ 
tional  functionality  so  we  can  roll 
out  these  [NCs]  to  new  types  of 
users,”  said  Homa. 

Lotus  business  partners  plan  to 
use  Kona  applets  right  away.  “We 
definitely  will  be  taking  advantage  of 
them  once  they  are  available.  Kona  really 
extends  our  application  to  wider  audi¬ 
ences,”  said  Hal  Macumber,  vice  presi¬ 
dent  of  consulting  and  product  develop¬ 
ment  at  Quality  Decision  Management, 
Inc.  (QDM ) ,  in  North  Andover,  Mass. 

QDM’s  workgroup  automation  soft¬ 
ware,  called  BB  Project,  today  uses  Lotus’ 
ActiveX  Controls,  called  Components. 
The  Kona  applets  will  let  BB  Project  users 
access  the  same  features  from  a  Web 


browser  without  having  to  install  client 
software  on  their  PC,  as  is  necessary  today 
with  Components. 

Users  who  have  worked  with  early 
releases  of  Kona  say  Lotus  is  delivering  on 
its  promise.  “It’s  a  good  move,  a  great 
product  set.  Kona  seems  relatively  com¬ 
prehensive,”  said  Ron  Rassner,  a  senior 
consultant  at  Creative  Networks,  Inc.,  in 
Palo  Alto,  Calif. 

“They  ran  fine.  They  did  what  they 
were  advertised  to  do.  I  did  some  fairly 
simple  spreadsheet  stuff  and  it  seemed 
intuitive  to  me,”  said  Hannaford’s  Homa 
of  the  beta  applets.  His  only  concern  is 


By  Kathleen  Ohlson 

Cambridge,  Mass. 

Lotus  Development  Corp.  last  week 
began  shipping  cc:Mail  8.1,  a  new  version 
of  the  company’s  e-mail  package  that 
includes  expanded  routing  capabilities. 

The  cc:Mail  upgrade  features  an 
enhanced  cc:Mail  Router  for  Windows 
NT.  The  message  transfer  agent  now  sup¬ 
ports  Novell,  Inc.’s  SPX  protocol  so  Net¬ 
Ware  networks  can  be  used  for  routing 
Windows  NT-based  traffic.  The  routing 
software  also  supports  more  modems  — 
expanding  from  eight  modems  sup¬ 
ported  to  99  —  which  allows  more  mobile 
users  to  connect  at  a  time. 


how  much  training  his  users  will  require 
to  adjust  to  the  Kona  user  interface.  “But  I 
think  we  can  overcome  that,”  he  said. 

Although  the  applets  may  not  satisfy 
the  needs  of  power  users,  “a  vast 
untapped  market  [exists  among]  late 
adoptees  and  unsophisticated  users,” 
said  Rassner.  “So  the  potential  there  is 
dramatic,”  he  said. 

But  the  critical  question  is  whether 
that  potential  will  be  realized.  Instead  of 
standardizing  on  a  single  suite,  such 
as  Microsoft  Office,  corporate  MIS 
groups  face  the  prospect  of  several  differ¬ 
ent  user  interfaces  and  applications.  Pro¬ 
ponents  of  the  Java  platform  argue  that 
standards  such  as  write-once,  run-any- 
where  100%  Purejava  programs,  thejava- 
Beans  specification,  and  HTML  will  form 
a  common  medium  for  sharing  informa¬ 
tion  over  the  enterprise.  ■ 


A  server-based  rules  agent  also  has 
been  added  to  cc:Mail  8.1.  The  agent 
automates  mail  tasks  that  are  usually  done 
manually,  such  as  disposing  of  spam 
and  categorizing  e-mail,  without  needing 
to  turn  on  the  user’s  computer,  according 
to  Lotus. 

The  new  version  of  cc:Mail  also  fea¬ 
tures  a  minor  tweak  to  its  Windows  95/ 
NT  client.  The  client,  which  will  be  avail¬ 
able  in  November,  will  offer  more  sort¬ 
ing  options  for  mail,  as  well  as  password 
protection. 

A  Lightweight  Directory  Access  Proto¬ 
col  (LDAP)  Directory  Connector  and 
See  cc:Mail,  page  18 


One  of  Kona’s  Java  applets  lets  you  build  Web  applications  by 
allowingyou  to  access  remote  SQL  and  JDBC  data  sources. 


Lotus  extends  core  cc:Mail  product 


LAYER 


3  SWITCHED  ROUTING  TODAY. 

Build  faster,  simpler  to  manage  LANs  based  on  MPOA  standards. 
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Comsat  launches  all-in-one  satellite  service 

Link  One  offering  delivers  ATM,  frame  relay,  SS7  and  ISDN  traffic  over  VSAT  networks. 

ety  of  data  types  across  satellite  networks 


By  Denise  Pappalardo 

Comsat  Corp.  last  week  announced  a 
service  that  will  let  companies  send  a  vari- 


using  a  single  access  device. 

The  company’s  new  link  One  offering 


e  r 


The  new  AS/4006  series. 

Embraces  the  latest  Web 
technologies:  Lotus  Domino, 
Java,  Netscape  and  more. 


Solutions  for  a  small  planet" 


Java  is  a  trademark  of  Sun  Microsystems,  Inc. 


will  enable  customers  to  feed  ATM,  ISDN, 
frame  relay  and  even  Signaling  System  7 
(SS7)  traffic  onto  very  small  aperture  ter¬ 
minal  (VSAT)  networks,  which  could 
carry  the  traffic  at  rates  from  2M  bit/ sec 
to  32M  bit/sec. 

The  service  could  be  attractive  to  cus¬ 
tomers  with  established  WANs  who  want 
to  add  remote  international  sites  without 
much  fuss. 

For  example,  a  New  York-based  com¬ 
pany  using  frame  relay  to  connect  its 
LANs  domestically  could  use  Link  One  to 
tie  in  a  manufacturing  plant  overseas 
(see  graphic).  Instead  of  trying  to  buy 


All-in-one  connectivity 


Comsat’s  Link  One  access  technology  and  service  will  let  very  small  aperture 
terminal  (VSAT)  customers  exchange  ATM,  frame  relay  and/or  ISDN  traffic 
via  satellite  connections.  All  of  the  traffic  can  passthrough  a  single  Link 
One  device  at  any  location. 


Headquarters  site  uses  frame 
relay  or  ATM  to  transport  its 
data  and  ISDN  to  carry  weekly 
videoconferences 


X 


Link  One 
access  device 


X 


VSAT  dish 


ISDN  line 


ATM  line 


international  landline  data  services,  a  cus¬ 
tomer  could  connect  a  Link  One  access 
device  to  a  port  on  its  exisdng  frame  relay 
router  that  is  dedicated  to  all  traffic  sent 
between  New  York  and  an  overseas  site, 
said  Leister  Maynard,  a  principal  engi¬ 
neer  at  Comsat.  The  Link  One  device 
would  forward  traffic  to  a  VSAT  dish, 
which  would  deliver  the  traffic  to  its  desti¬ 
nation  via  satellite.  A  Link  One  device  also 
would  need  to  be  installed  at  the  remote 
location. 

Today,  most  satellite  data  services 


require  users  to  deploy  multiple  access 
devices  to  transport  different  types  of  traf¬ 
fic,  said  David  Berndt,  program  manager 
at  The  Yankee  Group,  a  Boston-based 
consultingfirm. 

The  Link  One  access  device  is  based  on 
Time  Division  Multiple  Access  (TDMA) 
technology  with  a  mix  of  some  propri¬ 
etary  software,  said  Susan  Miller,  vice 
president  of  advanced  application  man¬ 
agement  at  Comsat.  The  TDMA  piece 
lets  the  access  device  transport  ATM, 
ISDN,  frame  relay  and  SS7  traffic  over 
Comsat’s  satellite  network  simulta¬ 
neously,  she  said. 

The  Link  One  access  device  also  is 
responsible  for  allocating  the  appro¬ 
priate  bandwidth  on  the  satellite,  Miller 
said.  Link  One  detects  the  amount  of 
bandwidth  to  reserve  based  on  an  ISDN 
signal  or  the  committed  information  rate 

_ _ _ _  of  an  ATM  or 

frame  relay  per¬ 
manent  virtual 
circuit. 

Up  to  15 
Link  One  de¬ 
vices  can  be 
stacked  to  sup¬ 
port  increased 
transmission 
rates. 

Link  One 
also  is  targeted 
toward  telecom¬ 
munications 
carriers  and  In¬ 
ternet  service 
providers  that 
want  to  extend 
the  reach  of 
their  network 
services.  Hence, 
the  need  for  SS7 
support.  SS7  is 
basically  the  in¬ 
telligence  of  the 
public  switched 
telephone  net¬ 
work  that  is  responsible  for  quickly  switch¬ 
ing  telephone  calls  and  providing 
information  such  as  a  call’s  originating 
point. 

The  technology  was  announced  last 
week,  but  it  will  not  be  available  until  mid- 
1998.  Pricing  still  has  not  been  set.  Com¬ 
sat  is  negoUating  a  manufacturing  deal 
that  will  determine  how  much  the  Link 
One  devices  cost,  Miller  said.  Pricing 
information  could  be  available  by  year- 
end,  she  added. 

©Comsat:  (301)  214-3436 
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VSAT  dish 


Link  One 
access  device 


Remote  Site 


Frame  relay  line 


cc:Mail 

Continued  from  page  1 7 

more  Internet  connectivity  also  have 
been  added  to  the  new  version  of  cc:Mail. 
The  Directory  Connector  will  allow  Inter¬ 
net  e-mail  client  users  to  look  up  names  in 
the  cc:Mail  directory.  This  also  will  pro¬ 
vide  an  upgrade  path  for  cc:Mail  users  to 
migrate  to  Domino,  the  company’s  Web- 
oriented  groupware  product. 


The  new  cc:Mail  version  has  Post 
Office  Protocol  3  and  Internet  Message 
Access  Protocol  4  connectors  now  sup- 
pordng  Secure  Socket  Layers  2.0  and  3.0, 
while  the  software’s  link  to  Simple  Mail 
Transfer  Protocol  now  runs  on  Windows 
95  as  well  as  Windows  NT. 

Version  8.1  of  cc:Mail  costs  $55.  Con¬ 
tact  Lotusat  (617)  577-8500. 

Ohlson  is  a  correspondent  with  IDG  News 
Service’s  Boston  bureau. 
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Cisco  launches  multimedia  product  strategy 


By  Joy  Dietrich 

Paris 

Cisco  Systems,  Inc.  last  week  unveiled 
a  new  network  plan  that  ultimately  will  let 
users  build  integrated  voice,  data  and 
video  enterprise  networks  more  easily. 

The  company  announced  products 
and  a  five-pronged  plan,  called  Multi¬ 
service  Networking,  which  will  let 
usd's  combine  voice  and  data  networks 
to  save  voice  and  network  infrastruc¬ 
ture  costs. 

Until  now,  companies  have  had  to  set 
up  separate  networks  to 
exchange  e-mail,  tele¬ 
phone  and  videocon¬ 
ferencing  traffic. 

As  the  first  part  of 
its  five-phase  strategy, 

Cisco  will  ship  a  new 
voice-over-IP  module 
for  Cisco  3600  series 
routers  before  year- 
end,  company  execu¬ 
tives  said. 

Priced  at  $650,  the  four-port  voice 
module  consists  of  four  analog  voice  ports 
and  will  link  a  router  with  existing  tele¬ 
phones,  fax  machines,  key  systems  and 
PBXs. 

The  voice-over-IP-enabled  3600  will  let 
customers  off-load  branch  office  voice 
traffic  from  the  public  switched  tele¬ 
phone  network  and  route  the  traffic 
across  a  company’s  existing  intranet. 

In  addition,  the  box  can  route  inter¬ 
office  fax  traffic  across  a  company’s  data 


network  or  through  extranets  using  fax 
machines. 

To  improve  the  quality  of  voice  service, 
Cisco  is  offering  its  IOS  software,  such  as 
Resource  Reservation  Protocol  (RSVP) 
and  weighted  fair  queuing  (WFQ) .  RSVP 
guarantees  bandwidth  by  reserving  it 
across  a  set  of  routers,  while  WFQ  queues 
voice-over-data  packets  if  several  are  wait¬ 
ing,  Cisco  said. 

In  addition,  Cisco  uses  dedicated  Dis¬ 
play  Systems  Protocol  architecture  to  pro¬ 
vide  enough  processing  power  for  voice 
compression,  echo  can¬ 
cellation,  silence  sup¬ 
pression  and  jitter 
buffer  management 
without  placing  unnec¬ 
essary  burdens  on  the 
router.  Cisco  also  an¬ 
nounced  the  availability 
of  ATM  circuit  emula¬ 
tion  capabilities  for 
the  company’s  Catalyst 
5500  series  switches. 

The  circuit  emulation  module  allows 
legacy  systems  that  do  not  support  IP, 
frame  relay  or  ATM  protocols,  such  as 
PBXs  and  legacy  time-division  multi¬ 
plexer  systems,  to  be  transported  over 
ATM  infrastructures. 

In  the  second  phase  of  its  strategy,  by 
the  early  part  of  next  year  Cisco  plans  to 
announce  larger  scale,  higher  density  dig¬ 
ital  voice  packet  gateways  on  a  carrier- 
class  platform. 

These  packet  gateways  will  enable 


Internet  telephony  service  providers  to 
offer  residential  and  business-class  ser¬ 
vices  for  Internet  telephony. 

Although  details  of  the  last  three 
phases  were  not  available,  Cisco  plans  to 


launch  further  components  of  its  Multi¬ 
service  Networking  strategy  over  the  next 
three  quarters. 

One  of  the  future  Multiservice  Net¬ 
working  applications  likely  will  be  in  the 
area  of  Web  and  call  center  integration. 

Dietrich  is  a  correspondent  with  IDG  News 
Service ’s  Paris  bureau. 


Cisco  3600  series  routers  will  ship  with 
a  new  voice-over-IP  module  by  year-end. 
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Compaq  takes  Gigabit  Ethernet  plunge 

Company  shows  off  new  switch  at  NetWorld+ Interop  Paris  trade  show. 


By  Joanne  Taaffe 

Paris 

Compaq  Computer  Corp.  will  make  its 
initial  Gigabit  Ethernet  products  avail¬ 
able  in  the  first  half  of  next  year  when  the 
company  launches  switches  and  network 
interface  cards  (NIC)  for  servers. 

Last  week  at  NetWorld+Interop  97 
here,  Compaq  showed  a  switch  with  16 
10M/  100M  bit/sec  ports  and  six  Gigabit 
Ethernet  ports. 

The  company  also  recently  showed  a 
Gigabit  Ethernet  switch  at  the  Interop 
show  in  Atlanta  that  was  an  OEM  version 
of  Extreme  Networks,  Inc.’s  Summit 
device  ( NW,  Oct.  13,  page  1). 

The  new  Gigabit  Ethernet  switches  will 
provide  Layer  3  switching  to  accommo¬ 
date  high-speed  backbones  and  allow  for 
backbone  meshing  —  although  not  nec¬ 
essarily  on  the  same  switch. 

Gigabit  Ethernet  next  year  will  come 
into  its  own  when  server  bus  speeds  ramp 
up  to  a  potential  bandwidth  of  4G  bit/ sec, 
said  Jeff  Wilbur,  director  of  Compaq’s 
hub  products  business  unit. 


The  Gigabit  Ethernet  switches  will  cost 
approximately  three  times  more  than 
their  100M  bit/sec  cousins,  but  will 
promise  to  boost  performance  tenfold, 
Wilbur  said. 

Gigabit  Ethernet  switch  prices  are 
likely  to  fall  in  the  range  of  $900  to  $  1 ,000 
per  port,  compared  with  $300  to  $500 
per  port  for  100M  bit/sec  switches, 
observers  said. 

Wilbur  expects  prices  to  drop  to  half 
of  the  launch  price  within  two  years. 
Gigabit  Ethernet  NICs  also  will  be  three 
times  more  expensive  than  existing  cards, 
he  said. 

Compaq  actually  was  one  of  the 
first  companies  to  get  involved  in  the 
Gigabit  Ethernet  market,  more  than 
two  years  ago  joining  Sun  Microsystems, 
Inc.  and  3Com  Corp.  in  early  stan¬ 
dards  efforts. 

For  more  information,  contact  Com¬ 
paq  at  (713)  370-0670. 

Taaffe  is  a  correspondent  with  IDG  Netvs 
Service 's  Paris  bureau. 


The  new  AS/4000  series. 

Supports  every  major 
industry  standard. 


Solutions  for  a  small  planet ' 
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Microsoft 

Continued  from  page  1 

ings  to  ship  as  planned  next  year. 

The  Justice  Department 
claims  that  Microsoft  forces  PC 
makers  to  feature  Internet 
Explorer  prominently  if  they 
want  to  package  Windows  with 
their  computers.  Microsoft  does 
not  deny  the  practice,  but  says  it 
is  in  keeping  with  a  consent 
decree  the  company  signed  with 
the  Justice  Department  in  1995. 
Microsoft  says  there  is  no  doubt 
Internet  Explorer  is  part  and 
parcel  of  Windows  95,  but  the 
Justice  Department’s  antitrust 
division  says,  “No  way.  ’  ’ 

A  U.S.  District  Court  judge 
will  decide  who  is  right  in  the 
coming  months. 

All  eyes  will  be  on  the  court  to 
see  if  it  will  place  any  limitation 
on  the  extensive  browser/ 
operating  system  integration 
Microsoft  has  planned  for  Win¬ 
dows  98  and  NT  5.0.  Already  in 
beta,  the  products  use  the  Web 
browser  as  the  primary  inter¬ 
face  for  surfing  all  local,  net¬ 
work  and  Web  data. 

Observers  note  that 
Microsoft  is  not  the  only 
company  looking  to  shift 
to  an  integrated  desktop 
and  Web  interface  —  rivals 
Netscape  Communications 
Corp.  and  Sun  Microsys¬ 


tems,  Inc.  have  outlined  similar 
plans. 

“It’s  a  critical  momentfor  the 
[Department  of  Justice]  to  look 
at  whether  this  trend  will  be  con¬ 
trolled  by  Microsoft  based  on  its 
historical  control  of  the  [operat¬ 
ing  system],”  said  Yochai  Benk- 
ler,  a  professor  at  New  York 
University  School  of  Law. 

Benkler  declined  to  speculate 
on  whether  the  court  might  stop 
Microsoft  from  completing  this 
full  integration.  “The  edges  of 
the  operating  system  in  this  case 
are  just  too  fluid  to  make  that 
type  of  prediction,”  he  said. 

Microsoft  rival  Sun  was  not  so 
tentative. 

“The  court  could  very  well 
force  Microsoft  to  pull  the 
browser  out  of  Win98,”  said 
Micheal  Morris,  general  counsel 


for  Sun.  “We  may  be  in  a  situa¬ 
tion  where  once  the  product  has 
been  established  as  a  separate 
entity,  you  can’t  make  it  unsepar¬ 
ate  just  by  sucking  it  into  the 
[operating system] .  Itmaybe  too 
late  for  that.” 

Microsoft  opponents  said 
they  welcomed  any  court  deci¬ 
sion  that  would  curtail  Micro¬ 
soft’s  market  dominance.  “The 
meaning  of  an  OS  cannot 
become  dependent  on  however 
Microsoft  defines  it,  because 
then  they  can  define  it  to  the 
endless  disadvantage  of  competi¬ 
tors  and  then  of  consumers,” 
said  Gary  Reback,  a  Silicon  Val¬ 
ley  attorney  well  known  for  chal¬ 
lenging  Microsoft’s  competitive 
practices. 

Corporate  users  testing  both 


Windows  98  and  NT  5.0  were 
alarmed  that  existing  upgrade 
schedules  could  be  adversely 
affected  by  a  court  decision . 

Nationsbanc-CRT  of  Chicago 
has  standardized  on  Windows 
NT  4.0  across  its  1,000  worksta¬ 
tions  and  is  planning  an  upgrade 
to  NT  5.0  next  year.  “I  like  the 
idea  of  using  a  browser  to  get  at 
any  resources  I  need  —  local  or 
Web.  I  still  want  to  have  that 
opportunity,”  said  Rick  Shope, 
manager  of  PC  technology  with 
the  trading  arm  of  Nationsbanc 
Corp. 

Scott  Winkler,  vice  president 
of  operating  system  research  at 
Gartner  Group,  Inc.,  in  Stam¬ 
ford,  Conn.,  doubted  Microsoft 
will  be  forced  to  pull  the  inte¬ 
grated  browser  functionality  out 
of  either  Windows  98  or  NT  5.0. 


“We  won’t  tolerate  any  coercion 
by  dominant  companies  in  any 
way  that  distorts  competition.  ” 
Janet  Reno,  U.S.  attorney  general 


MARK  ESCHER 


“It  seems  obvious  that  there  are 
some  things  that  belong  in  an 
[operating  system]  and  some 
things  that  don’t.  The  browser  and 
the  OS  are  two  distinct  products.  ” 
Jim  Barksdale,  president  and  CEO,  Netscape 


“Seeing  [Internet  Explorer]  as  a  very 
simple,  obvious  extension  to  the  OS 
for  locating  and  collecting 
information  from  the 
Web  is  a  no-brainer.  It 
is  procompetitive  and 
makes  technological 
sense.  ” 

William  Neukom,  senior  vice 
president  for  law  and 
corporate  affairs,  Microsoft 


But  the  company  will  have  to 
make  significant  changes  in  how 
it  markets  its  browser. 

“They  won’t  sell  the  product 
separately.  They  won’t  package 
it  separately.  It  will  no  longer 
have  its  own  home  page,”  Wink¬ 
ler  said. 

William  Neukom,  Microsoft’s 
senior  vice  president  of  law  and 
corporate  affairs,  said  he  expects 
the  ruling  to  have  no  bearing  on 
either  the  delivery  of  Windows 
98  or  NT  5.0  or  how  the  company 
markets  the  products. 

Compaq  coerced 

In  recent  subpoenaed  testi¬ 
mony,  Microsoft’s  largest  OEM, 
Compaq  Computer  Corp.,  sup¬ 
ported  the  Justice  Department’s 
contention  about  Microsoft’s 
tactics. 

Compaq  officials  said  they 
received  a  letter  from  Micro¬ 
soft  stating  that  if  they  chose  to 
ship  PCs  with  Netscape’s  Nav¬ 
igator  instead  of  Internet  Ex¬ 
plorer,  Microsoft  would  termi¬ 
nate  Compaq’s  license  to  ship 
Windows  95. 

The  Justice  Department  has 
asked  the  court  to  levy  a  $1  mil¬ 
lion  per  day  fine  until  Microsoft 
stops  forcing  OEMs  to  carry  its 
Web  browser.  ■ 

Get  more  information  online 
at  www.nwfusion.com. 
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CLEC  Covad  Communications 
Co.,  based  in  San  Francisco. 

Shapero  said  he  expects  DSL 
CLECs  with  national  aspira¬ 
tions  to  attract  $50  million  or 
more  to  get  up  and  running,  a 


measure  of  the  confidence  the 
financial  community  has  in  this 
technology. 

Typical  venture  capitalists 
expect  to  recoup  10  times  their 
investment  within  five  years,  said 
Andy  Rachleff,  a  general  partner 
in  Benchmark  Capital.  Rachleff 
says  that  goal  can  be  met  by  a 
DSL  CLEC  that  mixes  the  com¬ 


BROADBAND WANNABES 

Competitive  local  exchange  carriers  specializing  in  digital  subscriber 
line  services  -  DSL  CLECs  -  are  about  ready  to  roll.  Here’s  a  few: 


Company 

Based 

Description 

Network  Access 
Solutions 

Herndon,  Va. 

CLEC  in  Bell  Atlantic  region; 
focused  on  corporate  users  and 
Internet  service  providers. 

Vitts 

Manchester,  N.H. 

Offering  data  services  in  New 
Hampshire  with  plans  to  expland 
into  all  of  New  England  and  New 

York;  may  partnerfor  national  reach. 

Dakota  Systems 

Milwaukee 

CLEC  status  in  26  states;  may 
partnerfor  national  reach. 

North  Point 
Communications 

San  Francisco 

Built  around  a  core  of  people  who 
developed  MFS  Communications’ 

DSL  plans. 

Covad 

Communications 

Santa  Clara,  Calif. 

CLEC  status  in  California  and  five 
other  states;  national  plans. 

petitive  drive  and  speed  of  an 
equipment  vendor  with  the 
experience  of  a  service  provider. 

These  DSL  specialty  carriers 
have  drawn  key  executives  from 
the  ranks  of  the  RBOCs,  includ¬ 
ing  NYNEX  Corp.,  Ameritech 
Corp.  and  Pacific  Bell,  and  from 
major  enterprise  network  hard¬ 
ware  vendors,  including  Cable¬ 
tron  Systems,  Inc.  and  Cisco 
Systems,  Inc. 

The  core  team  at  DSL  CLEC 
North  Point  Communications, 
Inc.,  in  San  Francisco,  consists  of 
people  who  worked  on  DSL 
deployment  plans  for  MFS  Com¬ 
munications,  Inc. 

That  kind  of  experience  cou¬ 
pled  with  big  bankrolls  separates 
this  new  breed  of  carrier  from 
the  initial  entrants  to  the  DSL 
market.  Earlier  entrants  are  typi¬ 
cally  Internet  service  providers 
who  hang  DSL  modems  on  both 
ends  of  copper  phone  wires 
designed  to  support  burglar 
alarm  circuits.  RBOCs  have  been 
cracking  down  on  that  practice. 

DSL  CLECs  plan  to  lease  cop¬ 
per  wires  from  RBOCs  for  $20  to 
$40  per  month,  provision  them, 
and  offer  services  for  less  than 
RBOCs  typically  charge.  They 


plan  to  use  that  lower  cost  in 
combination  with  RBOC  inertia 
to  run  away  with  traditional 
RBOC  customers. 

DSL  CLEC  start-ups  are  ced¬ 
ing  the  mass-market,  residential 
Internet  access  customer  to  the 
traditional  local  carrier  for  the 
moment  because  DSL  hardware 
is  so  expensive  that  services 
would  be  beyond  the  budgets  of 
most  homeowners.  But  they  will 
be  within  the  means  of  firms  set¬ 
ting  up  remote  access  for  branch 
offices  and  telecommuters. 

North  Point  Communica¬ 
tions  is  targeting  small  busi¬ 
nesses  for  remote  access  and 
virtual  private  nets. 

Covad  Communications  Co., 
in  San  Francisco,  is  focused  on 
offering  secure  private  lines  that 
will  link  homes  to  corporate  net¬ 
works  and  the  ’Net. 

CuNet,  a  division  of  Network 
Access  Solutions,  Inc.,  in  Hern¬ 
don,  Va.,  will  go  after  corporate 
remote  access  as  well  as  provi¬ 
sioning  Internet  access  to  cus¬ 
tomers  of  Internet  service 
providers. 

Vitts,  Inc.,  in  Manchester, 
N.H.,  will  offer  both  voice  and 
data  services  at  speeds  up  to 


6Mbit/sec. 

While  DSL  CLECs  and  their 
backers  are  optimistic,  they  face 
significant  hurdles. 

First,  the  traditional  local  car¬ 
riers  are  testing  DSL  with  plans 
to  deploy  DSL  services  by  early 
next  year.  Slow  to  implement 
DSL  services  or  not,  local  carri¬ 
ers  are  well-funded  and  already 
own  the  necessary  copper  infra¬ 
structure. 

Second,  winning  legal  CLEC 
status  is  not  easy  and  requires 
time  and  expertise.  Approval  is 
granted  state  by  state,  and 
because  CLEC  is  a  new  legal  des¬ 
ignation,  state  regulators  are  still 
unfamiliar  about  how  to  deal 
with  applicants. 

That  adds  up  to  delay  for 
widespread  DSL  services  that 
challenge  current  data  prices, 
according  to  Beth  Gage,  senior 
broadband  analyst  for  Tele- 
Choice,  Inc.,  a  telecommunica¬ 
tions  consulting  firm  in  Verona, 
N.J.  “I  would  not  expect  to  see  a 
significant  impact  for  12  to  24 
months,”  Gage  said.  ■ 

Get  more  information  online 
atwww.nwfusion.com. 

Doc  Finder  4418 
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The  new  AS/4000  series.  More  power,  more  memory,  more  energy. 

Thanks  to  8  and  12-way  processors,  the  new  AS/400e  series  delivers  up  to  4.6  times  faster 
performance.1  And  this  new  powerhouse  has  capacity  increases  as  high  as  five  times  the 

memory  and  double  the  storage.  Plus,  an  accelerated  price  performance  curve  gives  you  - 

more  power  for  your  money.  Energize  your  e-business  with  solution  packages  as  low  as 

$7,995.2  To  find  out  more,  call  1  800  IBM-7777,  ext.  BA221,  or  visit  www.as400.ibm.com  Solutions  for  a  small  planet" 


1.  limed  on  internal  IliM  tests.  The  commercial  processing  workload  (CPW)  values  are  estimated  based  on  AS/400  CPU  workload.  The  CPU  workload  is  measured  on  maximum  configurations.  CPU  values  may 
not  he  realized  in  all  environments.  2.  IBM  AS/400e  server  model  150  published  U.S.  list  price.  IliM,  the  IBM  logo.  Solutions  for  a  small  planet,  AS/400  and  AS/400e  are  either  trademarks  or  registered  trademarks 
of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Other  company,  product,  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  1097  IBM  Corporation. 


The  New  HP  NetServer  LXr  Pro  and  Rack  Solution 


Intel  200  MHz  Pentium®  Pro  processor  with  512KB  cache  and  up  to  four-way  multiprocessing 

Also  available  in  1MB  cache  versions 

HP  NetRAID  PCI  Disk  Array  Controller  with  three  Ultra  SCSI  channels, 
connects  up  to  eight  drives  per  channel 

Up  to  10  I/O  slots:  six  bus  master  PCI,  four  EISA  (one  EISA  slot  reserved  for  system) 
LAN  Support  and  Comprehensive  Network  Support  available  as  HP  SupportPack 
128MB/512MB  ECC  memory  expandable  to  4GB 
Three  hot-swap  Redundant  Power  Supply  standard 


Fastest  four-way.*  Over  1TB  of  storage. 
Let's  get  ready  to  Rack. 


•Based  on  TPC-C™  benchmark  results  of  10,505  tpmC  at  $48.72  per  tpmC  released  August  18,  1997.  The  Intel  Inside  logo  and  Pentium  are  registered  trademarks  of  Intel  Corporation.  ©1997  Hewlett-Packard  Company 
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Briefs 


Tarantella  lets  Java  clients  tango  with  back  end  apps 


■  Sharp  Electronics  Corp. 

has  announced  a  new  line  of 
handheld  PCs  that  use  Micro¬ 
soft  Corp.  ’s  Windows  CE  2.0 

lightweight  operating  system. 
Sharp’s  Mobilon  computers  fea¬ 
ture  color  or  monochrome 
screens,  audio  recording  and  a 
digital  camera  card  option.  The 
devices  include  built-in  33.6K/ 

9. 6K  bit/sec 
modems  for  e- 
mail  and  fax 
connectivity. 

The  Mobi¬ 
lon  HC-4000, 
HC-4100  and 
HC-4500  units 
will  be  available  by  year-end  and 
cost  $600  to  $900. 

©  Sharp:  (800)  237-4277 


Sharp’s  Windows 
CE-based  Mobilon 


■  Banyan  Systems,  Inc.  last 
week  reported  a  quarterly 
profit for  the  first  time  in  18 
months.  The  software  company, 
which  recently  started  to  deliver 
products  that  integrate  its  Street- 
Talk  directory  service  with  Web 
technology,  reported  earnings  of 
$769, 000 for  the  quarter  ended 
Sept.  30  on  revenue  of  $18.8  mil¬ 
lion.  This  compares  with  a  loss  of 
$783,000  on  revenue  of  $28.1  mil¬ 
lion  for  the  comparable  period 
last  year. 

■  Data  General  Corp.  last 
week  boosted  its  Windows  NT 
server  line  with  three  new 
boxes  geared  for  different  spots 
in  the  enterprise.  The  entry-level 
AV2150  has  single  or  dual  266- 
MHz  Pentium  II processors,  with 
a  512K-byte  cache  and  up  to  512M 
bytes  of  memory. 

The  middle-tier  AV 3650  has 
up  to  four  200-MHz  Pentium  Pro 
processors,  each  with  up  to  1M 
byte  of  Layer  2  cache  and  up  to 
4G  bytes  of  memory.  The  high-end 
AV  6600  offers  six  200-MHz  Pen¬ 
tium  Pro  processors,  each  with 
up  to  1M  byte  of  Layer  2  cache, 
and  up  to  4G  bytes  of  memory. 
The  servers  are  priced  at  $3,500, 
$9,800  and  $25,000,  respectively. 

©  DG:  (508)  898-5000 


By  Christine  Burns 

The  Santa  Cruz  Operation, 
Inc.  (SCO)  this  week  will  roll  out 
Unix-based  middleware  that  acts 
as  a  broker  between  back-end 
applications  and  any  Java- 
enabled  network  computer 
(NC)  or  full-fledged  PC. 

Code-named  Tarantella,  the 
server  operating  system  add-on 
provides  centralized  manage¬ 
ment  of  client  access  to  LAN, 
enterprise  and  Internet  applica¬ 
tions. 

Additionally,  the  system  cuts 
down  on  the  hassles  of  deploying 
application-specific  client  soft¬ 
ware  and  optimizes  communica¬ 
tion  between  Java  clients  and 
business-critical  programs,  com¬ 
pany  officials  said. 

Get  more  online: 

•  An  SCO  white 
paper  explaining 
Tarantella 

•  An  audio  primer  about 
network  computing 


•  An  1-Kinetics  white  paper  on 
using  CORBA  and  Java  for 
distributed  applications 


In  its  first  release,  Tarantella 
will  run  on  either  an  SCO  Unix 
or  Sun  Microsystems,  Inc.  Solaris 
server  sitting  on  the  network 
between  application  servers  and 
Java  clients. 

Tarantella  comprises  a  set  of 
emulation  engines  that  run  on 
the  server  and  provide  Java  cli¬ 
ents  with  access  to  all  graphical- 
and  character-based  networked 
applications  by  downloading 
Java  applets  to  the  clients  on  an 
as-needed  basis. 

Protocol  support 

Tarantella  supports  a  variety 
of  network  protocols  that  permit 
communication  with  back-end 
services  whether  they  are  speak¬ 
ing  TCP/IP,  NETBIOS  or  SNA. 
But  to  optimize  network  perfor¬ 
mance  out  to  the  clients,  Taran¬ 
tella  employs  SCO’s  Adaptive 
Internet  Protocol,  which  can 
adapt  to  the  connection  charac¬ 
teristics  and  deliver  perfor¬ 


mance  tweaked  to  fit  the  applica¬ 
tion  type  and  device. 

The  product  streamlines  the 
process  of  deploying  compre¬ 
hensive  Web-to-host  connectiv¬ 
ity,  said  Brian  Hodgson,  a  senior 
product  manager  at  Computer 
Network  Technology 
Corp.  (CNT),  of  Maple 
Grove,  Minn. 

CNT  manufactures 
Brixton  Web  Integrator,  a 
suite  of  TN  3270  and  TN 
5250  emulators  that  pro¬ 
vide  Web-to-host  access 
on  a  per-client  basis.  The 
company  partnered  with 
SCO  to  deliver  a  product 
that  runs  on  top  of  Taran¬ 
tella. 

“This  architecture  lets 
us  worry  about  optimiz¬ 
ing  the  connection 
between  the  mainframe 
and  the  SCO  server 
because  Tarantella  has 
the  communication  to 
the  client  all  taken  care 
of,”  Hodgson  said. 

For  centralized  man¬ 
agement  of  client  access, 
the  Tarantella  server 


stores  information  about  all 
users  and  applications  to  which 
they  have  access.  When  a  client 
connects  to  a  Tarantella  server, 
the  end  user  is  presented  with  a 
webtop,  which  is  an  HTML- 
based  desktop  interface  based 


on  the  state  information  stored 
on  the  Unix  box.  By  selecting 
from  the  icons  on  the  webtop,  an 
end  user  can  invoke  any  of  the 
server  applications  on  the  net¬ 
work. 

©SCO:  (408)425-7222 


SCO’s  universal  application  server  -  code-named  Tarantella  -  allows  any 
Java-enabled  client  to  access  any  code-named  application  regardless  of 
whether  it  resides  on  a  Windows  NT,  Unix  or  mainframe  back-end  machine. 
Tarantella  lets  administrators  centrally  control  all  Java  client  access  to 
diverse  network  resources. 


Application  servers 
NT  server 


IBM 

mainframe 


Tarantella 
SCO  Unix 
application 
server 


Clients 

Unix  workstation 
or  Windows  PC 
running  Java 
Virtual  Machine 


Java  network 
computer 


Palmtop 


Seagate  tool  keeps  an  eye  on  desktop  apps 


By  Christine  Burns 

Seagate  Software,  Inc.  has 
upgraded  its  Desktop  Manage¬ 
ment  Suite  (DMS)  to  include 
new  application  metering  and 
remote  system  inventory  fea¬ 
tures. 

The  new  features  help  auto¬ 
mate  two  time-consuming  tasks 
associated  with  maintaining  dis¬ 


tributed  desktops. 

The  metering  capabilities  are 
supported  in  Seagate’s  new  Win- 
SMART  module,  a  network 
operating  system-independent 
product  that  can  measure  and 
enforce  the  usage  of  all  licensed 
applications  across  heteroge¬ 
neous  networks. 

While  competing  products 


Seagate  upgrades  desktop  management 


New  features  of  Seagate’s  Desktop  Management  Suite  3.0  include: 


•  WinSMART software  metering 
module 

#  WinLAND  4.0  for  network 
inventory  capabilities 

#WinlNSTALL  6.0  for  software 
distribution 

#  Backup  Exec  for  Windows  NT  7.0 
and  Backup  Exec  for  NetWare 
7.5  for  management 

•  Proxy  2.2  for  remote  control 


jtnvn  i  c 

Desktop 

MANAGEMENT 
SUITE 


meter  applications  running  on 
network  file  servers,  WinSMART 
allows  administrators  to  meter 
software  installed  anywhere  on  a 
network,  including  an  end  user’s 
local  hard  drive,  said  product 
manager  Larry  Cadlof.  A  back¬ 
end  license  manager  running  on 
any  Windows  95  or  NT  machine 
coordinates  metering  among 
users’  desktops. 

WSBC  Civil  Engineers,  Inc., 
of  Houston,  has  been  looking  for 
this  type  of  capability  to  help 
control  application  usage  across 
its  50  NT  workstations. 

“Metering  apps  on  the  server 
just  isn’t  what  we  need  because 
most  of  our  engineering  pro¬ 
grams  run  better  on  the  desktop 
machines  themselves,”  said  Bill 
Fry,  computer  systems  analyst 
with  WSBC. 

DMS  3.0  is  available  now  and 
starts  at  $50  per  node  for  less 
than  50  end  users. 

©Seagate:  (800)327-2232 
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Take  a  tech  support  number 


irst  of two  parts. 

As  vendors  cut  back  on  the  number 
of  people  taking  phone  calls,  they  are 


dropping  their  toll-free  lines.  The  result  is 
that  dre  cost  of  tech  support  calls  is 
becoming  a  significant  budget  item  for 


many  customers.  What’s  worse,  the  qual¬ 
ity  of  the  technical  support  being  offered 
has  become  less  than  satisfactory  to  most 
users. 

Too  often,  the  call  you  make  turns  into 
a  learning  experience  for  the  tech  sup¬ 
port  clerk,  with  you  acting  as  the  unpaid 
teacher.  In  fact,  you’re  often  paying 
for  the  privilege  of  educating  the  tech 


BELDEN 

ANNOUNCES 


A  NEW 


STANDARD  IN 


PERFORMANCE 


MEDIA  liTWIST 


Belden  MediaTwist  is  an 

entirely  new  generation  of  cable 
tested  and  certified  on  multiple 
systems  above  100  MHz.  Offering 
exceptional  gains  in  all  critical 
electrical  areas,  MediaTwist  is  the 
new  benchmark  for  UTP(Unshielded 
Twisted  Pair)  technology. 

MediaTwist  isn't  just  a  networking 
cable,  it's  a  multimedia  cable,  FCC  certified  for  digital  video  systems. 
It  provides  unprecedented  performance,  supporting  diverse  applica¬ 
tions  in  video,  data,  and  voice  technologies. 

With  MediaTwist,  Belden  has  taken  bonded  pair  technology 
to  a  new  level.  A  unique  crescent-shaped  design,  featuring 


bonded  pairs  locked  in  place, 
maintains  both  conductor-to-con- 
ductor  and  pair-to-pair  uniformity. 
The  result  is  stable  electrical 
performance  across  all  verified 
frequency  ranges,  even  after 
enduring  the  rigors  of  installation. 

Look  to  MediaTwist  for 
multimedia,  extended  distance, 
or  shared  sheath  applications.  It's  also  backed  with  a  lifetime 
warranty  to  the  original  end  user. 

MediaTwist  offers  a  golden  opportunity  to  fulfill  your 
multimedia  needs.  For  product  and  technical  information, 
visit  our  web  site  at  http://www.belden.com  or  call: 

1-800-BELDEN-4 


IMPEDANCE  COMPARISON  OUT  TO  350  MHz 


Industry  Selected  Category  5  Cable  Belden*  MediaTwist  "  Cable 


I 


Industry  Selected  Category  5  Cable 


©  Copyright  1997,  Belden  Inc. 


support  representative. 

Here’s  an  actual  exchange,  as  de¬ 
scribed  by  fellow  writer  Chris  Locke 
(www.panix.com/ clocke/EGR/): 

I  call  up  the  manufacturer  to  ask  why  my 
new  Pentium-II  266-MHz  computer  with  64M 
bytes  of  RAM  is  running  out  of  system  resources 
even  when  I  have  just  a  few  apps  open. 

The first  guy  I  got  was  very  nice,  but  I  had  to 
walk  him  through  starting  the  Win95  Resource 
Meter  three  times.  He ’d  never  heard  of  it. 

When  I  asked  about  config.sys,  autoexec.bat 
and  registry  settings,  he  admitted  he  was  way 
out  of  his  depth. 

I  asked  to  talk  to  someone  a  bit  more  experi¬ 
enced.  He  comes  back  and  says  I  can  call  this 
other pay-by-the-incident  number.  I’m  supposed 
to  get  a  year  of  free  on-site  service,  I  explain.  He 
says  he  ’ll  get  a  supervisor.  I  wait.  The  next 
thing  I  hear  is  the  US  WEST  operator:  ‘If  you  ’d 
like  to  make  a  call .  .  .  ’ 

So  I  call  back,  go  through  the  obligatory  20- 
minutewait,  and  get  the  next  guy.  Guy  2  is  also 
clueless  but  not  as  nice  as  Guy  1.  He  asks  if  I’m 
running  more  than  one  program  at  once, 
then  he  gives  a  lecture 
about  FAT-1 6  vs.  FAT- 
32  and  has  me  run 
fdisk.  Ido  all  that,  then 
ask  him  what  that 
might  have  to  do  with 
my  problem.  ‘Oh  noth¬ 
ing,  ’he  says. 

He  also  tells  me 
that  anything  over  Dave  Kearns 
24M  bytes  of  RAM  is 

unused  by  Win95  [Kearns  note:  Guy  2,  of 
course,  is  wrong] . 

I  ask  him  for  HIS  supervisor,  and  Guy  3  gets 
on  the  line.  He  says  that  every  Internet  ser¬ 
vice  provider  offers  different  winsock.dll  files 
[Kearns  note:  No,  they  don’t] . 

I  ask  him  why  he  thinks  so  and,  as  I 
suspect,  he  has  no  basis  for  making  this  claim, 
nor  even  a  halfway  reasonable  guess  as  to  why 
my  Internet  connection  would  bleed  off  system 
resources. 

He  then  determines  that  I’m  using  Micro¬ 
soft  ’s  Internet  Explorer  3. 02  and  does  his  AHA ! 
number  again  as  if  I’m  some  sort  of  total  idiot. 
You  need  Version  3.03  he  tells  me.  [Kearns 
note:  There  is  no  Version  3.03] . 

The  sad  ending  to  this  story  is  that 
Chris  still  is  looking  for  a  solution  to  his 
problem. 

Next  week,  I’ll  tell  you  about  some 
companies  with  good  tech  support  and 
suggest  other  ways  to  solve  your  problems 
without  running  up  huge  phone  bills. 

Kearns,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Austin, 
Texas.  He  can  be  reached  at  wired@vquill.com. 

Tip  of  the  week 

Miralink  Corp.,  of  Salt  Lake  City,  has 
released  Alert for  WindowsNT  and 
NLMAlert for  NetWare/ IntranetWare. 

The  products  essentially  do  the  same  thing: 
Take  messages  that  normally  only  appear 
on  the  server’s  console  and  let  you  monitor 
them  from  standard  network  management 
consoles.  You  can  download  30-day  trial 
versions from  www.  miralink.  com. 
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You’ve  taken  great  care  in 
creating  your  network  picture. 

Now  choose  the  right  frame 


Choose  Sprint  Frame  Relay  Service.  The  first 
service  tailored  to  fit  your  specific  applications  needs. 
Optimized  for  SNA  or  LAN  traffic,  it’s  the  most  efficient 
way  to  run  your  communications.  And  the  easiest:  we 
handle  all  migration  needs  and  deliver  guaranteed 
performance  backed  by  Service  Level  Agreements. 
And  we  offer  Visual  UpTime,™  allowing  you  to  view 
the  network  and  monitor  performance  real  time. 
Call  today  to  receive  our  Frame  That  Fits  guide 
for  more  information  and  to  qualify  for  a  special 
introductory  offer.  Get  the  frame  that  fits  your 
network,  and  the  efficiency  that  will  boost  your 
bottom  line,  www.sprint.com/datal  1*888 *380 ‘DATA 


We  help  your  business  do  more  business “ 


©1997  Sprint  Communications  Company  L.P. 


Add-on  available  soon,  t  Estimated  street  price  (model  not  shown).  XEROX,®  The  Document  Company,®  and  the  digital  X®  are  trademarks  of  XEROX  CORPORATION.  36  USC  380 


XEROX 


SeA£ 


It’s  a  new  benchmark  in  Network  Printing. 

Introducing  the  Xerox  DocuPrint  N32.  With  its  32  ppm  speed,  copier-like  options,  and  $2900t 
starting  price,  there’s  nothing  like  it  Its  modular  design  lets  you  build  your  own  solutions.  And  along 
with  seamless  connectivity,  you  get  our  new  WorkSet  technology  that  provides  true  multiple  document  set 
printing  and  dramatically  minimizes  network  traffic.  We’d  like  to  show  you  all  die  ways  the  DocuPrint  N32 
makes  office  printing  simpler  and  far  more  productive.  Give  us  a  call  at  1-800-34-XEROX,  ext.  2975. 
In  Canada,  1-800-ASK-XEROX,  ext  2975.  Or  visit  www.xerox.networkprinters.com. 


Xerox  Network  Laser  Printers.  A  different  line  of  thinking. 


THE  DOCUMENT  COMPANY 

XEROX 
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Hubs  and  switches 


Intel  makes  inroads 


ntel  Corp.  is  in  the  process  of  changing  its 
image  of  being  mainly  a  processor  maker. 

The  chip  king  this  year  has  made  a  serious 
push  in  the  network  market  by  sinking  more  than 
$125  million  into  acquisitions  and  investments  as 
well  as  partnering  with  fellow  titans  such  as  Cisco 
Systems,  Inc.  and  Compaq  Computer  Corp.  Intel’s 
goal  is  for  customers  to  think  of  the  company  not 
just  when  it  comes  to  chips,  but  also  when  it 
comes  to  hubs,  switches  and  network  interface 
cards  (NIC). 

“Intel  probably  sees  networking  as  the  No.  1  way 
to  build  business  outside  of  its  core  processor  busi¬ 
ness,”  says  Greg  Lang,  business  unit  manager  for 
network  infrastructure  operation  in  Intel’s  network 
product  division.  “Intel’s  network  products  division 
started  up  in  1990,  but  it  wasn’t  until  recendy  that 
this  area  became  strategic  for  us.” 

Some  industry  observers  say  they  initially  did  not 
take  Intel  seriously  in  the  network  arena. 

“When  Intel  started  dropping  prices  [on  NICs 
and  hubs],  people  thought  the  company  would  just 
spark  the  industry  and  then  back  out  of  the  mar¬ 
ket,”  says  Diane  Myers,  senior  analyst  at  In-Stat,  Inc., 
a  consulting  firm  in  Scottsdale,  Ariz.  “But  you  can 
tell  from  their  acquisition  strategy  that  Intel  is  in 
this  [network  infrastructure  market]  to  stay.” 

Just  ask  Intel’s  competitors  in  the  LAN  work¬ 
group  market. 

“Clearly,  anything  Intel  does  relative  to  desktops 
is  important,”  said  John  Hart,  3Com  Corp.  senior 
rice  president  and  chief  technical  officer,  in  a  recent 
interview.  “So  we’re  certainly  watching  them.” 

Intel  invasion 

Suddenly,  Intel  has  become  a  thorn  in  the  side  of 
3Com  and  Bay  Networks,  Inc.,  both  of  which  are 
going  hard  after  the  workgroup  market. 

“If  you  talk  to  anyone  from  3Com  or  Bay,  they  are 
very  cognizant  of  what’s  going  on  with  Intel,”  Myers 
says.  “They  probably  would  rather  not  worry  about 
Intel,  especially  when  [3Com  and  Bay]  are  also  try¬ 
ing  to  focus  on  the  high  end  of  the  market.” 

But  Intel’s  network  products  division  —  which 
reported  revenue  of  $500  million  last  year  — 
already  has  its  sights  set  solely  on  the  workgroup 
market  and  has  made  some  significant  inroads. 

For  example,  Intel  was  second  only  to  3Com  in 
Fast  Ethernet  NIC  market  share  for  the  second 
quarter,  with  3Com  garnering  42.7%  and  Intel  cap¬ 
turing  33.6%,  according  to  In-Stat.  This  compares 
with  Intel’s  29.3%  share  and  3Com’s  50%  share  in 
the  previous  quarter. 

But  Intel  has  been  less  successful  on  the  hub  and 
switch  front,  one  analyst  says. 

“Intel’s  presence  in  the  networking  space  is  all 
pretty  much  on  the  NIC  side  at  this  point  in  terms 
of  significant  market  share,”  says  Esmerelda  Silva, 
an  analyst  at  International  Data  Corp.,  a  market 


By  Jodi  Daniels 


Intel  infiltrates  the  LAN 


This  has  been  a  big  networking  year  for  Intel.  Here's 

a  list  of  the  key  acquisitions  and  partnerships  Intel 

made  just  in  1997  to  better  position  itself  in  the  LAN 

workgroup  market. 

January 

•  Announced  $72  million  acquisition  of  Case 
Technology,  a  switch  and  router  vendor. 

•  Invested  $52  million  for  a  12%  interest  in  Xircom, 
a  maker  of  mobile  communications  products. 

•  Announced  OEM  agreement  with  NBase  for  its 
10M/100M  bit/ sec  Ethernet  switch. 

April 

•  Partnered  with  Cisco  for  Gigabit  Ethernet  technology. 

September 

•  Announced  acquisition  of  small  business  network 
player  Dayna  Communications  for  an  undisclosed 
sum. 

•  Partnered  with  Compaq  to  jointly  develop  and  market 
Gigabit  Ethernet,  xDSL  and  remote  access  server 
products. 

research  firm  in  Framingham,  Mass.  “Within  the 
hub  and  switch  areas,  they  are  obviously  plugging 
along  as  a  second-tier  vendor.” 

Intel  took  a  backseat  to  3Com  in  Fast  Ethernet 
hub  sales  in  the  second  quarter  with  11%  of  the 
market.  3Com  still  is  the  undisputed  leader  with 
40%  of  the  market  share,  according  to  In-Stat.  But 
IDC’s  numbers  show  that  Intel  was  the  third- 
largest  player  in  the  shared  100Base-T  market  seg¬ 
ment  with  a  12%  share.  3Com  led  the  market  with 
a  33%  share,  followed  by  Asante  Technologies, 

Inc.  with  13%,  Intel  and  then  Bay,  which  earned 
an  11%  share. 

Product  focus 

On  the  switch  front,  Intel  does  not  really  show  up 
yet  in  market  share  reports.  But  that  may  change  be¬ 
cause  Intel  is  pushing  hard  in  the  LAN  switch  area. 

For  instance,  Intel  has  an  OEM  agreement  with 
NBase  Communications  for  its  10M/100M  bit/sec 
Ethernet  switch,  which  has  been  shipping  since  the 
second  quarter  with  Layer  3  capabilities. 

“We’re  actually  a  very  early  player  in  the  Layer  3 
game,”  Lang  says.  “We  plan  to  expand  those  routing 
functions  across  the  rest  of  the  relevant  portions  of 
our  product  line  —  such  as  segment  and  backbone 
switches  —  next  month.” 

Earlier  this  year,  Intel  acquired  Case  Technology, 
a  Scandinavian  maker  of  switches  and  routers,  to 


h  the  LAN 


help  bolster  its  product  portfolio.  The  first  fruits  of 
the  deal  —  including  new  switch  products  —  will  be 
rolled  out  by  year-end. 

“They  are  a  company  that  a  lot  of  people  didn’t 
know  about,  but  they  actually  have  some  great  Layer 
3  and  Fast  Ethernet  switch  technology,”  Silva  says. 

But  she  says  even  with  the  Case  purchase,  she 
wouldn’t  be  surprised  if  Intel  is  looking  at  other 
switch  acquisition  opportunities. 

Intel  also  stepped  up  its  router  offerings  when  it 
recently  rolled  out  a  software  upgrade  for  its 
Express  Routers  that  allows  customers  to  create  vir¬ 
tual  private  networks  over  the  Internet. 

“We’ve  really  made  a  splash  in  the  small,  low-end 
router  space,”  Lang  says.  “Before  our  product  came 
out,  there  was  nothing  comparable  available  for  less 
than  $5,000.  Our  product  is  less  than  $1,500.” 

And  that’s  not  the  first  time  Intel  has  had  an 
impact  on  industry  pricing. 

“Intel  really  drove  down  10/100  NIC  pricing 
when  they  dropped  their  prices  back  in  February, 
and  everyone  else  was  forced  to  line  up  and  match 
their  price  or  be  left  behind,”  Myers  says.  “That 
helped  the  market  really  take  off  above  and  beyond 
anyone’s  expectations.  The  same  thing  happened 
on  the  hub  side  when  Intel  dropped  the  price  of 
their  10/100  device  to  $100  per  port.” 

LAN  on  the  motherboard 

Another  key  area  for  Intel  will  be  integration  of 
the  LAN  on  the  motherboard. 

“PC  vendors  are  going  to  be  delivering  more  of 
the  network  connections  in  their  box  as  part  of  the 
base  unit,”  Lang  says.  “In  fact,  nine  out  of  the  top 
10  PC  OEMs  are  already  shipping  with  Intel 
Ethernet  technology.” 

Lang  predicts  that  more  than  50%  of  the  network 
connections  that  ship  next  year  will  come  from  PCs 
that  have  a  preinstalled  LAN  on  the  motherboard 
or  an  NIC. 

Unlike  some  of  its  competitors  that  are  focused 
on  the  workgroup  segment  on  up  the  network  lad¬ 
der  to  the  enterprise  customer,  Intel  started  at  the 
workgroup  level  and  is  working  its  way  down  to  the 
small  office/home  office  (SOHO)  market. 

That’s  what  the  recent  Dayna  Communications, 
Inc.  acquisition  was  all  about,  Lang  says.  Intel  was 
particularly  interested  in  Dayna’s  NetCenter  line  of 
plug-and-play  switches,  hubs  and  routers  designed 
for  the  SOHO  market. 

“Intel  has  great  brand-name  recognition,  which 
goes  a  long  way  in  t lying  to  become  a  major  player 
in  networking,  particularly  in  the  low-end  SOHO 
market,”  Silva  says.  “That  market  is  all  about  brand- 
name  recognition  and  Intel’s  name  is  up  there  with 
Coke,  which  makes  them  a  very  attractive  vendor.” 

It  certainly  does,  which  is  why  industry  analysts 
plan  to  keep  Intel  right  smack  dab  in  the  middle  of 
their  radar  screens.  ■ 
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NBase  Communications 
8943  FULLBRIGHT  AVE 
CHATSWORTH  CA  91311-9607 


GigaBit  Ethernet 
Direct! P™  Switching 


NBase  MegaSwitch  II 
GigaBit  Ethernet  Module 


□Please  send  information  on  the  MegaSwitch  II 
a  lO/lOO/lOOOMbps  Switch  with  its  new  GigaBit 
Ethernet  Module. 

□Please  send  information  on  the  revolutionary 
DirectW™  Switch  that  works  with  any  third-party 
adapter,  switch,  and  all  LAN  topologies. 

Name _ Title _ 


NBase  DirectlP™  Switch  is  the  only 
IP  switching  solution  engineered  for  high 
performance  LAN  infrasturcture. 


Company _ 

Address _ 

City /State/Zip - 

Phone _ Fax _ 

E-Mail _ 

I  will  be  purchasing  equipment 
_ Within  30  Days  _ _ Within  60  Days  _ Within  90  Days 


Leaders  in  High-Speed  Networks 
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BayStack  350T? 
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NBaseNH2016. 

✓  1 6  Switched  10/100  Ports 

✓  Better  Performance 

✓  Lower  Price 
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(KMMUNK  A  I  IONS 


Visit  our  home  page  at  www.nbase.com 
East:  800-966-4444  West:  800-858-7815 
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^©1997  NBase  Communications.  All  rights  reserved.  All  trademarks  are  the  property  of  their  respective  owners. 
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YOU  CAN  BE  WIRED,  PLUGGED  IN 
AND  ONLINE  ►  BUT  WHEN  YOUR 
MESSAGING  SOFTWARE  R 
OF  GAS  YOU  WON’T  DO  S 


1  LOTUS  SCALABLE  MESSAGING  SOLUTIONS.  This  is  a  huge  issue:  will  the  messaging 
I  software  you  buy  today  grow  with  your  company  down  the  road?  Or  will  it  be  a  big  gaping 
pothole  that  throws  your  whole  company  out  of  alignment?  It  doesn’t  matter  how  big  your 
company  is.  Or  how  small  it  is.  You  must  have  innovative  messaging  and  communications 
software  that  enables  you  to  grow  and  allows  you  not  only  to  add  new  users,  but  also  to 
add  new  capabilities.  As  your  company  becomes  more  and  more  dependent  on  messaging 
software,  this  issue  continues  to  loom. 

LOTUS  LEADS  THE  INDUSTRY  in  messaging  and  communications  solutions.  We  offer 
more  safe  and  proven  choices  than  any  other  software  company.  From  basic  e-mail  to  the 
tools  that  let  companies  build  massive  customized  messaging  systems  for  larger  enterprises. 
All  of  them  web-tuned  for  seamless  integration  with  the  Internet  (or  your  intranet). 

But  even  more  important,  Lotus  messaging  solutions  are  designed  to  provide  an  easy  upgrade 
path  from  one  to  another.  Leverage  your  existing  IT  investment.  Move  easily  to  the  software 
you’ll  need  tomorrow,  adding  new  users  and  new  capabilities  as  you  need  them. 

Common  sense  says  this  is  the  way  it  should  work.  But  the  deep  dark  secret  of  most  messaging 
software  is  that  when  you  hit  the  ceiling  on  its  capabilities,  that’s  it.  You  have  to  throw  it  away 
and  start  over.  The  cost,  the  aggravation,  and  the  sheer  inconvenience  are  enormous.  For 
more  information  about  Lotus  messaging  solutions,  go  to  www.lotus.com/worktheweb 


LOTUS  MESSAGING 
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LOTUS  DOMINO"  MAIL 

Powerful  messaging 
for  the  Net 

LOTUS  NOTES  DESKTOP™ 

The  ultimate  integrated 
intranet  client 

LOTUS  NOTES  MAIL® 

Most  advanced  messaging 
client  for  the  Net 

SOFT-SWITCH® 

Messaging  integration 
solutions 


Lotus 


Working  Together* 


For  more  information,  call  1  800  828-7086,  ext.  D572.  In  Canada,  call  1  800  GO  LOTUS,  ©  1997  Lotus  Development  Corporation,  55  Cambridge  Parkway,  Cambridge,  MA  02142.  All  rights  reserved.  Lotus.  Notes  Mail  and  Working  Together  are  registered  trademarks  and 
Domino,  lotus  Notes  DeskTop  and  Work  the  Web  are  trademarks  of  Lotus  Development  Corporation.  Soft-Switch  is  a  registered  trademark  of  Soft-Switch,  Inc.,  a  wholly  owned  subsidiary  of  lotus  Development  Corp. 
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Your  LAN  is  costing  you  money.  AMP  has  a  cabling  plan 
that  can  dramatically  cut  the  cost  and  complexity  of 
managing  it.  We  call  it  Centralized  Network  Administration 
(CNA)  and  we  make  it  happen  by  consolidating  all  your 
building’s  LAN  electronics  in  a  single  closet.  It’s  easier  to 
manage,  easier  to  grow,  and  easier  to  migrate  to  new 
technologies.  Find  out  more.  Call  1  -800-835-7240. 


■  $ 
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IS 

AMP  Incorporated,  Harrisburg,  PA  17105-3608.  Call  1-800-835-7240. 
Outside  the  U.S.,  please  contact  your  local  AMP  sales  office. 


www.amp.com/networking  AMP  and  Connecting  at  a  Higher  Level  are  trademarks. 


Covering:  TCP/IP  »SNA  •  Network  Management 
Muxes,  Routers  and  WAN  switches  •  Remote  Access 


Briefs 

■  Sterling  Commerce,  Inc., 

this  week  announced  Con- 
nect:Remote  client  and  server 
software  that  compresses  data 
over  dial-up  connections,  logs 
file  transfers  and  automatically 
performs  checks  for  corrupted 
files.  Sterling  also  introduced 
Connect:Mailbox  3.1  for  Unix,  a 
data  repository  where  users  can 
leave  or  pick  up  data  regardless 
of  whether  the  software  is 
installed  at  both  ends  of  the 
remote  connection. 

©  Sterling:  (800 )  311-9775 

■  IBM  announced  TXSeries 
middleware  that  allows  users 
to  conduct  electronic  commerce 
transactions  on  Unix  and  Win¬ 
dows  NT  platforms.  The  package 
integrates  IBM’s  Distributed 
CICS,  MQSeries,  DSSeries  and 
Lotus  Domino  GO  Webserver  with 
the  Encina  monitor.  It  has  a  secu¬ 
rity  component  with  authentica¬ 
tion  and  authorization  controls. 
It  will  be  available  late  this  year. 

■  Telmax  Communications 
Corp.  recently  introduced 
XtendPlus,  a  telephone-line 
card  and  customer  premises  ter¬ 
mination  device  that  supports 
simultaneous  digital  ISDN 
phone  calls  and  analog  phone 
calls  over  the  same  phone  line. 
While  it  relies  on  carriers  offer¬ 
ing  the  service,  it  is  designed  to 
support  expanded  bandwidth  to 
remote  offices  served  by  a  single 
telephone  line.  It  works  at  dis¬ 
tances  up  to  25, 000 feet. 

©  Telmax:  (510)  440-8680 

■  Interworks  Systems,  Inc. 

recently  introduced  PipeLive  cli¬ 
ent  and  server  software  that  sup¬ 
ports  interaction  between 
remote  users  and  centrally 
located  personnel  via  a  Web 
browser.  The  Java-based  soft¬ 
ware  lets  remote  users  equipped 
with  Web  browsers  that  support 
Java  and  Marimba  channel  tech¬ 
nology  tap  into  the  central-site 
Web  server,  where  they  can  access 
data  or  communicate  with  spe¬ 
cific  users  at  the  central  office. 
PipeLive  costs  $495 for  server 
software  and  five  central-site 
user  licenses. 

©  Interworks:  (516)  424-9757 


Cisco  tightens  Internet  security 


By  Jim  Duffy 

In  an  effort  to  beef  up  Inter¬ 
net  and  intranet  security,  Cisco 
Systems,  Inc.  last  week  unveiled 
a  new  addition  to  its  1600  line 
of  remote  access  routers  and 
showed  off  enhanced  firewall 
software. 

The  new  products  are  aimed 
at  remote  users  who  are  relying 
more  and  more  on  the  Internet 
and  deregulated  telecommuni¬ 
cations  services  for  business- 
critical  applications,  such  as  elec¬ 
tronic  commerce  and  customer 
support.  With  this  reliance 
comes  susceptibility  to  unautho¬ 
rized  network  access,  virus-rid¬ 
den  packets  and  other  Internet 
evils. 


Get  more  info  online: 

•  Details  of  new  remote 
access  gear  from  Ascend, 
Bay  Networks  and  Shiva 

•  A  look  at  secure  remote 
access  services 
from  Internet 
service  providers 


that  is  integrated  in  the  router. 
Cisco  IOS  now  includes  the 
Firewall  feature  set,  which  is  soft¬ 
ware  designed  specifically  for 
small  and  remote  offices  that 
access  the  Internet  regularly. 

The  Firewall  feature  set  per¬ 
forms  context-based  access  con¬ 
trol,  which  allows  or  blocks 
access  based  on  the  particular 
application,  such  as  those  using 
the  H.323,  SQLnet  or  Real  Audio 
protocols. 

It  also  features  Java  applet 


blocking  to  prevent  the  down¬ 
loading  of  malicious  applets, 
enhanced  denial-of-service  pro¬ 
tection,  real-time  alerts  of  attacks 
or  access  violations,  and  a 
TCP/User  Diagram  Protocol 
transaction  log  to  notify  adminis¬ 
trators  of  unauthorized  activity 
or  bandwidth  usage. 

Reichgut  is  not  using  the  Fire¬ 
wall  feature  set  because  the  com¬ 
pany  wants  to  give  the  software  a 
thorough  investigation  before 
injecting  it  in  to  its  network. 


Bay  adds  IP  Service  products 


By  James  Niccolai 

Paris 

Bay  Networks,  Inc.  last  week 
announced  IP  Services,  a  set 
of  technologies  and  products 
aimed  at  helping  businesses 
integrate  new  IP-based  applica¬ 
tions  with  traditional  network 
applications. 

“IP  Services  is  a  cornerstone 
of  Bay’s  Adaptive  Networking 
architecture,  a  solution  for  build¬ 
ing  networks  that  can  detect  and 
adapt  to  changes  in  network  traf¬ 
fic  types,  volumes  and  require¬ 
ments,”  said  Kelly  McGovern, 


Bay’s  vice  president  of  Internet/ 
telecommunications  marketing . 

IP  Services  will  be  rolled  out 
in  three  phases,  beginning 
immediately  with  Enabling  Ser¬ 
vices,  which  allow  customers 
to  offer  basic  services  such  as 
directory/ policy,  progressive 
traffic  management,  security 
and  virtual  private  networks 
(VPN).  Enabling  Services  will  be 
followed  by  Application  Services, 
which  allow  customers  to  offer 
support  for  multimedia  and 
voice/fax  over  IP.  Internetwork¬ 
ing  Services  will  then  be  rolled 


The  1605-R  is  a  dual-LAN,  sin- 
gle-WAN  router  that  sports  two 
Ethernet  attachments  and  a  slot 
to  house  one  of  an  array  of  WAN 
interface  cards.  The  cards  can 
be  synchronous/asynchronous 
serial,  two  flavors  of  ISDN  Basic 
Rate  Interface  (BRI)  or  a 
56K/  64K  bit/sec  four-wire 
DSU/CSU. 

Cisco  user  ©Home  chose  the 
1605-R  over  Cisco’s  higher-end 
2500  routers  because  it  has  the 
same  features  at  a  better  price, 
said  Steve  Reichgut,  product 
manager  for  access  service  at 
©Home’s  ©Work  division. 

“The  other  thing  that  we 
liked  about  the  1605  was  that  it’s 
much  more  modular,  so  it  gave 
us  flexibility  down  the  road,” 
Reichgutsaid. 

The  1605-R  is  available  now 
and  costs  $1,495.  The  WAN  card 
is  an  added  cost,  starting  at  $400 . 

The  security  features  of  the 
1605-R  come  from  an  enhanced 
version  of  Cisco  IOS  software 


Bay  boosts  IP  options 

Bay  Networks,  Inc.  recently  announced  the  Access  Commu¬ 
nications  Node  (ACN)  product  line,  designed  to  aid  com¬ 
panies  migrating  from  X.25  and  other  legacy  systems  to 
more  contemporary  IP-optimized  networks. 

The  product  line ,  which  Bay  produced  in  cooperation  with  ECI 
Telematics  International,  Inc.,  of  Fort  Lauderdale,  Fla.,  supports 
the  X.25  protocol  as  well  asBX.25,  asynchronous,  Binary  Synchro¬ 
nous  Communications,  SNA/ Synchronous  Data  Link  Control, 
ISDN,  IP,  PPP,  SLIP,  Open  Systems  Interconnection,  frame  relay 
and  ATM  standards. 

The  ACN  line  consists  of  the  Model  5394  ACN  module  for  Bay’s 
System  5000  switch  and  three  stand-alone  products:  the  ACN500, 
ACN200  and  ACN100.  The  devices  can  be  deployed  as  central 
office  concentrators  by  service  providers,  as  customer  premises 
equipment  or  as  user  access  and  switching  equipment  within  pri¬ 
vate  data  networks,  Bay  said. 

The  5394  module  supports  24  synchronous  or  asynchronous 
ports  running  at  64Kbit/ sec  or  1 1 5K  bit/sec,  respectively.  It  also 
features  two  T-l/E-1  WAN  ports  and  dual  integral  DSUs/CSUs. 

The  products  will  be  available  later  this  year.  Pricing  for  the 
ACN500  will  start  at  $17,450,  the  ACN200  at  $7,650  and  the 
ACN100  at$2,850.  The  5394  ACN  module  will  be  available  in  early 
1998.  Pricing  will  begin  at$17,995. 

-Kathleen  Ohlson 


Cisco's  1605-R  router  is  based  an  the  same 


remote  access features  as  the  1 600 shown  here. 

The  Firewall  feature  set  also 
runs  on  Cisco’s  2500  series 
routers. 

It  costs  $700  for  the  1600 
series  and  $1 ,200  for  the  2500.  It 
will  be  available  in  the  first  quar¬ 
ter  of  1998. 

©Cisco:  (408)  526-4000 


out,  including  PC  LAN,  IBM  SNA 
and  IP  encapsulation  capabilities 
to  facilitate  migration  to  an  IP- 
optimized  network,  officials  said. 
Bay  did  not  offer  a  timetable  for 
the  release  of  the  two  upcoming 
services. 

Unveiled  at  the  NetWorld+ 
Interop  97  show  here,  Enabling 
Services  draws  on  Bay’s  acquisi¬ 
tion  in  April  of  Isotro  Network 
Management,  Inc.,  developer  of 
the  NetID  IP  addressing  manage¬ 
ment  software. 

Also  announced  was  an 
upgrade  to  Bay’s  router  services 
suite.  BayRS  Version  12.0  will 
address  customer  concerns 
about  IP  address  management 
and  network  unification,  net¬ 
work  bandwidth  prioritization 
and  mass  data  distribution,  com¬ 
pany  officials  said. 

Bay  also  said  it  has  partnered 
with  VPNet  Technologies,  Inc.  to 
offer  the  BaySecure  VPN  Series 
500  product  family,  a  turnkey 
suite  for  deploying  and  manag¬ 
ing  secure,  high-performance 
VPNs.  The  suite  includes  stan- 
dards-based  WAN  and  LAN  secu¬ 
rity  devices,  remote  access  client 
software  and  network  manage¬ 
ment  tools. 

The  Bay  VPN  Series  500  prod¬ 
uct  family  is  slated  for  availabil¬ 
ity  in  November.  The  list  price 
starts  at  $3,995  or  $4,995  for  a 
stand-alone  version,  company 
officials  said. 

VPN  Secure  Client  is  priced  at 
$99,  and  VPN  Secure  Manager  is 
priced  at  $3,995. 

©Bay:  (408)988-2400 

Niccolai  is  a  correspondent  with 
IDG  Neius  Service’s  San  Francisco 
bureau. 
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Presenting  our  new  expanded  line  of  servers.  Each  day  more  and  more  companies  realize 
the  power  and  advantages  of  running  their  operations  with  Compaq  servers. 

Today,  over  one  million  Compaq  servers  are  in  operation.  As  the  need  for  this  more  efficient  and 
intelligent  form  of  computing  has  expanded,  our  line  of  servers  has  expanded  to  meet  every  demand. 
The  ProSignia  200  is  our  entry-level  server,  which  your  business  can  buy  for  the  price  of  a  desktop. 

For  workgroups,  we  offer  the  ProLiant  800  and  the  new  850R,  which  is  the  first  high-density,  rack-ready  workgroup  server. 

Moving  up  the  organization,  we  offer  the  scalable  and  flexible  ProLiant  2500  for  departments  and  the  ProLiant  6000,  which  delivers 
excellent  price  performance  for  midrange  enterprises. 

The  ProLiant  6500  and  7000  are  the  newest  scalable  additions  to  our  line  and  establish  solid  enterprise  capabilities.  Each  offers  the  highest 
levels  of  availability  for  7x24  computing. 

From  the  very  beginning,  Compaq  servers  have  set  the  standard  for  open  systems  computing.  Today,  Compaq  management  software  allows 
companies  to  keep  networks  up  and  running  and  costs  down. 

The  days  of  having  to  run  your  business  only  on  the  big,  expensive  iron  are  over.  Go  with  the  company  that  sells  the  most  computers  on 
the  planet  and  you'll  see  the  future  is  a  wide  open,  newly  paved  superhighway  just  begging  to  be  travelled. 

www.compaq.com/products/servers 


©1997  Compaq  Computer  (irporn^ipn .  All  rights  reserved.  Compaq  registered  U.S.  Patent  and 
Trademark  Office.  ProSlgnia  an!  ProLiant  are  registered  trademarks  of  Compaq  Computer  Corporation. 
Not  all  products  in  the  ProSignfcland  ProLiant  families  contain  the  Pentium  II  processor.  The  Intel  Inside 
Logo  and  Pentium  are  registererltrademarks  and  MMX  Is  a  trademark  of  Intel  Corporation. 


E  FUTURE 
STEEL 


SYNCHRONY "  Systems  get  it  througfj. 


SYNCHRONY  ST-1000 

Full-featured  voice/data  back¬ 
bone.  1 5  to  60  universal  slots. 
Frame  switching,  CBR,  voice 
and  routing  support. 


SYNCHRONY  IAN-150 

Powerful  FRAD  for  branch 
office  business-critical  networks. 
Up  to  7  port  LAN/WAN. 


SYNCHRONY  AD-10 

Integrated  voice  and  data 
access.  CBR  and  VBR  data. 
Sync  and  async  data. 
Compressed  analog  voice. 


If  you're  like  most  of  us,  you  need  to  squeeze  the  most  bandwidth 
possible  out  of  your  budget.  And  you  need  to  do  it  now.  In  that 
case,  you  need  SYNCHRONY  Systems — the  only  line  of  bandwidth 
management  products  to  combine  Express  Switching  Bandwidth 
Management,  industry-standard  Frame  Relay  with  integral  Frame 
Switching,  customized  interfaces  to  legacy  LINK+  networks,  and 
voice  switching. 

With  SYNCHRONY  Systems  you  get  the  bandwidth  you  need  for 
mission  critical  networks.  You  get  support  for  all  of  your  existing 
applications  and  bandwidth  for  new  ones.  You  get  cost-effective 
connectivity.  And  you  get  it  all  now.  Find  out  more  about  what  a 
SYNCHRONY  System  can  do  for  you.  Contact  Ascom  Timeplex  and 
let  us  tailor  a  solution  for  your  network  fabric. 

ascom  Timeplex 

Global  Networks  for  the  Next  Millennium 

(888)  777-0929 

www.timeplex.com 

SYNCHRONY,  Express  Switching  and  ascom  Timeplex  are  trademarks  of  Ascom  Timeplex  Trading  AG. 


Briefs 

■  Siemens  Business  Com¬ 
munication  Systems,  Inc. 

this  week  is  expected  to  announce 
it  is  integrating  Vienna  Systems 
Corp.  ’s  Vienna.way  voice-over- 
IP  technology  into  Siemens’  Tele¬ 
phony  Internet  Server  (  TIS ). 
Siemens  will  use  Vienna ’s  IP  tele¬ 
phony  software  in  its  TIS  device  to 
support  voice  and  real-time  fax. 
The  device  will  be  used  in  Aim- 
Quest  Corp.  ’.s  Global  Reach  Inter¬ 
net  Communications  consortium 
network. 

Siemens  this  year  inked  a  deal 
withAimQuest  to  provide  the 
firm  with  products  that  also  will 
let  customers  on  AimQuest’s  net¬ 
work  make  calls  and  send  faxes. 

■  Clarent  Corp.,  of  Redwood 
City,  Calif,  has  introduced  Clar¬ 
ent  Gateway  2.0,  the  latest  version, 
of  its  voice-over-IP  device.  Clar¬ 
ent  Gateway  2.0  supports  real¬ 
time  fax,  SNMP  and  Signaling 
System  7.  It  is  slated  for  availabil¬ 
ity  next  month  for  $2,495  to 
$3,995,  depending  on  configura¬ 
tion. 

©  Clarent:  ( 650)  306-7511 

■  Long-distance  carrier  LCI 

International,  Inc.tepr- 

chased  aposition  in  a  new  1, 925- 
mile  fiberoptic  cable  between 
Washington,  D.  C.  and  Dallas.  Con¬ 
struction  of  the  cable  is  underway 
by  Williams  Communications 
Group,  Inc.  LCI  expects  to  move 
traffic  to  it  in  the  second  quarter 
of 1998. 

■  Digex  Inc.,  the  Internet  ser¬ 
vice  provider  subsidiary  of  Inter¬ 
media  Communications  Co.,  last 
week  announced  it  is  using 

Xedia  Corp.’s  bandwidth 
management  devices for  its 

advanced  Web  hosting  services. 

Digex  is  deplaying  Xedia ’s 
Access  Point  100  devices  to  sup¬ 
port  Web  site  management  ser¬ 
vices  and  to  regulate  and  control 
bandwidth  for  its  Complex  Web 
Site  Management  customers. 

©  Xedia:  (800)  989-3342; 
Digex:  (301)  847-5000 
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Voice  and  packet  data  ride  same  local  T-l  link 


By  Tim  Greene 

Did  you  think  you  would  ever 
see  the  day  when  local  carriers 
would  offer  up  ways  to  consoli¬ 
date  access  trunks? 

Perhaps  in  response  to  com¬ 
petition,  or  the  threat  thereof,  a 
few  local  providers  are  offering 
single-access  trunks  that  support 
multiple  services. 

GTE  Corp.  has  introduced  a 
hybrid  private  line/packet 
switched  access  service  called 
FlexGrow.  Competitive  local  ex¬ 
change  carrier  Intermedia  Com¬ 
munications,  Inc.  also  has 
announced  a  similar  offering 
called  SingleT.  Ameritech  Corp. 
said  it  may  followsuit. 

Traditionally,  long-distance 
carriers  looking  to  lure  custom¬ 
ers  into  buying  dedicated  links 
into  their  networks  have  offered 
these  integrated  access  services, 
according  to  John  Coons,  direc¬ 
tor  of  broadband  for  Dataquest, 


Inc.,  in  Sanjose,  Calif.  With  dedi¬ 
cated  access,  long-haul  carriers 
can  avoid  paying  a  35%  access 
fee  to  the  local  carrier,  he  said. 

ONE-LINE  ACCESS 

GTE’s  and  Intermedia  Commun¬ 
ications’  new  T-l  services  for 
circuit-  and  packet-switched 
networks: 

•  Combine  circuit-switched 
voice  and  packet  data  on  a 
single  T-l  line. 

•  Reduce  the  total  need  for 
dedicated  lines. 

•  Can  be  supported  with  leased 
equipment. 

But  now,  traditional  local  car¬ 
riers  are  offering  hybrid  access  as 
a  way  to  keep  customers  from 
drifting  away  to  rivals,  Coons 
said.  The  offerings  let  customers 


use  some  T-l  channels  to  access 
circuit-switched  services,  such  as 
voice,  and  the  rest  of  the  chan¬ 
nels  to  access  packet  switched 
services  such  as  frame  relay. 

This  can  save  money  in  two 
ways.  First,  it  allows  consolida¬ 
tion  of  traffic  on  fewer  lines.  Sec¬ 
ond,  packet  switching  typically 
is  more  efficient  than  circuit 
switchingfordata. 

GTE’s  FlexGrow  service  will 
be  rolled  out  starting  next 
month  in  Texas,  pending 
approval  of  the  Texas  Public  U  til- 
ity  Commission.  In  the  first  quar¬ 
ter  of  next  year  FlexGrow  will 
expand  to  California,  Florida, 
Hawaii,  North  Carolina  and 
Pennsylvania  as  each  state 
approves  the  service. 

FlexGrow  is  priced  depend¬ 
ing  on  configuration,  according 
to  GTE  product  manager  Steven 
Decaney.  As  an  example,  he  said 
a  single  T-l  link  split  to  handle  15 


64K  bit/sec  voice  channels  and 
four  56K  bit/sec  frame  relay 
trunks  would  cost  about  $900, 
pending  tariff  approval.  The 
price  would  include  managing 
the  customer  premise  hardware 
and  frame  relay  conversion  of 
LAN  traffic. 

Users  can  let  GTE  install  and 
maintain  the  necessary  hard¬ 
ware  or  buy  their  own  gear.  GTE 
supplies  Premisys  Communica¬ 
tions,  Inc.  IMACS  concentrators, 
but  users  could  install  equip¬ 
ment  from  companies  such  as 
Mariposa  Technologies,  Inc., 
Newbridge  Networks,  Inc.  and 
Vina  Technologies,  Inc.,  accord¬ 
ing  to  Decaney. 

Intermedia  calls  its  service 
SingleT  and  offers  the  same  func¬ 
tionality  as  the  GTE  offering. 
Intermedia  supports  SingleT 
with  Vina  technology  and  can 
bundle  the  service  with  Internet 
access.  ■ 


CAIS  offering:  Internet  telephony  with  a  private  twist 


By  Denise  Pappalardo 

Internet  telephony  has  an 
image  of  being  cheap  and  not 
altogether  reliable.  But  a  new 
service  from  Networks  Tele¬ 
phony  Corp.  (NTC)  and  CAIS 
Internet  aims  to  keep  the  price 
down  and  reliability  up. 

NTC  has  developed  NTC- 
Voice,  a  voice  service  that  pri¬ 
marily  runs  over  a  data  network 
but  is  available  only  through  an 
Internet  service  provider.  CAIS 
Internet,  a  CGX  Communica¬ 
tions,  Inc.  company,  is  the  first 
ISP  to  offer  the  service. 

The  service  lets  users  make 
outgoing  voice  calls  from  their 


Telephony  options 


PCs  to  traditional  telephones 
around  the  world  over  a  single 
Internet  connection.  While 
us-ers  can  do  this  today  with 
other  Internet  telephony  ser¬ 
vices  and  products,  NTC’s  ser¬ 
vice  carries  voice  calls  on  Infonet 
Service  Corp.’s  data  network. 
NTC,  of  El  Segundo,  Calif.,  is  an 
Infonet  spinoff  (AW,  Sept.  29, 
page  26). 

The  alternative  voice  service 
comes  with  a  nice  price  tag. 
Domestic  NTC  calls  regularly  are 
8  cents  per  minute,  but  NTC  is 
charging  5  cents  per  minute 
until  next  month. 

NTC’s  international  rates  are 


half  of  what  the  major  domestic 
carriers  are  charging  in  some 
cases. 

For  example,  to  call  Russia 
from  the  U.S.  using  NTC’s  ser¬ 
vice,  users  pay  77  cents  per  min¬ 
ute  compared  with  an  average  of 
$1.60  per  minute  rate  with 
AT&T,  MCI  Communications 
Corp.  or  Sprint  Corp.  Calls  to 
Germany  reflect  a  similar  cost 
savings.  The  NTC  call  rate  is  70 
cents  per  minute,  while  the 
other  carriers  average  about 
$1.39  per  minute. 

CAIS  Internet  access  custom¬ 
ers  can  sign  up  for  the  NTCVoice 
service  by  going  to  CAIS’  or 


NTC’s  Website. 

The  voice  call  travels  as  far 
as  possible  on  Infonet’ s  network, 
which  reaches  37  countries.  The 
call  then  hits  an  NTC  Phone 
Bridge,  where  it  is  trans¬ 
lated  back  to  analog  so  it  can 
travel  over  a  traditional  tele¬ 
phone  network. 

One  analyst  believes  users  will 
notice  the  difference.  “(NTC¬ 
Voice  customers)  will  not  be  sub¬ 
jected  to  the  variable  latency 
problems  you  find  on  the  Inter¬ 
net,”  said  Mark  Winther,  group 
vice  president  of  telecommuni¬ 
cations  at  International  Data 
Corp.,  a  Framingham,  Mass.- 
based  research  firm. 

Users  can  set  up  individual 
accounts  using  a  credit  card  or 
set  up  a  business  account  under 
which  users  will  receive  monthly 
bills  from  NTC. 

While  CAIS  customers  only 
pay  a  fee  to  NTC  when  they  use 
the  service,  CAIS  shares  in  a 
percentage  of  the  profit,  said 
Evans  .Anderson,  vice  president 
and  general  manager  at  CAIS 
Internet. 

But  CAIS  Internet  access  cus¬ 
tomers  do  not  pay  any  additional 
fees  to  the  ISP. 

CAIS  Internet:  (703)  448- 
4470;  NTC:  (310)  563-3900 


CAIS  Internet  access  customers  can  call  any  standard  telephone 
from  their  PCs  using  the  Networks  Telephony’s  voice  service. 


<■_ 


Internet 


CAIS  Internet 
customer  with  a 
NetSpeak  Corp. 
WebPhone 


CAIS  point  of 
presence 


Router 


A  CAIS  user  initiates  a  call 
that  starts  on  the  'Net. 
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The  call  is  transferred  to  public 
switched  telephone  network  (PSTN). 


internet  Bridge 
server 


Infonet’s 
data  network 


Phone 

Bridge 


PSTN 


Phone 


SI 


A  call  is  routed  to  the 
Internet  Bridge  server. 
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Help  wanted:  Implementing  unification  through  IP 


Ohe  idea  of  a  unifying  protocol  to 
be  deployed  from  the  desktop 
through  the  LAN  and  WAN  that  is  able  to 
carry  all  types  of  traffic  including  voice, 


data,  fax,  imaging  and  video  used  to  con¬ 
jure  up  images  of  ATM. 

Though  designed  from  the  ground  up 
to  bring  unification,  ATM  turned  out  to 


be  a  complex,  unwieldy  and  expensive 
solution  compared  with  IP. 

But  IP  now  is  the  golden  child  of  a  net¬ 
worked  generation.  That’s  because  it  is  a 


The  PC  X  Server 
Standard: 


xceed 


COMMUNICATIONS  LTD. 
www.hummingbird.com/nw  (416)  496-2200 


Recent  Excellence  Awards: 


The  Gold  Standard: 


xceed 
Version  6 

The  world  leader  now  brings  the  world  to  you. 
Exceed,  the  fastest  growing  PC  X  server, 
outsells  all  other  PC  X  servers  combined, 
with  over  55%  of  the  world  market. 

We  packed  the  new 
Exceed  Version  6  with 
highly  enhanced  features:  new  web 
capabilities,  improved  performance, 
advanced  functionality  and  an  enriched 
and  simplified  interface.  Then  we  added 
GV^ostExplorer  Terminal  Emulation  Suite 
including  TN3270E  for  today's  enterprise 
computing  environment.  Exceed  Version  6 
for  Windows  NT  and  Windows  95  and 
Exceed  Version  5.2  for  Windows  are  all 
on  one  CD.  Being  the  best-selling,  most 
powerful  X  server  on  earth  just  wasn't 
enough.  It's  only  natural  we  keep 
exceeding... it's  in  our  name. 


A  :j 


lot  easier  to  change  your  WAN  protocol 
and  service  than  it  is  to  change  all  your 
applications  and  LAN  infrastructure.  IP’s 
popularity  also  is  proof  that  the  winner  in 
marketing  battles  isn’t  the  best  technol¬ 
ogy —  it’s  the  one  that  is  most  practical, 
most  often  deployed,  most  cost-effective 
and  easiest  to  understand  and  use.  IP  was 
designed  for  delay-tolerant  applications, 
but  with  modifications,  it  can  carry  iso¬ 
chronous  applications.  Whether  it’s  the 
best  or  most  elegant  technology  for  this 
role  is  a  moot  point.  Everyone  wants  to  use 
it.  Still,  IP  is  far  from  ready  to  take  on  this 
unification  role  for  the  enterprise  net. 

We  have  a  long  way  to  go  to  bring  deter¬ 
minism,  predictability,  reliability  and  ac¬ 
countability  to  IP  for  extranet-,  intranet- 
and  Internet-based  applications.  Private 
net  implementations  may  push  the  enve¬ 
lope  faster  than  the  public  ’Net  for  solving 
these  problems. 

Intranets  will  be 
the  breeding  ground 
for  new  IP  offerings 
that  will  make  it  possi¬ 
ble  to  run  a  mix  of 
mission-critical  appli¬ 
cations  over  IP.  Pro¬ 
fessional  services  pro¬ 
grams  such  as  Net¬ 
scape’s  new  effort  to 
help  companies  im¬ 
plement  complete 
Web-based  architec¬ 
tures  will  speed  the 
maturation  process. 

Many  companies 
know  they  could  im¬ 
plement  an  applica¬ 
tion  more  effectively  Daniel 
using  an  intranet  but  Briereand 
lack  the  resources  Christine 
to  make  it  happen  Heckart 
quickly.  The  industry 
is  ascending  a  learning  curve  for  how  to 
redesign  and  redeploy  existing  and  new 
applications  on  IP-based  solutions  using 
Web  technologies.  Companies  such  as 
Microsoft,  Sun,  Netscape  and  Oracle 
need  to  assume  IP  leadership  roles  in  ways 
not  before  imagined.  Carriers  have  never 
been  good  at  understanding  end-user 
applications  and  deployment  problems. 
And  they’re  not  likely  to  start  now. 

Some  carrier  initiatives  like  US  WEST’s 
Interprise’s  new  trader  network  service 
for  government  requests  for  proposal  are 
ways  for  users  to  outsource  the  develop¬ 
ment  of  their  own  Web-based  solutions 
and  use  a  service  instead.  But  service  pro¬ 
viders  aren’t  focusing  efforts  on  develop¬ 
ing  these  extranet  services  for  commu¬ 
nities  of  interest,  which  means  we’re  back 
at  square  one.  The  responsibility  sits  with 
the  end  user  or  the  software  developers. 

If  we  want  to  reach  a  networked  econ¬ 
omy  based  on  a  unified  IP  infrastructure 
and  anywhere,  all-the-time  communica¬ 
tions  anytime  soon,  we’ll  need  leadership 
programs  like  Netscape’s. 

Briere  is  president  and  Heckart  is  vice 
president  at  TeleChoice,  Inc.,  a  consultancy  in 
Verona,  N.J.  They  can  be  reached  at  dbriere @ 
telechoice.com  and  checkart @  telechoice.com. 
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Directed  and 
presented 
by  Mark  Miller 


PLANNING  FOR  THE  NEXT  GENERATION 
INTERNET  PROTOCOL 

The  next  generation  of  internet  Protocol  -  IPv6  will 
significantly  impact  your  TCP/IP  network.  The  Internet 
explosion  now  requires  new  functions  that  go  beyond  the 
capabilities  of  the  current  Internet  Protocol,  or  IP.  These 
include  enhanced  security,  support  for  real-time  traffic  flows 
and  expanded  addressing  capabilities.  The  addressing  issue 
has  been  one  of  the  most  significant  concerns  as  it  has  been 
predicted  that  the  Internet  community  will  run  out  of 
available  addresses  in  the  future,  thus  limiting  the  growth 
of  this  critical  communication  resource. 

However,  if  IP  is  revised,  other  protocols  must  be  changed 
as  well.  The  significance  of  this  protocol  revision  extends  to 
LANs,  MAN  and  WAN  transmission  systems,  as  well  as  the 
upper  layer  protocols  and  operating  systems. 

Whether  you  are  a  network  manager,  designer  or 
application  developer,  this  seminar  will  provide  you  with 
information  on  how  to  effectively  plan  and  implement  a 
successful,  orderly  transition  from  IPv4  to  IPv6. 

Network  World  £ xtlusive: 


IN-CLASS  IPv6  INTEROPERABILITY  LAB 

A  key  part  of  Implementing  IPv6:  Migrating  Your  Internetwork 
to  the  Next  Generation  Internet  Protocol  is  an  interoperability 
demonstration  network  that  will  be  built  including  routers,  hosts 
and  workstation  software  using  various  sponsors'  IPv6  products. 
Sponsor  representatives  will  be  available  to  answer  your 
questions  regarding  their  plans  for  IPv6  product  implementation. 


Migrating  Your 
to  the 

Internet 


TECHNICAL 


10  COURSE  BENEFITS  YOU  PONT  WANT  TO  MISS! 


1.  Understand  the  limitations  of  the  current 
Internet  Protocol  -  IPv4. 

2.  Discover  key  features  of  IPv6,  including 
larger  addresses,  security  and  support  for 
real-time  applications. 

3.  Understand  the  objectives  behind  the  IPv6 
transition  plans:  IPv4  compatibility,  incremen¬ 
tal  upgrades  for  multivendor  networks,  and 
investment  protection  of  the  installed  base. 

4.  Gain  detailed  insights  into  how  the  IPv6 
transition  will  affect  other  supporting 
protocols,  such  as  Ethernet,  token  ring, 

ICMP,  RIP  and  OSPF. 

5.  Learn  how  leading  vendors  such  as  Bay 
Networks,  Cisco  Systems,  Digital,  FTP 
Software,  IBM,  Novell,  Process  Software, 

Sun,  Wandel  &  Goltermann,  and  others  are 
implementing  IPv6. 


6.  Analyze  the  formats  of  the  IPv6  packet 
header.  Extension  headers,  ICMPv6 
messages.  Neighbor  Discovery  messages 
and  others. 

7.  Define  the  principal  motivation  driving  your 
IPv6  upgrade  strategy:  host-based  features 
or  router-based  features. 

8.  Learn  how  to  strategically  plan  your 
transition  from  IPv4  to  IPv6,  and  steps 
that  should  be  taken  at  critical  points  along 
the  way. 

9.  Learn  about  the  6Bone  —  a  worldwide  IPv6 
network  operating  in  over  two  dozen 
countries  and  how  to  connect  your  network 
and  gain  personal  experience  with  IPv6. 

10.  See  live  illustrations  of  key  IPv6  features, 
including  address  autoconfiguration,  router 
solicitations/advertisements  and  tunneling. 


REGISTER  AND  YOU  WILL  RECEIVE  .  .  . 


Automated  fax-back  information  available  by  calling  (800)756-9430. 


•  Comprehensive  Seminar  Workbook 

•  Copy  of  Troubleshooting  TCP/IP,  2nd  Edition,  by  Mark  A.  Miller,  PE. 

•  Exclusive  Protocol  Reference  Guides:  IPv6,  TCP/IP  and  OSP 

•  CD  containing  over  1,000  Internet  RFC,  FYI  and  STD  reference  documents 

•  Luncheon  and  break  refreshments 

•  All  of  the  above  included  in  your  $450  registration  fee 

(Save  with  our  new  team  discounts  for  two  or  more  attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and  useful 
attendee  materials  kit  for  just  $ 129.00 ! 


www.nwfusion.com/seminars 


Visit  us  on-line  .  .  . 

O  Complete  seminar  outline 
O  Comprehensive  presenter  bio 
O  Past  attendee  comments 
O  Register  for  the  seminar  nearest  you 


Register  today! 


(800)643-4668  •  www.nwfusion.com/seminars 


SPONSORED  BY: 


Bay  Networks 


IBM 

eNetwork  Software 


Novell 


Wandel  &  Goltermann 

Communications  Test  Solutions 


If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 


(You’d  be  surprised  at  all  the  connections  you 


If,  by  chance,  you’re  not  surprised  at  how 
open  IBM  Serial  Storage  Systems  manage  to  be, 
then  their  remarkable  performance  will  raise 
an  eyebrow  or  two. 

First,  these  open  disk  systems  are  designed 
to  connect  to  UNIX®  servers,  including  HP,  Sun 
and  DEC.  And  NT  servers,  like  HP  and  Compaq. 


Not  to  mention  IBM  systems,  too. 

Then  there’s  the  added  advantage  of  speed. 
A  Serial  Storage  Architecture,  which  is  an 
ANSI  standard  interface,  is  used  with  a  two-way 
loop  to  handle  inbound  and  outbound  data 
streams  simultaneously. 

This  helps  make  our  Serial  Storage 


IBM  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  UNIX  is  a  registered  trademark  in  the  United  States 
and  other  countries,  licensed  exclusively  through  X/OPEN  Company  Limited.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  1997  IBM  Corp. 


can  make  with  IBM  Serial  Storage  Systems.) 


Systems  significantly  faster  than  traditional 
SCSI  disk  systems. 

As  a  result,  more  of  your  users  have  faster 
access  to  valuable  data.  For  applications  like 
data  mining,  data  warehousing  and  transac¬ 
tion  processing. 

And  the  future?  As  your  storage  needs 


inevitably  grow,  you  can  easily  increase  capacity. 
Without  taking  your  business  systems  offline. 

Visit  www.ibm.com/storage/connections 
to  learn  more  surprising  ways  you  can  maximize 
access  to  stored  data. 


Solutions  for  a  small  planet™  E  E=£  =rEE 


Mobile3 


Fajt  Ether  Link  XL  Card  Bud  PC  Card. 

3Com  bite  the  market  with  the  the  few  ted  1 10/100 
connectivity  in  a  new  CardBud  package.  Pow! 


|  Call  now  to  get  your  evaluation 
unit  for  Fast  EtherLink  16-Bit  or 
Fast  EtherLink  XL  CardBus  for 
$95**  or  a  free  information  kit 
while  supplies  fast. 


Give  your  mobile  users  a  powerful  punch.  Outfit  your  new,  32-Bit  high  performance  CardBus 
notebooks  with  the  fastest  10/100  PC  Card  in  the  industry.  Only  notebooks  supporting  the  CardBus 
standard  provide  lull  1 00  Mbps  network  performance,  and  only  3Com  combines  a  32- Bit  architecture  with 
lightning-fast  Parallel  Tasking®  technology  that  is  a  full  31%®  faster  than  other  leading  CardBus  PC  Cards. 

The  Fast  EtherLink  XL  card  not  only  packs  a  wallop  with  100  Mbps  throughput, 
it  also  supports  3Com’s  unique  DynamicAccess  features  designed  to  improve  overall 
network  performance  and  manageability.  Also,  the  Fast  EtherLink  XL  card  comes  with  a 
full  lifetime  warranty  and  is  guaranteed  compatible  with  leading  CardBus  notebooks. 

And  here’s  another  bell-ringer:  3Coms  Fast  EtherLink  XL  CardBus  PC  Card  keeps  your 
notebooks  running  extra  cool  and  safe  by  drawing  at  least  50%  less  power  than  any 
other  CardBus  PC  Card. 

Now  that  3Com  has  set  the  standard  for  Fast  Ethernet  CardBus 
performance,  who  else  do  you  need  in  your  corner? 


1 -888-906-3COM  (ext.  103) 

www.3com.com/pccard 


W* ■ 


k'-TEkSTT:''  -,r.; 
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is  a  trademark  of  3Com  Corporation, 
ort,  visit  our  website  at  www.3com.com. 
in  U.S.  currency. 


Covering:  Messaging  •  Groupware  •  Databases 
Multimedia  •  Electronic  Commerce  •  Security 


Briefs 


■  Milkyway  Networks  Corp., 

of  Ottawa,  today  will  announce  it 
is  expanding  beyond  the  Unix- 
based  firewall  market  with  its 
first  firewall  for  Windows  NT. 

Company  officials  said  SecurIT 
Firewall  4.1  is  designed  to  plug 
“six  known  security  holes”  in  NT’s 
TCP/IP  stack.  The  new  NT  product 
features  network  address  transla¬ 
tion  that  secures  private  networks 
from  the  Internet.  SecurIT  Fire¬ 
wall  4.1  is  available  now  and  costs 
$1,900  to  $14,500. 

©  Milkyway:  ( 800 )  206-0922 


■  VitalSigns  Software,  Inc., 

of  Santa  Clara,  Calif,  has 
unveiled  two  products  designed  to 
help  companies  detect  and  solve 
network  performance  problems. 


VitalSign's  VitalAnalysis  tool 


VitalHelp  is  a  fault  monitoring 
and  remote  diagnostic  tool  for 
help  desks  that  detects,  correlates 
and  prioritizes  end  users’ network 
problems  and  enables  help  desk 
staff  to  perform  remote  diagnos¬ 
tics.  VitalAnalysis  is  a  server- 
side  reporting  tool  that  analyzes 
individual  'Net  usage  among  com¬ 
pany  employees.  The  VitalAnaly¬ 
sis  server  and  100  agents  are 
available  now  for  $9,995.  Vital- 
Help  will  ship  in  December  for 
about  $10,000. 

©  VitalSigns:  ( 888)  884-8259. 


■  Maximizer  Technologies 
Inc.,  of  Vancouver,  has  released 
Maximizer  97  for  Windows  95. 
The  new  version  of  its  contact 
management  software  adds 
e-mail  capabilities,  Internet 
integration  and  improved  colabo- 
ration  functions.  The  software 
costs  $149. 

©  Maximizer:  ( 800 )  804- 6299 


Novell  finally  delivers  WebPublisher 

GroupWise  server  add-on  lets  users  publish  documents  directly  to  the  World  Wide  Web. 


By  Paul  McNamara 

Provo,  Utah 

Five  months  late  and  an  im¬ 
portant  platform  short,  Novell, 
Inc.  last  week  delivered  what  it 
considers  a  key  add-on  to  Group- 


Wise  called  WebPublisher. 

Formerly  known  as  the  Jeffer¬ 
son  Project,  WebPublisher  is 
server-based  FITML-conversion 
software  that  allows  GroupWise 
users  to  publish  just  about  any 


document  to  the  World  Wide 
Web.  WebPublisher,  which  is 
part  of  the  GroupWise  Web 
Access  Agent,  acts  as  middleware 
between  the  GroupWise  Post 
Office  and  a  Web  server. 

WebPublisher’s  main  attrac¬ 
tion  to  network  managers  is  it 
will  spare  Webmasters  the  chores 
of  HTML  editing  and  document 
version  control  while  maintain¬ 
ing  GroupWise’s  access  and  se¬ 
curity  features. 

“What  we  do  is  take  all  of  that 
tedious  work  right  out  of  the 
loop,”  said  Ed  McGarr,  vice  pres¬ 
ident  of  marketing  for  Novell’s 
Applications  Division. 

Analysts  and  customers  see 
WebPublisher  as  an  important 
new  dimension  for  GroupWise. 
It  may  give  Novell  a  boost  in  its 
ongoing  struggle  to  remain  com¬ 
petitive  with  fellow  groupware 
leaders  Lotus  Development 


How  WebPublisher  works 


A  user  creates  or  alters  a 
document  and  designates  it 
for  publishing  on  the  Web. 


1 

h 

GroupWise 

client 


3 
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The  Web  Access  Agent  detects 
the  request  at  the  Post  Office 
and  WebPublisher  makes  the 
document  available  through 
the  Web  server. 


GroupWise 

GroupWise  Web 

Access  Agent  and 

Web  server 

Post  Office 

^  WebPublisher^ 

NT  server 


Web  users  may  access  the  document  directly  through  a 
URL  or  by  browsing  or  searching  published  documents. 


A 

Web  user 


Net-lt  makes  new  document  management  push 


By  Chris  Nerney 

Four  months  after  launching 
a  product  designed  to  allow 
document-sharing  over  intra¬ 
nets,  start-up  Net-lt  Software 
Corp.  is  introducing  a  version 
that  takes  advantage  of  push 
technology  to  deliver  docu¬ 
ments  to  desktops. 

Net-lt  Central  2.0  can  bring 
documents  directly  to  end  users 
via  Netscape  Communications 
Corp.’s  Netcaster  and  Microsoft 
Corp.’s  Channel  Definition  For¬ 
mat  (CDF)  push  technologies, 
company  officials  said. 

Net-lt  uses  Docucast  technol¬ 
ogy  embedded  in  its  Net-lt  Cen¬ 
tral  server-side  software  to  create 
and  maintain  Netcaster  and  CDF 
channels  for  Version  2.0  users. 
Docucast  reads  what  kind  of 
browser  is  being  used  on  a  desk¬ 
top  and  then  creates  and  main¬ 
tains  channels  using  the  ap¬ 
propriate  format  —  Netcaster 
or  CDF. 

Change  the  channel 

Net-lt  Central  2.0  offers  two 
types  of  channels.  Notification 
channels  send  end  users  the 
name  of  any  document  or  folder 


that  has  been  updated,  such  as 
pricing  or  inventory  informa¬ 
tion.  Delivery  channels  send 
requested  documents  right  to 
the  desktop. 


Net-lt  Central’s  Docucast  automatically 
maintains  delivery  channels  for  offline 
document  viewing  and  notification 
channels  to  track  site  updates. 


Net-lt  Central  was  designed  to 
give  end  users  with  any  Java- 
enabled  Web  browser  access  to 
server-based  Windows  office 
documents,  including  spread¬ 
sheets,  graphic  presentations 
and  business  plans. 

Net-lt  now  is  offering  support 


for  CentralTools,  software  mod¬ 
ules  that  allow  integration  of 
third-party  technologies  such  as 
version  control  and  groupware. 

Intermediary 

Net-lt  Cenu  al  2.0  is  “interme¬ 
diate  technology  which  stands 
between  the  more  robust  docu¬ 
ment  management  systems  and 
the  simpler  content  manage¬ 
ment  systems,”  said  Nathaniel 
Palmer,  a  senior  consultant  at 
The  Delphi  Group,  Inc.,  of  Bos¬ 
ton.  But  the  product’sjava-based 
navigational  features  and  its  abil¬ 
ity  to  “keep  intact  the  inherent 
qualities  of  a  document  exceed 
what  even  higher-end  document 
management  systems  offer,” 
he  said. 

The  software  runs  on  a  Web 
server  or  a  Windows  NT  or  95 
workstation  that  has  Network 
File  System  or  File  Transfer  Pro¬ 
tocol  access  to  the  Web  server. 

Net-lt  Central  2.0  will  be  avail¬ 
able  beginning  Oct.  28  from 
the  company’s  Web  site  at 
www.netit.com.  It  is  available  in 
three  versions  that  cost  $1,995  to 
$6,995. 

©Net-lt:  (415)551-0600 


Corp.,  Microsoft  Corp.  and  Net¬ 
scape  Communications  Corp., 
they  said. 

“We  will  most  likely  use  it  for 
publishing  informational  bulle¬ 
tins,  instructions,  procedures 
and  sample  forms,”  said  Travis 
Berkley,  supervisor  of  LAN  sup¬ 
port  services  at  the  University  of 
Kansas.  “This  lets  the  folks  who 
know  this  information  put  it  out 
there  themselves  without  having 
to  bother  with  the  admin  types 
and  vice  versa.” 

According  to  Ian  Campbell, 
an  analyst  at  International 
Data  Corp.,  of  Framingham, 
Mass.,  the  ability  to  make 
changes  to  Web  documents  at 
the  push  of  a  button  will  be  wel¬ 
comed  by  GroupWise  shops.  “It 
really  expands  what  GroupWise 


•  A  Novell  white  paper 
on  its  Java  strategy 


Get  more  info 
online: 

@  A  look  at  how 
Novell  is  integrating 
GroupWise  with 
Internet  standards 


can  do  and  offers  new  opportu¬ 
nities  for  users  who  want  to 
take  better  advantage  of  the  Web 
to  disseminate  information,” 
Campbell  said. 

While  praising  the  product 
overall,  Berkley  noted,  “[On 
WebPublisher],  “things  are 
or-ganized  rather  flatly,  [and 
it  could  use]  some  hierarch¬ 
ical  structure  to  ordering  the 
libraries.” 

The  initial  release  of  Web¬ 
Publisher  runs  only  on  Windows 
NT.  A  version  that  supports 
Novell’s  IntranetWare  will  be 
released  early  next  year,  said 
Eldon  Greenwood,  director  of 
product  management. 

In  the  long  run,  the  delay 
should  not  hurt  GroupWise  and 
WebPublisher,  Campbell  said. 
The  rollout  will  call  attention  to 
the  fact  that  GroupWise  runs  on 
platforms  other  than  Intranet- 
Ware,  he  said. 

WebPublisher  is  available  free 
until  April  via  Novell’s  Web  site  at 
www.novell.com.  Thereafter,  it  is 
expected  to  sell  for  $2,495  per 
server. 

©Novell:  (801)222-6000 
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JetForm  pitches  enterprise  workflow  pack 


By  Paul  McNamara 

Ottawa 

JetForm  Corp.  last  week  unveiled  a 
“clientless”  server  product  called  In- 
Tempo  that  it  contends  will  be  the  first  to 
allow  large  corporations  to  deploy  enter¬ 
prisewide  workflow  without  touching  user 
desktops. 

Within  a  single  workflow  process, 
InTempo  will  support  HTML  forms  from 
a  standard  Web  browser,  Javaforms  from  a 
browser  or  network  computer  and  forms 
from  JetForm’s  existing  proprietary  cli¬ 
ents  and  third-party  applications.  The 
server-only  software  —  designed  to  han¬ 
dle  expense  reports,  requisition  forms, 
human  resources  surveys  and  the  like  — 
runs  on  Windows  NT  and  uses  any  major 
e-mail  system  for  message  transport. 


Catching  the  workflow  wave 


Sales  of  products  for  automating  the  flow 
of  expense  reports,  purchase  orders  and 
other  documents  across  enterprise 
networks  are  expected  to  skyrocket  over 
the  next  few  years. 

Workflow  product  revenue  (in  billions) 

$2.0 


SOURCE:  IDC.  FRAMINGHAM,  MASS. 

Analysts  and  beta  customers  reacted 
positively  to  theJetForm  technology. 

“It  really  represents  the  first  economi¬ 
cal  way  to  achieve  enterprisewide  work- 
flow,”  said  Gerry  Murray,  research 
manager  at  International  Data  Corp.  in 
Framingham,  Mass.  “The  largest  obstacle 
to  deploying  this  stuff  on  a  truly  enter¬ 
prise  basis  has  always  been  the  client-side 
cost:  If  I  have  to  pay  $200  a  head,  I’m  not 
rollingitout  to  100,000  users.” 

Scheduled  to  ship  early  next  year, 
InTempo  will  cost  the  average  corporate 
or  government  customer  “less  than  $100 
per  participant,”  according  to  JetForm. 
Smaller  organizations  will  pay  $20,000  for 
1 00  participants  and  $75,000  for  500. 

InTempo  will  compete  with  products 
such  as  Metro  from  Action  Technologies, 
Inc.,  Ensemble  from  FileNet  Corp.  and 
Keyflowfrom  KeyFile  Corp. 

Web-based  workflow  products  such  as 
InTempo  are  “the  wave  of  the  future,” 
said  Jack  Napier,  a  project  manager  at  Mo¬ 
torola  Corp.’s  Space  and  Systems  Tech¬ 
nology  Group  in  Scottsdale,  Ariz.  Napier’s 
users  currently  have  access  to  300  auto¬ 
mated  forms  in  a  LAN-based  environment 
featuring  a  wide  mix  of  clients. 

“We  were  looking  for  something  that 
would  give  us  a  thin-client  approach  and 


get  us  away  from  desktop  support,” 
he  said.  “What  we  saw  in  [InTempo] 
was  the  ability  to  quickly  turn  outjava  app¬ 
lets  that  communicate  in  a  workflow 
environment.” 

Another  beta  tester,  however,  was  less 


enthusiastic  about  InTempo’s  potential. 

“We  experimented  with  the  browser 
technology,  [but]  pretty  much  nixed  that 
idea  because  we  were  getting  too  many 
complaints  from  users  [regarding  com¬ 
patibility  and  screen  resolution  issues],” 


said  Cliff  Lovas,  E-communications  team 
manager  at  Panasonic  in  Secaucus,N .J. 

Moreover,  ever-changing  organiza¬ 
tional  structures  preclude  Panasonic 
from  using  the  roles-based  workflow  capa¬ 
bilities  of  InTempo,  Lovas  said.  “Work- 
flow  sounds  so  easy —  it’s  a  nice  buzzword 
—  but  it’s  a  bear  to  maintain,”  hesaid. 

©JetForm:  (613)  230-3676 


There  are  over 
5  million  different 
companies  in 
America. 

We  build  a  server 
for  every  one. 


Call  now  to  find  out  about  the  NEC  Express5800™ servers. 

Companies  are  like  people.  No  two  are  exactly  the  same.  And  at 

NEC,  we've  created  the  Express5800  line  of  servers  to  be  B||||_T 

■TOH 

flexible  enough  to  accommodate  them  all.  ORDER 

These  servers  offer  from  one  to  four  SMP-capable  processors, 
large  capacity  disks,  dual  1/0  channels  and  support  for  higher  memory 
configurations.  Not  to  mention  RAID  support  and  common  options 
across  many  models.  There's  even  flexibility  built  into  the  way  you 
buy  one.  Just  call  1-888-8-NEC-NOW  and  one  of  our  System 
Consultants  will  help  assess  your  needs  or  refer  you  to  one  of  our 
qualified  resellers. 

jltfiMy  Either  way,  you'll  get  a  server  that's  built  to  order. 
pFBNoTi^o”°  And  more  importantly,  that's  built  for  you. 

©1997  NEC  Computer  Systems  Division,  Packard  Bell  NEC,  Inc.  NEC  is  a  registered  trademark;  ESM  and  Express5800  are  trade¬ 
marks,  and  UltraCare  is  a  service  mark  of  NEC  Corporation,  all  used  under  license.  NEC  NOW  is  a  service  mark  of  Packard  Bell 
NEC,  Inc.  Leasing  based  on  typical  36-month  lease  with  purchase  option.  Other  lease  options  may  be  available.  Leasing  arranged 
by  third  party  leasing  company  to  qualified  customers.  Prices  do  not  include  shipping  or  applicable  sales  tax,  are  valid  in  the  US 
only  and  are  subject  to  change  without  notice.  Products  and  specifications  are  subject  to  change  without  notice.  Microsoft,  Windows 
and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  The  Intel  Inside  logo,  LAN  Desk  and  Pentium  are  registered 
trademarks  and  MMX  is  a  trademark  of  Intel  Corporation.  All  other  trademarks  are  property  of  their  respective  owners. 
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’NET  INSIDER 

The  Internet  as  the  cause 


Ohe  Oct.  20  issue  of  Newsweek  con¬ 
tained  an  article  that  illustrates  a 
common  failure  —  or  at  least  an  error  of 
commission  —  in  the  journalism  biz. 


The  article  covers  the  case  of  online 
columnist  Matt  Drudge.  He  is  being  sued 
for  defamation  of  character  by  a  couple 
that  objected  to  Drudge  reporting  in  his 


America  Online-based  column  that  there 
was  wife-beating  in  the  couple’s  back¬ 
ground.  When  challenged,  Drudge  issued 
a  retraction  of  the  report,  but  when  he 
refused  to  reveal  the  source  of  the  original 
accusation,  the  aggrieved  couple  sued. 

My  column  this  week  is  not  about 
what  would  seem  to  be  just  a  normal  case 
of  the  perils  of  a  columnist  believing 


These  servers  feature  the  latest  Pentium®  II  proces¬ 
sor  technology  in  a  cost-conscious  package.  They 
make  it  easy  to  share  resources,  boost  productivity, 
and  connect  workgroups  to  the  outside  world. 

Express5800  LE2200 

•  266MHz  Pentium  II  processor,  512KB  L2  Cache 
(Dual  Processor  Capable) 

•  64MB  ECC  DIMM  Memory  (512MB  max) 

•  4GB  Ultra-Wide  SCSI  Drive  (36GB  max) 

•  PCI  10/100  Ethernet  Card 

•  Integrated  PCI  Ultra  Wide  SCSI  Controllers 

•  NEC  ESMPRO  Server  Management  Suite 

•  Microsoft®  Windows®  NT®  Server  4.0 


These  servers  deliver  the  optimal  balance  of  perfor¬ 
mance,  protection,  and  expandability.  They  are  ideal 
for  shared  business-critical  data  processing, 
Internet/Intranet  connectivity,  and  strategic  commu¬ 
nication  applications. 

Express5800  MT2000 

•  200MHz  Pentium  Pro  processor,  512KB 
Integrated  L2  Cache  (Dual  Processor  Capable) 

•  64MB  ECC  DIMM  Memory  (1GB  max) 

•  3  Hot-Swap  4GB  Ultra  Wide  SCSI  Disks 
(54GB  max) 

•  PCI  10/100  Ethernet  Card 

■  2  Integrated  PCI  SCSI  Controllers 

•  PCI  Ultra  Wide  SCSI-3  RAID  Controller 

•  NEC  ESMPRO  Server  Management  Suite 


These  servers  deliver  outstanding  performance,  high 
capacity,  and  unparalleled  expansion  in  a  choice  of 
compact  footprints,  including  true  rack  configura¬ 
tions.  They  tackle  the  tough  computing  demands  of 
on-line  transaction  processing,  data  warehousing,  and 
business-critical  applications. 

Express5800  RM4000  Rack 

•  2  x  200MHz  Pentium  Pro  processor,  512KB 
Integrated  L2  Cache  (Quad  Processor  Capable) 

•  128MB  ECC  DIMM  Memory  (1GB  max) 

•  3  Hot-Swap  4GB  Ultra  Wide  SCSI  Disks 
(300GB  max) 

•  PCI  10/100  Ethernet  Card 

•  Integrated  SCSI  Controller  for  Media  Bays 

•  PCI,  Dual-Channel  Ultra  Wide  SCSI-3  RAID 
Controller 

•  42  U  19"  Industry  Standard  Rack  Frame 

•  NEC  ESMPRO  Server  and  Management  Suite 


NEC  Express5800  Workgroup  Servers 


$4839 

Bus.  Lease:  $169/mo.  Code  #E6204 


NEC  Express5800  Department  Servers 


$8929 


Bus.  Lease:  $313/mo.  Code  #E6305 


NEC  Express5800  Enterprise  Servers 


Express5800  MT2000 


$19819 

Code  WE6501 


Express5800  RM4000  Rack 


Call  now  for  immediate  delivery  from  our  factory, 


(1-888-863-2669) 


everything  he  is  told.  Rather,  it’s  about 
the  tendency  to  make  the  Internet 
the  focus  of  any  story  that  might 
have  some  remote  connection  to  the  giant 
network  of  networks.  In  this  case,  News¬ 
week  subtitled  its  story  “A  Beltway  li¬ 
bel  suit  could  make  Internet  history”  and 
painted  the  case  as  some  sort  of  a  threat  to 
freedom  on  the  ’Net. 

According  to  Newsweek,  AOL  hired 
Drudge  (and  advertised  having  done 
so)  and  paid  him  for  his  column.  This 
seems  to  bear 
more  than  a 
glancing  resem¬ 
blance  to  my 
relationship  to 
Network  World. 

But  if  someone 
sued  me  and 
Network  World 
over  something  Scott  Bradner 
I  wrote  in  my 

column,  would  Newsweek  write  about  the 
challenge  to  the  paper-publishing  biz? 

Newsweek  is  not  alone  in  being  too 
quick  to  involve  the  Internet  in  a  news 
story.  In  his  Oct.  13  Washington  Post  col¬ 
umn,  John  Schwartz  told  the  story  of 
Brian  Poulsen,  a  12-year-old  boy  who 
ran  away  to  join  a  man  who  had  sent  him 
a  bus  ticket.  Initial  reports  said  that 
the  two  had  met  through  an  “Internet 
chatroom.” 

This  story  was  widely  reported,  gener¬ 
ally  with  more  than  a  touch  of  fear  mon- 
gering  about  the  impact  of  the  Internet 
on  us  all.  But  as  it  later  developed,  the  two 
had  met  on  a  telephone  chat  room  and 
the  Internet  was  not  at  all  involved.  The 
retractions  were  much  harder  to  find  than 
the  original  story. 

What  is  it  that  makes  the  Internet  an 
easy  story?  In  part,  it’s  because  it  is  1)  new 
and  2)  technology.  Many  people  are  fear¬ 
ful  of  new  technology.  There  is  a  bit  of 
Luddite  in  too  many  of  us,  and  using  the 
Internet  card  plays  to  our  fears.  But  there 
seems  to  be  more  to  the  reaction  than 
that. 

One  factor  may  be  the  speed  at  which 
the  Internet  came  to  dominate  the  mind- 
scape.  It  was  only  three  years  ago  that  I  was 
arguing  in  this  column  that  the  Internet 
was  real  and  was  not  about  to  be  replaced 
by  something  the  telcos  were  going  to 
drag  in  (NW,  May  30,  1994,  page  19). 
Look  at  us  now! 

But  the  biggest  factor  is  the  magic  of  it 
all.  The  Internet  is  this  growing  presence 
with  no  one  in  control,  and  it  was  born,  it 
has  been  said,  to  withstand  atomic  attack. 
That’s  all  too  scary. 

And  too  convenient.  It  is  far  easier  for  a 
reporter  to  put  blame  on  the  Internet 
than  it  is  to  find  out  what  actually  under¬ 
lies  the  story.  Too  many  reporters  are  tak¬ 
ing  the  easy  way  out. 

Disclaimer:  Anything  as  old  as  Harvard 
has  demonstrated  that  it  knows  how  to  do 
change  (unless  it  is  Plymouth  Rock),  but 
the  above  are  my  opinions. 


Bradner  is  a  consultant  with  Harvard 
University’s  University  Information  Systems. 
He  can  be  reached  at  sob@harvard.edu. 
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FastComm  SNA  Bulletin  #1 


OVER 


SNA  ready  FRADs  come  with  all  the  features  you’ve  come  to  expect 
with  all  FRADs  from  FastComm  Communications; 


Automatic  installation  via  FastCONNECT™  and 
FastCONFIG™;  the  first  “plug-and-play”  FRADs  and  routers 
for  frame  relay 


-  Remote  Telnet  access  to  menu  management  interface; 

complete  flexibility,  over  the  network  or  any  physical  port 


-  Wide  range  of  LAN+Legacy  protocols;  all  available 
simultaneously,  by  remote  selection  in  software 


Complete  remote  management  via  SNMP;  read  and  set  all 

configuration  parameters,  not  just  a  few  statistics  and  alarms 
as  provided  by  other  vendors 


-  Ethernet,  Token  Ring  and  Serial  Ports  for  LAN  traffic;  from 
workstations  or  routers 


Menu  driven  user  interface  on  dedicated  supervisory  port; 

no  arcane  command  line  language  to  learn 


-  Routing  for  IP,  IPX,  and  AppleTalk 

-  Compact  package  with  integral  CSU  Option! 


9c  rasTLomm 
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NETWORK  HELP  DESK 


Ron  Nutter,  a  Master  Certified 
Novell  Engineer  and  Groupware 
CNEin  the  Lexington,  Ky.,  area, 
tracks  down  the  answers  to  your 
questions.  Call  (800)  622-1 108,  Ext. 
7476,  or  send  your  questions  to  rnut- 
ter@world.std.com. 

How  can  I  implement  IPtunneling  on 
NetWare  3.12  using  the  IPTun- 
nel.NLM  module? 

Via  NWFusion 

After  loading  the  TCP/IP  module 
on  the  server  and  verifying  that  it  is 
operating  correctly,  create  the  tun¬ 
nel  using  the  syntax:  LoadIPTunnel 
Peer=ll.ll.ll.ll  (replace  11.11.11. 
11  with  an  IP  address  of  a  NetWare 
server  to  which  you  want  to  establish 
aconnection).Thenbind  IPXtothe 
IPTunnel  driver  with  a  unique  net¬ 
work  number.  Use  this  same  network 
number  on  the  remote  NetWare 
server  to  which  you  are  connecting. 

Setting  up  IP  tunneling  can  be  dif¬ 
ficult,  but  it  will  help  to  apply  all  the 
latest  updates,  including  the  latest 
TCP/IP  driver  (TCPN04.EXE),  on  all 
servers  that  will  be  participating  in 
the  tunneled  network.  Once  every¬ 
thing  is  up  and  running,  you  should 
be  able  to  do  an  SList  and  see  the 
server  on  the  remote  end. 

The  IPTunnel  driver  is  encapsu¬ 
lating  I PX  packets  within  I P  wrap¬ 
pers  and  sending  the  packets  to  the 
destination  addresses  specified 
when  you  loaded  the  IPTunnel 
driver.  This  could  potentially  impact 
server  performance,  because  addi¬ 
tional  work  is  needed  at  the  sending 
and  receiving  ends.  Depending  on 
the  number  of  servers  and  the  flow  of 
interserver  traffic,  you  may  want  to 
consider  upgrading  to  N ovell’s  I  ntra- 
netWare  and  invoking  netware  I P. 

IntranetWare  does  not  yet  support 
native  IP,  but  Novell  is  working  on  it. 
By  moving  to  IntranetWare,  you  have 
the  option  of  staying  with  IPTunnel 
and  leaving  configuration  manage¬ 
ment  to  INETCFG  or  changing  over 
to  NetWare  IP. 

One  of  the  advantages  of  N  etWare 
IP  is  that  the  Server  Advertisement 
Protocol/Routing  Information  Proto¬ 
col  traffic  drops  from  a  1  -minute  to  a 
5-minute  interval.  This  can  help 
regain  bandwidth  on  the  leased  lines 
connecting  the  servers.  This  change 
will  be  more  noticeable  on  circuits 
operating  at  sub-T-1  speeds  such  as 
56Kor  128Kbit/sec. 


Technology  Update 

Covering:  Evolving  Technologies  and  Standards 


Tuning  DSL  data  rates  for  business  users 


By  David  Helfrich 

Flexible  bandwidth  with  a  low 
entry  cost  is  the  driving  idea 
behind  the  emerging  multi¬ 
speed  digital  subscriber  line 
(DSL)  technologies. 

Most  early  DSL  vendors 
focused  dteir  efforts  on  high¬ 
speed  asymmetric  DSL  con¬ 
sumer  services. 


more  bandwidth  than  today’s 
dial-up  solutions  can  offer,  but  at 
speeds  slower  than  T-l .  These 
market  segments  include:  re¬ 
mote  branch  offices  exchanging 
infonnation  with  a  corporate 
site;  small  offices  indepen¬ 
dently  linking  to  the  Internet, 
partners  and  suppliers;  home 
office  workers  accessing  e-mail, 


and  vice  versa. 

Multispeed  DSL  is  a  special 
type  of  SDSL  technology  that 
provides  a  low  entry  point 
for  customers  who  initially  need 
a  small  increase  in  bandwidth 
but  anticipate  higher  bandwidth 
requirements  in  the  future. 

Using  a  single  pair  of  legacy 
copper  in  the  local  loop,  multi- 


HOW  IT  WORKS 

Defining 
Multispeed  DSL 


2 


A  performance  management  application 
associated  with  DSL  Access  Multiplexer  (DSLAM) 
monitors  bandwidth  usage  and  generates  reports 
for  the  carrier  and  subscriber.  The  carrier  uses  the 
reports  to  optimize  DSL  service  based  on  price 
and  performance. 


Multispeed  digital  subscriber  line 

Remote  branch  office 

(DSL)  services  let  remote  branch  or 
home  office  users  ac^just  bandwidth 
needs  according  to  usage. 

"1 

\ 

DSL  CPE 

4  The  carrier  initially 

1  provisions  the  DSL  service 

Am 
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and  customer  premises 

equipment  (CPE)  for  a  low 

speed,  such  as  128Kor 

256K  bit/sec. 

im 

Central  office 


DSL  link 


Performance 

management 

application 

3  At  the  subscriber’s  request,  the  carrier 
can  remotely  upgrade  the  DSL  service  to 
a  higher  speed  up  to  1.024M  bit/ sec. 


They  reasoned  that  6M/8M 
bit/sec  downstream  perfor¬ 
mance,  with  a  limited  64K/ 640K 
bit/sec  speed  in  the  upstream 
direction,  was  the  right  DSL 
implementation  to  address  the 
needs  of  the  mass  consumer  mar¬ 
ket  running  video  on  demand, 
interactive  gaming  and  other 
high  bandwidth,  asymmetric 
applications. 

The  most  natural  targets  for 
DSL  among  the  business  com¬ 
munity  are  those  users  who  want 
LAN-like  performance  with 


the  World  Wide  Web  and  other 
networking  services;  and  tele¬ 
workers  communicating  with 
coworkers  at  headquarters  or 
surfing  the  Web. 

Symmetric  DSL  (SDSL)  is  the 
first  digital  service  that  offers  on- 
demand  connectivity  at  speeds 
greater  than  ISDN’s  128K 
bit/sec  and  less  than  T-l’s  1.5M 
bit/sec.  Typical  SDSL  imple¬ 
mentations  provide  two-way 
bandwidth  in  the  768K  bit/sec 
range,  priced  considerably  lower 
than  fractional  T-l  services  offer¬ 
ing  comparable  band¬ 
width. 

At  that  speed,  can  the 
average  56K  bit/sec 
modem  user  of  today 
take  advantage  of  768K 
bit/sec?  And  is  the 
higher  speed  afford¬ 
able?  Perhaps  not. 

The  point  is  this:  The 
needs  of  the  remote 
branch  office  are  differ¬ 
ent  from  those  of  the 
small  office,  the  home 
office,  the  teleworker 


speed  DSL  delivers  a  range  of 
bandwidths  from  1 28Kbit/ sec  to 
1.024M  bit/sec. 

This  is  to  address  the  market’s 
need  for  DSL  in  a  manner  that  is 
cost-effective  for  carriers  to 
deploy  and  for  business  users 
to  adopt.  The  term  “carriers” 
in  this  context  refers  to  incum¬ 
bent  local  exchange  carriers 
and  competitive  local  exchange 
carriers. 

With  multispeed  DSL,  the  car¬ 
rier  provisions  DSL  service  to 
meet  specific  user  needs  by  alter¬ 
ing  three  different  parameters: 
the  cost  of  the  service,  the  reach 
of  the  service  and  the  bandwidth 
offered  by  the  service. 

Based  on  their  perceived  per¬ 
formance,  budgetary  require¬ 
ments  and  distance  from  the 
central  office,  subscribers 
choose  the  appropriate  service 
offering. 

Carriers  normally  price  these 
different  services  on  a  staggered 
scale,  depending  on  the  cost  of 
competitive  service  offerings  to 
the  subscriber  location. 


SPEEDS  AND  FEEDS 

Multispeed  digital  subscriber  line  supports 
the  following  data  rates  and  distances: 


Data  rate 

Distance 

128K  bit/  sec 

22,000  feet 

256K  bit/sec 

21,500  feet 

384K  bit/ sec 

14,500  feet 

768K  bit/ sec 

13,000  feet 

1.024M  bit/sec 

11,500  feet 

Once  a  subscriber’s  service  is 
turned  up,  the  carrier  enters  the 
specific  data  rate  and  distance 
characteristics  into  the  configu¬ 
ration  database  of  the  network 
management  application  for  the 
DSL  network  device  located  at 
the  central  office. 

Using  2B1Q  encoding  and  a 
special  multispeed  DSL  hard¬ 
ware,  the  configuration  parame¬ 
ters  trigger  changes  in  the  clock 
rates  and  transmission  speeds  of 
the  DSL  link  to  meet  the  speci¬ 
fied  bandwidth  targets. 

A  monitoring  utility  in  the 
management  application  al¬ 
lows  the  carrier  to  track  histor¬ 
ical  usage  of  the  DSL  link  and 
report  that  information  back 
to  the  subscriber  at  appropriate 
intervals. 

If  the  subscriber  regularly  hits 
peak  utilization  rates,  the  carrier 
can  migrate  the  user,  at  his 
request,  to  a  higher  speed  of  ser¬ 
vice  at  a  correspondingly  higher 
billing  cost. 

The  carrier  implements  the 
change  simply  by  updating  the 
configuration  profile  in  the  man¬ 
agement  application;  no  hard¬ 
ware  changes  are  required  at  the 
subscriber  end  or  at  the  central 
office. 

The  Yankee  Group  predicts 
that,  even  through  the  year  2002, 
more  than  90%  of  digital  access 
lines  will  operate  at  1 .5M  bit/sec 
or  less. 

With  multispeed  DSL,  avail¬ 
able  from  companies  such  as 
Copper  Mountain  Networks, 
Inc.,  these  lines  offer  an  efficient 
alternative  for  business  remote 
access:  the  right  amount  of  band¬ 
width  for  the  right  price. 

Helfrich  is  vice  president  of 
marketing  and  sales  for  Copper 
Mountain  Networks,  Inc.  He  can  be 
reached  at  ( 650)  938-6000. 

Need  information? 

Let  Netxuork  World  provide  a 
quick  primer  on  an  impor¬ 
tant  or  emerging  technology. 

If  you  have  an  idea  for 
Technology  Update,  contact 
Michael  Cooney  by  phone  at 
(508)  875-6400  or  e-mail  at 
michael_cooney@nww.  com. 
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AT&T  finally  makes  the  right  move 


year  wasted. 

That’s  my  read  on  AT &T’s  announcement  last  week 
that  it  has  signed  on  C.  Michael  Armstrong  as  its  new  CEO. 

Armstrong  reportedly  was  in  the  running  for  the  top 
job  a  year  ago,  but  Bob  Allen  didn’t  hit  it  off  with  him  and 
never  mentioned  his  name  to  the  board.  Instead,  Allen 
offered  up  John  Walter,  then  the  top  man  at  R.R.  Donnelly  &  Sons,  a 
printing  company.  The  board  inexplicably  wentalong.  Walter  lasted 
all  of  nine  months. 

Now  AT&T  has  made  the  decision  it  should  have  made  in  thefirst 
place.  What  it  has  lost  in  the  process,  we  ’ll  never  know.  Suffice  it  to  say 
that  during  the  past  few  months,  while  the  WorldComs  and  GTEs  of 
the  world  have  been  looking  ahead  and  jockeying  for  position,  AT&T’s 
board  has  been  dealing  with  executive  search  firms,  its  hands  tied 
behind  a  lame  duck  CEO. 

That  said,  .Armstrong  looks  like  the  kind  of  leader  AT&T  needs. 
He’s  no  industry  outsider,  having  been  with  IBM  for  3 1  years  as  well  as 
serving  as  CEO  of  Hughes  Electronics  since  1 992. 

It’s  been  well-documented  how  Armstrong  dealt  with  dwindling 
defense  spending  by  weaning  Hughes  away  from  its  defense-driven 
strategy,  instead  bringing  high-tech  to  the  masses  with  things  such  as 
DirecTV.  Thatability  to  deal  with  dramatic  change  should  serve  him 


well  at  AT&T. 

Let’s  not  overlook  the  fact  that  Hughes  also  has  divisions  focused 
on  commercial  users.  Hughes  Network  Systems  makes  cellular  and 
personal  communications  services  equipment  as  well  as  ATM  and 
frame  relay  switches.  It  also  offers  satellite  services  ofvarious  kinds, 
from  paging  to  high-speed  LAN  interconnection  offerings. 

The  point  is,  Armstrong  should  be  no  stranger  to  the  problems  you 
face  every  day.  He’s  given  indications  of  this  already. 

‘  ‘There  is  no  strategy,  there  is  no  packaging,  there  is  no  bundling 
that  will  overcome  lack  of  costand  price  competitiveness,”  he  told  ana¬ 
lysts  last  week. 

That’s  a  refreshing  statement  given  AT &T’ s  recent  penchant  for 
hiking  frame  relay  and  private  line  prices.  Likewise,  it’s  refreshing  that 
Armstrong  essentially  refused  to  play  second  fiddle  to  Allen,  even  fora 
few  months.  He  wants  to  call  the  shots  and  take  responsibility. 

‘  ‘In  Mike,  we  have  found  a  leader  with  exceptional  technological 
vision,  a  good  understanding  of  the  forces  transforming  the  communi¬ 
cations  services  industry  and  a  strong  record  of  accomplishment,’  ’  said 
AT&T  board  member  Walter  Elisha,  who  chaired  the  board’s  search 
committee. 

Too  bad  AT &T  didn  ’  t  land  a  guy  like  that  a  year  ago. 

Paul  Desmond,  features  editor  pdesmond®  nww.com 


Intranet  Advisor  •  Daniel  Blum 


Desktop  weaknesses  offset  Microsoft’s  server  strengths 


Ohe  four  days  I  spent  last  month  at  Microsoft’s  Professional 
Developers  Conference  left  me  feeling  bullish  on  the  soft¬ 
ware  giant’s  Windows  NT  5.0  server-side  plans  but  bearish 
on  its  Active  Desktop  and  client-side  direction. 

Articulate  Microsoft  representatives  —  manywith  the  title  “Evan¬ 
gelist”  on  their  business  cards  —  expounded  on  some  great  ideas.  A 
number  of  bold  initiatives,  including  NT5.0  Distributed  Systems  and 
Zero  Administration  Windows,  indicate  Microsoft  has  heard  users’ 
requests  for  lower  total  cost  of  ownership  loud  and  clear. 

I’m  optimistic  that  the  Active  Directory  Service  will  enable  many 
users  to  achieve  Microsoft’s  vision  of  a  single  point  of  network  admin¬ 
istration  and  centralized,  secure  PC  configuration.  In  addition,  the 
integration  of  the  BackOffice  Internet  Information  Server,  Micro¬ 
soft  Message  Queue  and  Microsoft  Transaction  Server  into  NT  5.0 
will  make  Web-based  transaction  processing  applications  more  man¬ 
ageable,  robust  and  easier  to  develop. 

These  server-side  capabilities  will  be  very  good  for  intranets.  With¬ 
in  the  Microsoft  product  line  they’ll  enable  you  to  follow  “intranet 
best  practices”  —  that  is,  standardize  on  a  small  number  of  robust 
Webserver  implementations  for  document  management  and  Web- 
based  application  development  and  centrally  manage  the  server 
infrastructure. 

But  another  best  practice  —  enabling  easy  Web  content  creation 
at  every  desktop  —  is  still  tough  to  do  with  Microsoft  products. 
Office97  continues  to  be  based  on  proprietary  document  formats, 
and  some  of  Microsoft’ s  Office-to-HTML  conversion  utilities  run 
slowly  and  produce  ragged  results. 

I  hoped  Office97  would  help  me  Web-enable  my  large  inventory 
of  Word  documents.  But  after  trying  the  latest  authoring  add-ons,  I’ll 
stick  with  Netscape  Navigator,  Netscape  Composer  and  the  trusty 
clipboard  to  move  content  from  Word  to  the  Web. 

Until  Microsoft  really  builds  HTML  into  its  Office  product  line, 
Internet  Explorer  4.0’s  Active  Desktop  capabilities,  which  letyou 
incorporate  Windows  and  HTML  elements  on  your  desktop,  arejust 
window  dressing.  Microsoft’s  talk  of  hyperintelligent  pages  with  lots 
of  extensions  doesn  ’  t  do  anything  to  help  users,  and  may  even 
endanger  the  cross-platform  integrity  of  HTML. 

In  the  meantime,  Office  97  makes  my  PC  run  more  slowly  and  cre¬ 
ates  file  conversion  headaches.  Intranet  managers  in  Windows  and 
NT  shops  had  better  be  careful  or  they’ll  have  these  types  of  prob¬ 
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lems  spread  across  thousands  of  desktops. 

Microsoft  is  a  technology  company  at  heart.  It  is  most  comfortable 
ahead  of  the  curve ,  adding  neat  features  and  surfing  the  boundaries  of 
Moore’s  Law,  which  states  that  the  price/performance  of  workstations 
doubles  approximately  every  1 2  to  18  months.  Microsoftwill  deliver 
feature-intensive  solutions  to  cost-of-ownership  problems  but  will  miss 
some  of  the  basics:  simplicity,  stability,  performance  and  support. 

Don’ t  get  caught  on  the  bleeding  edge .  Pilot  NT  5.0  early  and  cash 
in  on  the  NT  server  revolution  once  the  migration  bugs  have  been 
worked  out.  Be  slow  to  adopt 
Microsoft’s  new  desktop  offer¬ 
ings.  Hold  back  on  deploying 
future  operating  system  and 
Office  releases  until  you  can  test 
them  thoroughly,  coordinate 
their  installation  with  planned 
hardware  upgrades  and  build  on 
top  of  your  NT  5.0  server  infra¬ 
structure.  Then  use  the  resulting 
savings  to  buy  best-of-breed  third- 
party  applications  and  file  conver¬ 
sion  utilities  to  backfill  any 
document  compatibility  issues. 

Keep  looking  for  the  tools  you 
need  to  seamlessly  integrate  word 
processing  and  other  documents 
with  HTML  content  publishing. 

Until  you  find  them,  recognize 
that  many  users  are  still  jumping 
through  hoops  to  get  their  con¬ 
tent  on  the  Web,  and  adjustyour 
performance  expectations 
accordingly. 


Blum  is  a  principal  at  Rapport 
Communication,  a  consultancy  fo¬ 
cusing  on  intranet  messaging, 
directories  and  groupware.  He  can  be 
reached  at  dblum@rnindspring.com 
or  www. rapport.com. 


Send  letters  to  nwnews@nxuw.com  or  John  Gallant, 
editor  in  chief,  N  etwork  World,  161  Worcester  Road, 
Framingham,  MA  01 701.  Please  include  phone  num¬ 
ber  and  address  for  verification . 

Spam  control 

Regardingyourarticle  “Spammers 
beware:  Usenet2  notforyou”  (Sept.  22, 
Page 1): 

It’s  about  time  something  was  done 
about  the  volume  of  spamming  going  on. 
When  I  subscribe  to  a  particular  news- 
group,  I  do  so  because  I  am  interested  in 
the  specific  topic  that  newsgroup  covers, 
can’t  afford  to  waste  my  time  sorting 
through  messages  proclaiming,  “The 
best  xxx  si te  in  the  world !  ”  or  ‘  ‘Ways  to 
make  $$$.”  Usenet2  sounds  great! 

Steve  Pasikowski 
Network  administrator 
Accident  Fund  Company 
Lansing  Mich. 
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Switching  into  a  new  generation 


&  m  ue  to  hardware  that  invariably  failed  to  live  up  to  its  hype,  switching  and  ATM 
'  ™  have  yet  to  play  major  roles  in  IBM-centric  networking.  This  has  occurred 

despite  IBM’s  continued  promotion  of  such  technologies  and  their  burgeon¬ 
ing  use  in  the  non-IBM  sector. 

However,  a  new  crop  of  switches  could  change  IBM  users’  attitudes  toward 
migrating  to  switching-oriented  network  solutions. 

The  three  new  switches  that  are  likely  to  precipitate  this  trend  are  IBM’s  8265 
Nways  ATM  switch,  Cisco’s  Catalyst  3900  token-ring  switch  and  Olicom’s  Cross- 
Fire  OC-8600  token-ring  switch.  All  of  the  products  offer  much  higher  through¬ 
put  and  added  functionality  than  comparable  products,  for  a  significantly  lower 
price. 

The  Cisco  and  Olicom  switches  offer  throughput  that  is 
at  least  1  1/2  times  faster  than  today’s  fastest  switch  at  a  per- 
port  cost  that  is  less  than  half  that  of  current  switches.  This 
makes  token-ring  switching  affordable  for  workgroup  con¬ 
figurations.  Individual  PCs,  with  existing  network  interface 
cards,  now  will  be  directly  connected  to  the  switch  with  dedi¬ 
cated  16M  bit/ sec  bandwidth,  while  LAN  servers  and  other 
hosts  will  be  connected  by  high-speed  ATM  uplinks. 

Similarly,  the  IBM  8265  ATM  switch  has  a  list  price  that 
is  one-third  lower  than  an  IBM  8260-A1 7  ATM  switch  and 
offers  three  to  four  times  the  throughput  of  the  older 
switch. 

The  Cisco  and  Olicom  switches  already  are  shipping  in  volume  and  proving  to  be 
reliable  and  stable.  The  IBM  ATM  switch  is  slated  to  ship  early  next  month.  If  you 
have  not  already  started  evaluating  some  form  of  switching,  begin  by  taking  a  look  at 
what  these  new  products  have  to  offer. 

Given  their  enhanced  speed,  impressive  functionality  and  breakthrough  pric¬ 
ing,  these  three  offerings  deserve  to  be  called  and  treated  as  second-generation 
switches. 

The  key  features  that  position  the  Cisco  and  Olicom  switches  as  second  genera¬ 
tion  include  cut-through  and  full-duplex  mode  operation,  seamless  scalability  to 
200  ports  or  more  and  a  wealth  of  uplinks,  including  1 55M  bit/sec  ATM  and  1 00M 
bit/sec  full-duplex  Fast  Token  Ring. 

For  its  part,  the  IBM  8265  has  1 7  slots,  a  25G  bit/ sec  ATM  backplane  and  a  switch¬ 
ing  engine  that  delivers  12. 8G  bit/ sec  of  full-duplex,  aggregate  throughput.  The 
modular  8265  can  provide  for  as  many  as  56  155M  bit/  sec  OC3  ATM  ports,  up  to  14 
622M  bit/sec  OC12  ATM  ports,  or  a  combination  thereof. 

In  addition,  the  switch’s  backward-compatibility  mode  enables  it  to  support 


IBM’s  existing  8260  ATM  and827x 
ATM/LAN  switching  modules.  By  using  the 

8260  ATM  module  developedfor  IBM  last  year  by  FiberCom,  the  8265,  in  theory, 
can  support  voice  traffic  in  addition  to  broadband  data  and  video  traffic. 

Right  now,  the  8265’s  only  apparent  weakness  is  its  lack  of  full-blown  support  for 
traditional  LANs,  in  particular  FDDI  and  Fast  Ethernet.  Its  current  LAN  support  is 
restricted  to  two  multislot  8271  Ethernet  and  8272  token-ring  ATM/LAN  switching 
modules  and  the  Universal  Feature  Cards  that  can  be  plugged  into  them. 

IBM  in  the  near  future  intends  to  offer  some  high  port-density  Fast  Ethernet 
modules  for  the  8265. 

At  the  NetWorld+Interop  97show  earlier  this  month, 
many  attendees  asked  me  how  token-ring  switching  and 
ATM  relate  to  the  SNA-capable  intranet  paradigm  I  have 
been  advocating  in  recent  columns. 

The  answer  is  very  simple.  Switching  technology, 
though  not  imperative,  can  provide  significant  bandwidth, 
at  a  relatively  modest  increase  in  overall  cost,  to  enhance 
the  performance  of  SNA-capable  intranets. 

Thus,  rather  than  being  mutually  exclusive,  switching 
and  SNA-capable  intranets  are  complementary  and  even 
synergistic  technologies. 

BayNetworks’  5745  Enterprise  Server  Module  provides 
a  good  example  of  how  switching  and  SNA-capable  intranets  are  converging.  The 
5745  ESM  is  a  full-function  server  for  SNA-capable  intranets  that  resides  within  Bay’s 
System  5000  Switching  Hub,  which  supports  both  LAN  switching  and  ATM.  Do  not 
feel  obliged  to  devote  all  of  your  attention  to  just  one  of  these  technologies.  Instead, 
you  should  start  crafting  plans  to  integrate  your  data  center  with  your  intranet  by 
using  token-ring  switching  and  ATM  to  satisfy  your  growing  bandwidth  needs. 

The  IBM,  Cisco  and  Olicom  offerings  have  the  potential  to  help  switching 
technology  finally  gain  a  firm  and  permanent  foothold  in  IBM-centric  networking. 
Thanks  to  these  second-generation  token-ring  switches,  you  can  finally  enjoy  the 
true  benefits  of  high-performance  LAN  switching  technology,  seamless  access  to 
broadband  ATM  and  a  viable  alternative  to  Fast  Ethernet. 

In  addition,  you  can  now  refine  your  SNA-capable  intranet  paradigm  to  take 
advantage  of  these  bandwidth-expanding  technologies  in  your  LAN/WAN  infra¬ 
structure. 

Guruge  is  an  independent  consultant  specializing  in  internetworking  and  IBM 
network  architectures.  He  can  be  reached  at  ( 603)  279-3596  or  aguruge@mcimail.com. 


Microsoft’s  real  motive 

Your  article  “Microsoft  devel¬ 
opers  snubbingjava”  (Sept. 

29,  page  23)  was  full  of  market¬ 
ing  bull.  Let’s  get  real  for  a 
minute. 

Java  is  scaring  the  pants  off 
Microsoft  because  it  cannot  con¬ 
trol  its  growth  or  direction.  The 
numbers  I  have  seen  on  the  Web 
indicate  that  the  ratio  of  real 
companies,  Web  developers  and 
general  Web  sites  implementing 
Java  vs.  ActiveX  is  somewhere 
on  the  scale  of  10  (Java)  to  1 
(ActiveX). 

Java  is  a  young  language  that 
is  doing  some  great  things.  Sure 
it’s  slow  for  now  and  will  be  hard 
to  implement  for  true  client/ 
server  projects. 

Visual  Basic  experienced  the 
same  problems  when  it  came 
out,  and  it  is  still  not  a  true  cli¬ 
ent/server  application  develop¬ 
ment  language  ready  for  the  big 
time — simple  database  stuff, 
sure,  just  not  the  thousands  of 


Go  online  to  read 
more  letters  to  the 
editor. 


transactions  per  day  real  sys¬ 
tems  need. 

Developers  who  know  their 
stuff  and  have  fairly  evaluated 
Java  know  it  is  better  than 
ActiveX.  It  is  more  stable  than 
anything  Microsoft  has  done  to 
date  in  early  releases. 

I  would  hazard  a  guess  that 
the  people  who  sold  you  their 
tripe  werejunior-level  program¬ 
mers  looking  to  gettheirwords 
in  print. 

Larry  Scott 
Frederick,  Md. 

Partners  in  hype 

In  his  column  “A  sweat  and 
puffery  test”  (Sept.  29,  page 
120),  Mark  Gibbs  places  all  the 


blame  for  hype  on  vendors.  I 
think  the  trade  magazines  bear 
equal  responsibility.  The  trades 
often  reprint  press  releases  with 
only  minor  editing,  thereby  sub¬ 
stantiating  the  products. 

It  has  gotten  so  bad  that  while 
pursuing  my  MBA,  I  had  an 
instructor  who  claimed  a  prod¬ 
uct  existed  (and  worked)  based 
on  only  the  ads  in  the  trade 
mags.  I  think  it’s  important  to 
look  in  the  mirror  before  throw¬ 
ing  stones. 

John  Purcell 

Information  systems  manager 
Liberty  Bond  Services 
Plymouth  Meeting,  Pa. 

Clueless 

Regarding  Mark  Gibbs  ’  col¬ 
umn  “Quiz  time:  Are  you  certifi- 
ableyet?”  (Oct.  6, page  137): 

Thanks  for  the  information 
regarding  the  Network  Opera¬ 
tions  Certification  Learned 
Under  Extremis  (NOCLUE) 
courses.  However,  I  already  hold 


similar  certification  and  feel 
NOCLUE  trainingwouldbe 
somewhat  redundant. 

You  see,  I  currently  hold  I  Did 
It  On-the  job  Training  (IDIOT) 
certification. 

It’s  a  continual  learning  pro¬ 


cess,  with  classes  meeting  every 
day,  so  your  skills  never  become 
obsolete. 

Bob  Hanson 
Systems  manager 
Bill  Few  Associates 
Pittsburgh 
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PECIAL 


■  You  know  Fast  Ethernet  is  the  way  to  go -in  this  industry,  faster  is  always  better.  And 
now,  Fast  Ethernet  adapters  from  Kingston®  are  less  expensive  than  most  10Mbps 
Ethernet  adapters.  This  provides  you  with  the  best  value  in  networking  ever!  Not  only 
will  these  new,  even  lower  prices  save  your  customers  money,  they  will  also  increase  your  profits 
through  higher  margins. 


And  Kingston  Fast  Ethernet  adapters  are  the  perfect  solution  for  all  your 
Fast  Ethernet  installations.  Does  your  customer  have  a  10Mbps  Ethernet 
network?  Want  to  avoid  obsolescence?  You  don’t  even  need  to  make  a  driver 
change  when  you  upgrade  to  Fast  Ethernet.  The  Kingston  Fast  Ethernet  PCI 
adapter  automatically  supports  both  10Mbps  and  100Mbps  line  speed. 


Microsoft- 
NetWare.  window<95 


The  best  part  is,  with  our  everyday  low  prices  you  get  Fast  Ethernet 
performance  at  Ethernet  costs.  In  fact,  Kingston  is  selling  these  Fast 

Ethernet  adapters  for  the  same  price  as  other  manufacturer’s  10Mbps  Ethernet 

p'  %  D  / 

adapters.  In  addition  to  price  savings,  you  get  Kingston’s  reliability,  toll-free  Vt 

technical  support,  lifetime  warranty  and  our  free  QStart  installation  and 
diagnostic  program  that  makes  installation  a  snap. 


www.kingston.com/ad 


Excellent  quality  and  reliability  combined  with  prices  that  fit  any  budget,  increase  your  customer 
satisfaction  while  increasing  your  reseller  margins  with  Kingston 
today.  Give  us  a  call  at  (800)  435-0605. 

Networking  Business  Unit 
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REPORTS  FROM  EUROPE  AND  ASIA  SHOW  VARIED 
APPROACHES  TO  CONTROLLING  INTERNET  CONTENT. 


Censorship  on 

The  view  from 


From  IDG  News  Service  reports 


hen  the  Supreme  Court  struck 
down  the  Communications 
Decency  Act  (CDA)  in  June,  it 
was  a  clear  victory  for  free  speech 
advocates  in  the  U.S.  But  lest  we 

forget,  the  Internet  is  a  global  beast,  and  similar  debates 
over  how  or  whether  to  regulate  its  content  are  being 
played  out  in  countries  the  world  over. 

To  give  you  a  sense  of  where  some  major  countries 
stand  on  the  issue  of  Internet  censorship,  Network  World 
enlisted  the  aid  of  the  IDG  News  Service,  a  news¬ 
gathering  organization  run  by  International  Data  Group, 


Censorship  ratings: 

Red:  Internet  traffic  is  highly  regulated. 

Some  Internet  traffic  subject  to  regulations 
Green:  Few  or  no  Internet-specific  regulations. 


the  parent  company  of  Network 
World.  The  news  service  has 
reporters  stationed  in  countries 
around  the  world,  with  the  heaviest 
concentrations  in  IT  hot  spots 
throughout  Europe  and  Asia.  The  following  is  their  take 
on  where  key  industrialized  countries  of  the  two  conti¬ 
nents  stand  on  the  ’Net  censorship  issue. 

This  coverage  is  augmented  online  (www.nwfusion. 
com)  by  a  synopsis  of  the  situation  in  other  parts  of  the 
world,  including  Australia,  New  Zealand,  the  Middle  East 
and  Latin  America. 


Asia 

When  it  comes  to  ’Net  censorship  in  Asia,  the 
picture  is  diverse,  ranging  from  countries  with 
no  restrictions  on  Internet  usage  to  those  with 
governments  imposing  blackouts  on  sites  featur¬ 
ing  topics  deemed  subversive  or  offensive. 

Typically,  countries  employing  ’Net  censorship 
—  notably,  China,  Singapore  and  Vietnam  —  are 
those  governed  by  regimes  traditionally  strong 
on  controlling  citizens’  access  to  all  manner  of 
information,  from  the  printed  word  to  broadcast 
media. 

On  the  other  hand,  Malaysia,  the  Philippines, 
Taiwan  and  Thailand  have  little  or  no  controls 
on  ’Net  content.  For  example,  in  Taiwan,  there  is 
no  Internet  censorship  whatsoever  because  there 


is  no  government  organization  charged  with  the 
responsibility  of  controlling  the  ’Net. 

It’s  easy  to  guess  the  kind  of  “sensitive”  subject 
matter  countries  will  censor.  While  operating  a 
fairly  open  policy  toward  the  Internet,  South 
Korea  blocks  what  the  government  deems  to  be 
“propaganda”  from  bitter  rival  and  neighbor 
North  Korea. 


China 


Reguladons  in 
China  require  any¬ 
one  who  wants  an 
Internet  account  to 
register  with  with  the 


Public  Security  Bureau,  the  country’s  police 
force. 

“’Net  censorship  here  is  on  a  pretty  small 
scale,  and  there  are  ways  around  it,”  says  Jared 
Peterson,  senior  analyst  for  research  company 
IDC  China,  based  in  Beijing.  He  gave  the  exam¬ 
ple  of  Anonymizer  technology,  which  allows 
users  to  log  on  to  the  ’Net  and  provides  them 
with  an  untraceable  path.  “That  kind  of  circum¬ 
vention  is  pretty  hard  to  detect,”  he  adds. 

However,  given  China’s  attitude  toward  Taiwan 
and  Tibetan  independence,  access  to  Web  sites 
containing  material  on  those  topics  is  blocked  by 
the  government,  as  is  access  to  sites  hosted  by 
overseas  Chinese  dissidents. 

Moves  are  now  afoot  by  foreign  powers, 
notably  the  U.S.,  to  persuade  China’s  govem- 
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ment-owned  Xinhua  news  service  to  lift  bans  on 
information  from  Western  media  providers  such 
as  CNN  and  Time  magazine. 

IDC’s  Peterson  reckons  the  level  of  ’Net  cen¬ 
sorship  in  China  is  no  different  from  that  exist¬ 
ing  in  other  media  in  China.  “There’s  no  histori¬ 
cal  precedent  for  free  speech  here,  so  people 
don’t  have  the  same  perception  about  it.  They 
just  take  it  on  a  daily  basis,”  he  says. 


Presently,  Internet  access 
is  freely  available  in  Hong 
Kong.  Karim  Davezac, 
research  director  for  IDC 
Hong  Kong,  believes  the 
situation  is  unlikely  to 
change  in  the  short  term,  despite  the  return  of 
Chinese  rule  earlier  this  year.  “I  have  the  feeling 
that  the  Chinese  are  trying  to  have  a  hands-off 
attitude  in  regard  to  ’Net  censorship  here,” 
Davezac  says. 


Japan 


B  Prompted  by  a  well-publicized 
case  last  year  in  which  police 
arrested  two  Internet  users  — 
one  a  minor  —  who  posted 
pornographic  images  of  chil¬ 
dren,  a  study  group  under  Japan’s  Ministry  of 
Posts  and  Telecommuni-cations  in  May  released 
guidelines  for  what  the  group  called  “semi-open 
communications.  ” 

Drawing  in  part  on  surveys  of  consumer 
groups,  educators,  lawyers  and  broadcasters,  the 
guidelines  call  for  Internet  service  providers  to 
stipulate  rules  in  their  contracts  with  users  that 
deter  sending  “illegal  or  harmful  content”  over 
the  network. 

If  users  violate  those  rules,  ISPs  are  instructed 
to  cancel  their  contract  with  them.  Among  nine 
areas  included  as  grounds  for  a  contract  cancel¬ 
lation  is  information  that  infringes  on  the  privacy 
of  others  or,  that  is  slanderous  or  forged. 


Singapore 


Singapore  has  an 
extremely  detailed  and 
comprehensive  set  of 
Internet  regulations. 

All  ISPs,  resellers  and 
content  providers  (above  the  level  of  a  personal 
Web  site)  must  be  licensed  by  the  Singapore 
Broadcasting  Authority  (SBA)  to  conduct  their 
activities. 

All  licensed  organizations  must  abide  by  the 
SBA’s  Code  of  Practice,  which  forbids  them  to 
create  or  allow  access  to  sites  containing  unac¬ 
ceptable  material. 

Material  regarded  as  unacceptable  falls  into 
three  categories  —  political,  societal  and  moral. 
The  first  category  covers  matters  such  as  jeopar¬ 
dizing  national  security  and  bringing  the  govern¬ 
ment  into  contempt  or  hatred.  The  second  area 


forbids  inciting  racial  disharmony  or  promoting 
religious  deviations  or  occult  practices.  The  third 
category  outlaws  pornography,  the  promotion  of 
promiscuity  and  depiction  of  sexual  perversions 
such  as  pedophilia.  Because  homosexuality  is  ille¬ 
gal  in  Singapore,  it  also  is  included  in  this  latter 
category. 

In  late  September,  the  country’s  National 
Internet  Advisory  Committee  called  for  the  lift¬ 
ing  of  a  ban  on  antigovernment  propaganda  on 
the  Internet,  claiming  the  current  rules  could 
inhibit  free  speech. 


Vietnam  does  not  yet  per¬ 
mit  its  nationals  access  to  the 
Internet,  although  it  has 
drawn  up  detailed  legislation 
to  regulate  eventual  access. 

All  ISPs,  content  providers, 
organizations  and  individuals 
who  wish  to  access  the  World 
Wide  Web  will  have  to  register 
with  authorities. 

Responsibility  for  Web 
activities  will  lie  with  all  par¬ 
ties  involved;  there  is  expect¬ 
ed  to  be  a  legal  obligation  on  Web  surfers  to 
report  any  unsuitable  material  they  come  across. 
The  ISPs,  which  will  be  government  or  govern¬ 
ment-linked  organizations,  will  have  to  provide 
proxy  servers  to  filter  out  unwelcome  sites.  In 
Vietnam’s  case,  these  consist  largely  of  material 
offered  by  overseas  Vietnamese  political  organi¬ 
zations  seeking  to  undermine  the  country’s  gov¬ 
ernment  through  the  spread  of  information.  The 
government  has  warned  that  penalties  for  misuse 
will  be  severe. 


Malays 


Malaysia’s  top  telecom¬ 
munications  official  used 
his  address  at  the  INET 
conference  in  Kuala  Lumpur  in  June  to  reiterate 
his  government’s  commitment  to  keeping 
Malaysia  free  from  regulations  regarding  who 
says  what  on  the  Internet. 

“There  is  no  way  that  we  can  block  the  content 
that  goes  through  the  Internet,”  said  Datuk  Leo 
Moggie,  the  head  of  the  Ministry  of  Energy, 
Telecommunications  and  Posts.  “Instead  of 
blocking  [the  Internet],  we  have  to  adjust  how  to 
react  to  it  over  time.” 

But  with  only  two  Internet  access  providers 
currently  authorized  by  the  government, 

Malaysia  is  no  radical  proponent  of  free-market 
forces.  Moggie  defended  the  government’s  tight 
controls  on  the  provision  of  access,  saying  that 
without  such  a  restriction  on  quantity,  the  quality 
of  Internet  sendee  could  degenerate. 


Europe 


In  April,  the  European  Parliament  (EP) 
passed  a  resolution  calling  for  European  and 
international  action  to  keep  illegal  and  harmful 


material  off  the  Internet.  The  resolution  urges 
the  European  Union  (EU)  to  take  the  lead  in 
encouraging  self-regulation  and  promoting 
mechanisms  that  give  users  ways  to  block  child 
pornography,  racism,  terrorism  and  other  illegal 
content. 

The  resolution,  based  on  a  report  drafted  by 
EP  member  Pierre  Pradier,  recognizes  the  task 
will  be  difficult  if  not  impossible  in  view  of  the  50 
million  people  worldwide  currently  using  the 
decentralized  network. 

To  deal  with  this  structure,  the  EP  believes 
Internet  access  and  service  providers  should  be 
held  liable  for  illegal  content  they  carry,  but  this 
liability  should  be  regulated  at  the  international 
level. 

The  resolution  also  calls  for  the  EU  and  its  15 
member  states  to  require  legal  traceability  of  all 
content  providers  using  the  Internet. 

The  EP  resolutions  recognize  that  the  same 
laws  prohibiting  pedophile  and  racist  material  in 
printed  publications  also  apply  to  online  services, 
but  greater  cooperation  is  needed  among  police 
forces  at  the  European  and  international  levels 
to  make  sure  these  laws  are  respected  on  the 
Internet. 


France 


* 


France  last  year  witnessed  a  sit¬ 
uation  similar  to  the  recent  over¬ 
turning  of  the  CDA  in  the  U.S., 
according  to  Olivier  Iteanu,  a 
Paris-based  lawyer  and  general 
secretary  of  the  Internet  Society  (ISOC)  of 
France. 

In  July  1996,  when  the  former  French  govern¬ 
ment  drew  up  laws  concerning  telecommunica¬ 
tions  deregulation,  a  clause  specific  to  the 
Internet  would  have  allowed  for  censorship.  The 
clause  was  challenged  by  the  then  Socialist  oppo¬ 
sition,  however,  on  the  grounds  it  was  unconstitu¬ 
tional,  and  it  never  entered  into  law,  Iteanu  says. 

A  report  commissioned  by  the  French  govern¬ 
ment  last  year  also  recommended  the  applica¬ 
tion  of  existing  French  laws  to  the  Internet, 
rather  than  the  introduction  of  new  laws,  says 
Iteanu,  who  is  in  favor  of  the  Internet  com¬ 
munity  policing  itself.  Iteanu  saw  the  overturn  of 
the  CDA  in  the  U.S.  as  a  positive  move  that 
would  fuel  the  argument  in  favor  of  such  self-reg¬ 
ulation  in  France.  A  government  spokeswoman 
said  it  is  too  early  to  comment  on  how  the  deci¬ 
sion  may  shape  the  French  government’s 
approach  to  Internet  regulation. 


Denmark 


^  f 


The  Danish  Minister  of 
Research  and  Information 
Technology,  Jytte  Hilden,  is 
strongly  against  any  form  of 
censorship  on  the  Internet. 
At  a  conference  in  Bonn 
this  summer,  Hilden  addressed  freedom  of 
speech  and  human  rights  and  criticized  the 
majority  of  Western  democracies  for  the  moral 
panic  the  Internet  has  caused  among  politicians 
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over  the  past  few  years. 

“With  the  Internet,  we  have  been  given  a 
media  that,  for  the  very  first  time  in  history, 
makes  it  possible  for  ordinary  people  to  gain 
access  to  information  that  used  to  exclusively 
belong  to  the  elite.  Everyone  can  talk  to  each 
other  around  the  world  and  express  themselves 
and  exercise  their  freedom  of  speech.  And  what 
is  the  reaction  from  the  politicians  other  than 
demanding  on  the  spot  that  they  want  to  control 
the  Internet?  That  is  not  right,”  she  said. 

Hilden  says  the  same  laws  that  apply  to  content 
in  the  “real  world”  should  apply  to  the  Internet. 
However,  she  has  held  talks  with  the  Danish 
Minister  of  Justice  with  the  aim  of  securing  more 
resources  for  investigative  authorities  so  they  can 
solve  Internet-related  crimes,  such  as  the  distribu¬ 
tion  of  child  pornography  via  the  ’Net. 


Sweden 


f 


There  are  several  commissions 
in  Sweden  looking  into  the  issue 
of  Internet  content  at  the 
moment.  So  far,  they  have  pro¬ 
duced  no  real  regulations. 

“We  have  a  long  tradition  of 
freedom  of  informauon  here  in 
Sweden,”  says  Jan  Freese,  direc¬ 
tor  general  of  Sweden’s  National 
Post  and  Telecommunications  Agency  in 
Stockholm.  “There  are  lots  of  people  here  that 
want  regulation  concerning  pornography  [on 
the  Web],  but  it’s  too  early  to  say.  It  is  more  or 
less  impossible  to  regulate  the  Internet.” 


Finland 


In  Finland  last  year,  the 
Helsinki  Court  of  Appeals  over¬ 
ruled  a  decision  that  shut  down 
an  anonymous  Internet  remail¬ 
ing  service.  The  owner,  Johan 
Helsingius,  was  accused  of  pro¬ 
tecting  transmitters  of  child 


pornography  (among  other 
things)  and  had  been  ordered  to  let  police  check 
e-mail  addresses  stored  in  the  server  of  his 
Internet  service. 

“The  general  opinion  among  lawmakers  in 
Finland  is  that  what  is  legal  on  the  street  is  legal 
on  the  ’Net  and  vice  versa,”  Helsingius  says. 
“Existing  laws  simply  need  to  be  applied  to  the 
new  media.” 


United  Kingdo 


1 


The  U.K.  is  taking  much  the 
same  position  as  Finland. 

“We  consider  the  obscenity 
laws  in  existence  to  already 
cover  the  Internet,”  says  a  repre¬ 
sentative  for  the  Department  of 
Trade  and  Industry,  the  U.K. 
government  body  that  governs 
privacy  and  security  on  the  Internet. 

In  the  U.K.,  there  are  two  laws  that  treat  the 


possession  and  distribution  of  pornography  and 
other  obscene  material. 

One  law,  the  Protection  of  Children  Act 
(PCA)  of  1978,  makes  it  illegal  to  possess  any  pic¬ 
tures  of  children  under  the  age  of  1 6  —  or  who 
appear  to  be  under  16  —  in  sexually  compromis¬ 
ing  positions.  In  the  late  1980s,  the  act  was 
updated  to  include  electronic  images,  according 
to  Martin  Jauch,  superintendent  of  the  Clubs 
and  Vice  Unit  for  the  Metropolitan  Police  in 
London. 

The  other  more  wide-reaching  law,  the 
Obscene  Publications  Act  (OPA),  created  in  the 
early  1950s,  makes  it  a  crime  to  publish  photos 
or  written  material  deemed  “obscene”  by  police, 
Jauch  says.  The  major  problem  with  the  OPA 
has  been  how  to  define  what  is  “obscene”  and 
what  is  not. 

For  its  part,  the  Metropolitan  Police  wants 
clearer  definitions  under  which  to  prosecute 
offenders  of  the  OPA  and  has  set  up  a  working 
group  with  ISPs  and  legislative  representatives  to 
investigate  changes  to  the  law,  Jauch  says. 

So  far,  there  hasn’t  been  a  case  implicating  an 
ISP.  In  general,  ISPs  have  cooperated  with  police 
when  it  comes  to  providing  information  on  a  sus¬ 
pect  who  may  have  a  Web  site  or  newsgroup  that 
violates  the  OPA  or  PCA,  Jauch  said.  ISPs  also 
have  generally  agreed  to  remove  sites  or  news- 
groups  the  police  find  obscene,  he  says. 

“The  responsibility  lies  with  the  person  who 
put  the  information  on  the  ’Net,”  not  the  ISP, 
Jauch  says.  “We  don’t  seek  to  go  after  ISPs.” 


Ireland 


# 


In  Ireland,  the  situation  is 
much  like  that  in  the  U.K.,  if 
even  less  developed,  according  to 
Dave  Walsh,  member  of  the 
cyberliberties  group  Electronic 
Frontier  Ireland  (EFI).  Ireland 
also  has  its  own  set  of  obscenity  laws  that  are 
being  extended  to  the  Internet.  In  addition,  a 
working  group  on  new  media  has  been  set  up  in 
the  Justice  Department  that  has  asked  industry 
and  individuals  for  submissions  regarding  issues 
facing  new  media  and  cyberfreedom,  Walsh  says. 

In  general,  EFI  is  happy  with  how  the  Irish 
government  and  police  are  handling  pornogra¬ 
phy  cases  on  the  Internet.  Under  current  law, 

ISPs  cannot  be  held  liable  for  indecent  material 
on  their  networks. 

“No  one  is  closing  any  ISPs  down,”  Walsh  says. 

The  government  wants  to  take  its  time  before 
passing  any  new  laws.  “They  don’t  want  to  come 
up  with  a  policy  that  will  be  attacked  like  the 
CDA,”  Walsh  says. 


G  e  r  rr 

a  n  y 

In  a  country  where  rules  gov¬ 
ern  every  thing  from  when  your 
children  can  play  outside  to  what 
day  of  the  week  you  can  wash 
your  car,  it  seems  fitting  that  the 
German  government  would  be 

one  of  the  first  in  the  world  to  pass  a  law  that 


attempts  to  regulate  the  Internet. 

A  law  passed  in  June  makes  it  clear  that  ISPs 
are  responsible  for  content  they  produce,  says 
Christopher  Kuner,  an  American  lawyer  work¬ 
ing  in  Frankfurt  who  has  been  following  the 
legislation. 

The  law  also  says  ISPs  must  take  action  to 
block  objectionable  content  produced  by  other 
parties  if  they  have  knowledge  of  such  content 
and  blocking  its  use  is  technically  possible  and 
can  be  reasonably  expected.  How  that  provision 
will  be  interpreted  is  one  of  the  law’s  glaring 
uncertainties,  Kuner  says. 

The  law  does  not  outlaw  any  type  of  expres¬ 
sion  or  communication  that  is  not  already  illegal. 
Rather,  it  states  that  whatever  is  illegal  offline 
also  is  illegal  online.  That  includes  child  pornog¬ 
raphy  and  Nazi  party  propaganda. 

Germany  also  has  stringent  laws  protecting 
personal  data,  making  it  illegal  to  distribute 
magazine  subscription  lists,  for  example,  or 
any  information  about  a  person’s  medical 
history. 

Observers  aren’t  convinced  the  law  will 
achieve  all  it  aims  to,  and  they  wonder  whether 
it’s  even  possible  to  enforce  legislation  regulating 
the  diversity  and  freedom  of  expression  that 
attract  so  many  to  the  Internet. 

Despite  this  and  other  questions,  leading 
ISPs  in  Germany,  including  T-Online,  Compu¬ 
Serve,  Inc.  and  AOL  Bertelsmann  Online 
GmbH,  have  given  lukewarm  endorsement 
to  provisions  of  the  law  that  clarify'  their 
responsibilities. 

One  provision  of  the  new  law  requires  ISPs  to 
appoint  a  youth  protection  officer,  who  will  act  as 
an  “open  ear,”  monitoring  content  for  anything 
that  could  be  harmful  to  children.  The  officer 
will  have  the  authority  to  suggest  the  restriction 
of  certain  services. 

“It’s  extending  to  the  Internet  a  local  German 
idea  that  young  people  have  to  be  protected 
from  certain  information,”  Kuner  says. 

In  a  less  controversial  realm,  the  new  law  also 
contains  provisions  on  the  use  of  digital  signa¬ 
tures.  “This  is  really  something  that  seems  quite 
reasonable,”  Kuner  says.  “It’s  supposed  to  estab¬ 
lish  the  conditions  for  the  secure  use  and  the 
secure  infrastructure  of  the  Internet.” 


Italy 

r 

In  Italy,  no  new  specific  laws 
have  been  passed  to  regulate  the 
Internet,  and  the  country  can  be 
considered  to  have  essentially  a 
liberal  Internet  regulatory 
regime.  In  May,  the 

Communications  Ministry  issued  a  draft  Code  of 
Conduct,  which  was  written  in  conjunction  with 
the  Italian  Association  of  Internet  Service 
Providers  and  other  interested  parties. 

The  code  calls  for  ISPs  and  ’Net  publishers  to 
voluntarily  sign  up  to  regulate  themselves  accord¬ 
ing  to  the  code.  It  also  calls  for  a  jury  to  be  estab¬ 
lished,  which  will  arbitrate  complaints  concern¬ 
ing  code  signatories  who  fail  to  act  according  to 
the  rules. 

Partly  due  to  Italian  government  crises  — 
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the  government  fell  OcL  9  —  a  final  ver¬ 
sion  of  the  code  has  yet  to  be  passed. 

The  rules  in  the  code  itself  have  stric¬ 
tures  that  call  for  service  providers  to 
signal  content  that  might  be  considered 
offensive. 

They  also  call  for  privacy  rights  to  be 
respected  and  that  people  be  given  the 
chance  to  opt  out  of  personal  data  collec¬ 
tion  on  the  Internet. 


use  of  the 

Internet  in  the  Czech  Republic  is  not 
sufficiently  widespread  to  have  made 
regulation  or  actual  censorship  an 
issue  for  legislators. 

Even  if  some  parts  of  the  tabloid 
press  here  are  trying  to  portray  the 
Internet  as  a  communication  channel 


for  terrorism,  pornography  or  pro¬ 
motion  of  drugs,  there  is  a  strong  aver¬ 
sion  to  any  type  of  censorship  in  re¬ 
action  to  the  “good  old  days”  of 
communism. 

At  present,  the  question  of  Internet 
censorship  is  not  a  subject  of  political 
debate  because  economic  transforma¬ 
tion  is  totally  dominating  the  Czech 
political  scene. 

Some  universities  do  regulate  in  some 
way  the  Internet  activities  of  their  stu¬ 
dents  (for  example,  the  contents  of  the 
Web  pages  on  academic  servers) ,  but 
commercial  providers  do  not. 

Nevertheless,  with  the  growing  role  of 
the  Internet,  these  questions  will  soon 
become  relevant. 

Michael  Hartman,  sales  and  market¬ 
ing  manager  of  Internet  CZ  s.r.o.  (part 
of  die  multinational  Eunet),  says,  “We  do 
not  see  the  quesdon  of  censorship  as  dis¬ 
cussed  in  the  U.S.  as  an  actual  problem. 
The  real  problem  here  is  unsolicited  e- 
mail  where  the  content  could  of  course 
be  undesirable.  Here  we  are  taking  steps 
to  protect  the  user.” 
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according  to  Michael  Novikov,  an 
Internet  and  investment  specialist  with 
the  Chance  Real  Estate  Center  in  St. 
Petersburg.  Still,  in  December,  Russia’s 
Duma  called  a  meeting  with  Internet 
industry  officials,  Novikov  says. 

“They  were  quite  scared  about  a 
borderless  community,”  he  says  of  the 
Duma,  Russia’s  lower  house  of  parlia¬ 
ment.  But  the  meeting  gave  Internet 
officials  a  chance  to  show  “these  state 
guys  what  was  going  on  and  why  there 
should  not  be  control  over  Internet 
[content]. 

“The  result  was  they  decided  to  post¬ 
pone  their  intentions”  to  regulate  the 
Internet,  Novikov  says,  “but  it  will 
emerge  again.”  The  Duma  was  consider¬ 
ing  a  proposal  to  have  government  orga¬ 
nizations  monitor  Russian  Web  sites  for 
political  reasons,  he  says.  Via  the 
Internet  “everyone  can  put  [forward] 
their  own  opinion,  which  can  completely 
confront  state  policy,”  Novikov  says. 

Still,  a  large  majority  of  Internet  users 
in  Russia  today  are  scientists  who  use  the 
Internet  for  their  work  rather  than  poli¬ 
tics,  Novikov  says. 

Sasha  Galitsky,  president  and  CEO  of 
Elvis  +  (which  he  claims  created  the  first 
Russian  site  on  the  Web  four  years  ago), 
says  the  government  is  more  afraid  of 
external  sources  of  information  than 
internal. 

Still,  the  government  recendy  formed 
the  State  Committee  of  Communication 
and  Information,  Galitsky  notes,  which 
will  oversee  Internet  issues. 

The  Russian  criminal  code  was 
revamped  in  January,  according  to 
Eugene  Peskin,  project  manager  for 
Russia-On-Line  at  Sovam  Teleport  in 
Moscow,  and  the  changes  have  ramifica¬ 
tions  for  the  Internet.  Before,  for 
instance,  distributing  pornography  of 
any  kind  was  punishable  by  law. 

Now  only  the  illegal  distribution  of 
pornography  is  punishable,  although 
the  government  has  yet  to  outline  what 
distribution  is  legal  and  what  isn’t, 

Peskin  notes. 

In  Russia,  as  is  the  case  elsewhere, 

Web  users  who  are  accessing  porno¬ 
graphic  material  are  generally  visiting 
sites  hosted  outside  of  the  country, 

Peskin  points  out.  Therefore,  issues  of 
censoring  pornography  or  political  pro¬ 
paganda  cannot  be  managed  simply  by 
monitoring  Web  sites  within  national 
borders. 

However,  Russian  ISPs  are  more  likely 
to  follow  practices  of  self-censorship 
rather  than  waiting  for  the  government 
to  take  action,  Peskin  says. 


For  example,  distribution  of  Nazi 
materials  is  against  the  law  in  Russia, 
but  Russia-On-Line  will  block  or 
remove  such  materials  itself,  rather 
than  calling  on  the  government  to  take 
action. 


Eastern  Eu¬ 
ropean  countries 
such  as  Hungary 
are  not  very  con¬ 
cerned  with 


Internet  censorship  of  pornography, 
according  to  Steven  Carlson,  chief  strate¬ 
gist  at  iSYS  Hungary  Kft.,  a  Web  design 
and  programming  firm  in  Budapest. 

“As  far  as  moral  censorship  goes,  it  is 
not  a  push-button  item  here,”  Carlson 
says.  “People  in  this  part  of  the  world 
talk  to  their  children,  and  they  are  not  as 
Puritan.  The  attitude  here  is  don’t  make 
a  fuss  about  it.  Of  course,  if  it’s  against 
the  law  offline,  it’s  against  the  law 
online.” 


Go  online  for  an  expanded 
version  of  this  story  that 
includes  coverage  of  Latin 
America,  Australia  and 
New  Zealand,  the  Middle 
East  and  Canada. 


As  is  the  case  with  Russia,  political 
censorship  is  more  of  a  concern  in 
Eastern  Europe.  Displaying  communist 
symbols  is  illegal,  he  points  out,  adding 
that  “the  Workers  Party  has  a  site  up,  but 
no  one  has  made  a  fuss  about  it.” 

In  the  more  repressive  eastern  coun¬ 
tries,  all  forms  of  censorship  come  into 
play  more,  Carlson  says,  citing  Slovakia 
and  the  Balkans.  “You  have  a  certain 
unpredictability,”  Carlson  says,  “so  you 
are  more  likely  to  have  censorship.” 


The  section  on  Asia  was  written  by  Clare 
Haney,  Asia-Pacific  bureau  chief;  Rob  Guth, 
Tokyo  correspondent;  Terho  Uimonen,  Taipei 
correspondent;  and  David  Regard,  a  freelance 
writer  in  Singapore. 

The  contributions  from  Europe  are  thanks 
to  feanette  Bono,  Paris  bureau  chief;  Joanne 
Taafe,  Paris  correspondent;  Kristi  Essick, 
U.K.  correspondent;  Margret  Johnston, 
Munich  correspondent;  Elizabeth  DeBony, 
Brussels  correspondent;  and  Marc  Ferranti, 
New  York  bureau  chief  The  item  from  the 
Czech  Republic  was  written  by  Pavel  Houser, 
Computerworld  Czech  Republic.  The  item 
on  Denmark  was  written  by  Lisbeth  Egeskov, 
Computerworld  Denmark. 
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Getting  frame  relay  was  a  good  idea,  but  you  still  needed  to  know  what  was  going  on,  right?  So  you  got  the  FrameSaver  system.  It.  allowed -you  to  see  what  was 
happening  throughout  your  entire  network  in  real  time.  It  gave  you  all  the  tools  you  needed  to  identify,  locate,  and  repair  network  problems.  So  not  only  could 
you  see  problems  as  they  arose,  you  had  the  tools  to  fix  them.  (It's  the  only  product  on  the  market  that  does  both.)  And  FrameSaver  helped  control  your  CIR,  PVC 


PARADYNE 


and  port  charges.  Bottom  line?  Its  the  only  product  on  the  market  that  maximizes  network  management,  performance  and  cost  savings.  What's  that?  You  don't 


have  FrameSaver?  You're  a  brave  soul.  A  brave  soul  indeed 


www.paradyne.com  or  1 8.00  Paradyne 


ADCom 

1-800-238-1094 

www.atldatacom.com 


Anadig  Network  Solutions5111' 
1-888-4AN  ADIG 
www.anadig-ans.com 


Hot  offer!  Buy  five  or  more  FrameSaver  products  and  receive  the  FrameSaver  Network  Management  Suite  FREE.  Up  to  a  $10,000  value!,  Opr  expires  12/30/97' 

Call  1  800  Paradyne  today  for  full  details.  ' />/■  'A:  .  Y 
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JDG.net's  unique  site  design  makes  getting  IT  information  efficient,  fast  and 
extremely  easy.  In  short,  you'll  find  exactly  what  you're  looking  for. 
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IDG.net  is  the  first 
place  to  turn 
online  for  trusted 
information 
about  worldwide 
technology 
trends,  markets 
and  products. 


Designed  exclusively 
for  technology  decision 
makers,  IDG.net 
provides  only  the 
most  relevant 
news,  analysis  and 
information. 


Weir  site 

IDG.net  draws  upon  the 
world's  largest  network  of 
technology-specific  Web 
sites.  They  include 
@Computerworld,  InfoWorld  Electric, 
lava  World,  Macworld  Online, 
Network  World  Fusion, 
and  PC  World  Online  - 


all  accessed  through  one  gateway. 


Searching  for  information 
with  IDG.net  delivers 
what  you  want  the  first  time 
because  the  information 
comes  from  IDG's  vast 
technology-specific  network 
PSW  of  more  than  170  Web  sites. 


IDG.net  Smart  Search 

Submit 


Before  you  sip  from 

THE  FOUNTAIN  OF  INFORMATION 


It's  like 
your 
very  own 
personalized 
computer 
information 
shopper. 
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CONSIDER  THE  SOURCE. 


urs 

On  average,  users 
spend  10  hours  per  week 
searching  for  information 
on  the  Web.  IDG.net 
dramatically  reduces 
that  time  by 
quickly  providing 
relevant  technology 
information. 


IDG.net  draws  on 
the  efforts  of  IDG's 
award-winning 
editorial  staff, 

I  delivering  the 
most  reliable 
technology  news,  analysis 
and  product  information. 
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Answers, 

not  diversions. 

IDG.net  filters 
out  useless 
information 
by  staying 
focused  only 
on  content 
that  is  critical 
to  those  seeking 
technology 
information. 


If  the  decisions  you  make  are  based  on  information  gathered  from 
the  Web,  turn  to  IDG.net  first.  With  IDG.net,  you  get  answers  not 
diversions.  IDG.net  is  not  another  IT  megasite  morass.  And  it's  far 
more  than  a  search  engine.  IDG.net  is  a  gateway  to  more  than  170 
Web  sites.  All  backed  by  IDG's  rich  vein  of  resources  -  the 
publications,  analysts  and  reporters  that  make  up  the  most 
comprehensive  IT  news  organization  in  the  world.  The  information  is 
trustworthy,  pedigreed,  bona  fide  and  just  plain  reliable. 


IDG.net  gives 
you  access  to  IDG's 
global  network  of 
publications  and  research 
services  in  various  local 
languages,  providing  the 
most  trusted  source  of 
information  online  the 
world  has  to  offer. 
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Turn  to  IDG.net 
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WE  LOOKED  AT  FIVE  TOOLS  THAT  SEARCH  FOR  NETWORK 
SECURITY  HOLES  AND  FOUND  ONE  THAT’S  WORLD  CLASS. 


Beating  back  the  hackers 

Continued  from  page  1 


The  commercial  products  take  different 
approaches  to  finding  vulnerabilities.  Internet 
Security  Systems,  Inc.’s  (ISS)  Internet  Scanner, 
for  instance,  finds  weak  spots  by  mimicking 
hacker  activity  with  as  much  precision  as  possi¬ 
ble.  As  a  result,  the  product  has  earned  a  sound 
reputation  and  our  World  Class  award,  which 
goes  to  products  scoring  9.0  or  above. 

Axent  Technologies,  Inc.’s  OmniGuard/ 
Enterprise  Security  Manager  (ESM),  on  the 
other  hand,  is  a  multifaceted  suite  that  detects 
and  corrects  security  flaws  across  a  corporate 
computing  platform.  Stalker,  the  product  of 
Trusted  Information  Systems,  Inc.  (formerly 
Haystack  Labs,  Inc.),  watches  the  actions  taken 
by  enemies  of  system  administrators  and  iden¬ 
tifies  their  misdeeds.  But  it  works  after  the 
fact,  only  notifying  you  when  someone  has 
opened  a  security  hole,  whether  inadvertently 
or  on  purpose. 

The  shareware  products  didn’t  fare  as  well, 
but  we  gave  them  a  try  because  some  of  the  ear¬ 
liest  vulnerability  scanners  were  spawned  in  the 
shareware  world.  We  had  some  success  with 
Computer  Oracle  and  Password  System  (COPS) 
—  one  of  the  pioneering  packages  —  and  an 
upcoming  product  called  Asmodeus.  Both 
products  indoctrinate  you  into  the  world  of  vul¬ 
nerability  scanning,  but  the  commercial  prod¬ 
ucts  have  what  it  takes  for  industrial-strength 
protection. 

You  may  notice  a  couple  of  well-known  prod¬ 
ucts  are  missing  from  this  lineup.  Milkyway 
Networks  Corp.  declined  our  invitation  to  sub¬ 
mit  its  SecurIT  Audit  for  this  review  because  it 
was  nearing  completion  of  a  new  version  that 
was  not  ready  in  time  to  bring  into  the  lab.  We 
also  tried  to  examine  the  Security  Adminis¬ 
trator  Tool  for  Analyzing  Networks  (SATAN) , 


another  of  the  earliest  and  most  controversial 
vulnerability  scanners.  The  product  has  not 
been  updated  in  two  years,  however,  and 
proved  to  be  a  complex  piece  of  work.  In  fact, 
we  gave  up  on  SATAN  because  of  its  limited 
support  and  consistent  problems  in  installing 
and  using  it  (see  story  online  at  www.nwfu- 
sion.com). 

A  view  from  atop  the  vulnerability  world 

Each  product  comes  with  a  database  that 
contains  details  about  known  security  problems. 
When  new  threats  are  uncovered,  most  prod¬ 
ucts  enable  you  to  acquire  database  updates 
from  your  suppliers. 

With  the  firewall  Web  server  and  intranet 
scanning  found  in  ISS’s  Internet  Scanner,  you 
get  a  crystal-clear  view  of  what  unauthorized 
persons  may  find  waiting  for  them  to  exploit  on 
your  servers.  Internet  Scanner  often  is  com¬ 
pared  to  SATAN,  but  its  extensive  set  of  tests 
and  ready  installation  distance  it  from  that 
product. 

Internet  Scanner  runs  on  Unix  or  Windows 
NT  and  focuses  more  on  finding  security  vul¬ 
nerabilities  on  the  network  than  on  finding 
holes  in  the  operating  systems  running  on 
network-attached  devices.  For  instance,  it  has 
an  extensive  database  of  IP  vulnerabilities  and 
can  be  updated  regularly  as  new  ones  are 
unearthed. 

Installation  was  easy.  However,  one  of  the 
product’s  built-in  security  features  can  cause 
trouble  if  you’re  not  prepared.  It  requires  you 
to  get  a  security  key  from  ISS  that  identifies  the 
IP  address  of  a  machine  you  are  about  to  scan 
before  you  can  scan  it.  Since  Internet  Scanner 
can  be  downloaded  from  the  Internet,  the  key 
helps  prevent  hackers  from  using  the  product 
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Results 

(40%) 

Features 

(25%) 

Administration 

(20%) 

Installation  and 
configuration 
(15%) 

10  x. 40  =  4.0 

9  x. 25 =2.25 

9  x. 20  =  1.8 

8x. 15  =  1.2 

8  x. 40  =  3.2 

7  x. 25  =  1.75 

9  x. 20  =  1.8 

8  x. 15  =  1.2 

8  x. 40  =3.2 

7  x. 25  =  1.75 

8  x. 20  =  1.6 

6  x.15  =  .9 

5  x. 40 =2.0 

5  x. 25  =  1.25 

4  x  .20  =  .8 

6  x.15  =  .9 

5  x. 40  =2.0 

4x  .25  =  1.0 

5  x. 20  =  1.0 

4  x.15  =  .6 

Total 

score 


Internet  Scanner 

OmniGuard/ESM 

Stalker 

COPS 

Asmodeus 


9.3 


M 

L5 


5JD 

L6 


Individual  category  scores  are  based  on  a  scale  of  1-10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 
The  World  Class  award  goes  to  products  that  score  9.0  or  better. 
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to  scan  IP  addresses  they  do  not  own. 

While  you  can  easily  tune  Internet  Scan¬ 
ner  to  find  the  type  of  security  problems  most 
pertinent  to  your  organization,  we  ran  it  in 
its  default  configuration  for  the  sake  of  com¬ 
parison  with  the  other  products.  We  got  back 
detailed  information,  including  the  available 
network  services  Internet  Scanner  found,  as 
well  as  the  result  of  a  series  of  tests  it  per¬ 
formed  to  exploit  these  services. 

Administrators  with  strong  security  skills  will 
find  a  quick  look  at  the  log  results  sufficient. 
But  we  really  liked  how  less-skilled  personnel 
could  get  a  more  detailed  view  of  the  log, 
complete  with  a  step-by-step  account  of  what 
the  product  tried,  the  results  it  got  and  an 
explanation  of  the  ramifications  if  you  didn’t 
plug  the  holes. 

For  example,  Internet  Scanner  found  a  high- 
risk  vulnerability  in  a  remote  procedure  call 
(RPC)  file.  It  told  us  that  because  the  file  in 
question  contained  application  state  informa¬ 
tion  and  did  not  validate  information  it 
received  from  other  RPCs,  an  intruder  could 
send  an  RPC  resulting  in  the  creation  or 
removal  of  any  file  on  the  system.  It  also  gave  us 
information  about  where  we  could  find  a  patch 
to  rectify  the  problem. 

System  guard  on  duty 

Axent’s  OmniGuard/ESM  is  designed  to 
manage  and  enforce  security  rules  across  vari¬ 
ous  client/server  platforms,  with  vulnerability 
scanning  playing  a  major  role  in  the  effort. 

ESM,  which  was  one  of  the  easiest  products 
to  install,  can  only  be  used  by  an  authorized 
administrator  with  the  right  system  access  privi¬ 
leges.  The  product  examines  your  security 
rules  and  policies  and  lets  you  know  if  net¬ 
worked  systems  are  configured  well  enough  to 
comply  with  them.  It’s  like  having  a  competent 
friend  review  your  work  before  you  turn  it  in  to 
your  boss. 

One  of  ESM’s  best  features  is  its  custom 
configurability.  You  can  create  policies  for 
individual  platforms  as  well  as  domain-specific 
policies  that  require  every  machine  to  univer¬ 
sally  comply  with  a  common  set  of  security 
rules.  The  ability  to  create  custom  policies 
helps  you  decide  how  to  evaluate  your  security 
controls.  For  example,  if  you  are  interested 
only  in  file  attributes  and  system  auditing,  you 
easily  can  configure  the  product  to  look  at  just 
those.  The  product  also  has  default  policies 
based  on  common  security  principles.  For 
comparison,  we  used  those  policies  and  found 
they  work  well. 

The  results  of  the  scans  were  extremely  use- 
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fill.  They  listed  concerns  you  should  have  about 
operating  system  security  and  identified  multi¬ 
ple  levels  of  potential  problems.  From  a  skilled 
system  administrator’s  point  of  view,  a  lot  of 
these  problems  could  have  been  located  manu¬ 
ally,  but  ESM’s  quick,  in-depth  review  facilitates 
the  security  review  process.  From  a  business 
standpoint,  it  saves  time  and  money. 

ESM  also  allowed  its  findings  to  be  reviewed 
online  immediately  after  a  scan  or  in  a  cus¬ 
tomizable  report  format.  When  viewing  results 
online,  the  product  identified  high  levels  of 
concern  by  using  red  icons.  Lesser  concerns 
were  shown  in  yellow,  while  green  was  used  to 
indicate  areas  where  there  were  no  problems. 

Viewing  the  results  in  report  format  gives  you 
detailed  information  about  a  particular  con¬ 
cern.  For  instance,  a  report  will  flag  the  fact 
that  certain  accounts  referencing  nonexistent 
home  directories  are  in  violation  of  a  security 
policy.  The  reports  also  will  suggest  a  corrective 
action  and  explain  the  ramifications  if  you  take 
no  action.  This  rating  process  is  similar  to  what 
ISS  has  to  offer. 

One  of  the  good  things  about  this  tool  is 
that  it  automatically  fills  holes  after  it  finds 
them.  Or,  you  can  review  the  results  and  then 
tell  ESM  to  fill  a  hole.  This  provides  an  ad- 
dtional  service  to  overburdened  security 
administrators. 

Although  ESM  provided  us  with  helpful 
input  for  identifying  system  security  problems, 
it  had  little  to  offer  when  it  came  to  looking 
for  network-related  security  holes.  If  we  were 
looking  at  products  that  only  scan  for  operat¬ 


ing  system  vulnerabilities,  ESM  would  have 
scored  higher. 

A  good  stalker 

Another  way  to  catch  vulnerabilities  is  to 
keep  a  close  eye  on  audit  trail  information  gen¬ 
erated  by  your  operating  system.  In  Unix  envi¬ 
ronments,  a  good  choice  for  this  task  is  TIS 
Stalker. 

Anyone  who  has  ever  tried  to  make  sense  of 
Unix  audit  information  will  quickly  grasp  the 
value  of  this  product.  It  makes  easy  work  of  ana¬ 
lyzing  audit  data,  and  it  points  out  potential 
security  faults.  You  also  can  have  the  product 
look  for  specific  information,  such  as  the 
actions  a  user  has  taken  over  time.  Further,  it 
can  tell  you  what  actions  have  been  taken 
against  a  particular  object,  such  as  how  many 
times  users  have  tried  to  open  a  secure  systems 
file.  You  even  can  store  audit  information  for 
historical  perspective. 

The  installation  process  was  not  difficult,  but 
some  simple  changes  in  the  installation  guide 
could  have  made  things  easier.  For  example, 
the  Stalker  setup  program  started  with  a  step-by- 
step  installation  routine,  but  suddenly  provided 
information  that  didn’t  mesh  with  what  was  in 
the  manual.  That  was  one  of  our  major  prob¬ 
lems  with  the  product  —  quality  control  was  not 
up  to  par.  On  top  of  documentation  problems, 
we  found  several  screens  —  especially  the  ones 
used  to  configure  the  product  —  where  parts  of 
images  or  text  were  cut  off. 

Aside  from  those  problems  Stalker  provided 
useful  insight  into  what  actually  is  happening 
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Internet  Scanner  4.3.3 

Internet  Security  Systems,  Inc. 

(770)  395-0150 
www.  iss.  net /prod/ isb.  htm  l 

OmniGuard/Enteiprise  Security 
Manager  (ESM)  4.4 

Axent  Technologies,  Inc. 

(800)  298-2620 

www.  axent.  com/ product/ esm/esm.  thm 

Stalker  2.1 

Trusted  Information  Systems,  Inc. 
(Formerly  Haystack  Labs,  Inc.) 

(512)  918-3555 

www.  haystack,  com/prodfr.  htm 

Computer  Oracle  and 
Password  System  (COPS)  1.04 

Shareware 

ftp: //cert,  org/ pub/ tools /cops 

Asmodeus  0.22 

Shareware 
www.  asmodeus.  com 


CONS 


Easy  to  configure 
Great  logs  of  actions  taken 
and  results  received 
Ready-made  management 
report  of  findings 

Easiest  product  to  install 
Thorough  documentation 
Ability  to  fix  critical  security 
flaws 


Good  online  tutorials 
Quickly  analyzes  massive 
number  of  audit  records 
Can  be  focused  on  specific 
users  or  activities 


Easy  to  configure  and  use 
Free 


▲  Simple  to  install  and 
runs  quick 
A  Free 

A  Identifies  versions  of  products 
running  on  IP  ports 


▼  Requires  an  add-on  product 
to  identify  Unix  system 
vulnerabilities 

▼  User  interface  needs 
improvement 

▼  Needs  to  be  installed  on  system 
being  tested 

▼  Report  formats  need 
adjustment 


▼  Works  only  when  auditing 
is  enabled 

▼  User  interface  cuts  off  images 
and  text 

▼  Test  results  can  be  overly 
technical 

▼  Not  recently  updated 

▼  Basic  findings  and  reports 


Still  in  alpha,  with  some 
functions  not  yet  working 
Limited  help  and 
documentation 


Go  online  for: 

•  More  details  on  the  scoring 
system  for  this  review 

•  A  white  paper  by  this  review’s  author  that  covers 
why  you  need  to  develop  a  security  test  program 
and  the  various  forms  of  tests  you  can  conduct 

•  A  link  to  the  Information  Systems  Security 
Association’s  Web  site,  where  you  can  download 
a  variety  of  useful  network  and  systems  security 
utilities 
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on  your  system.  If  you  follow  Stalker’s  two  pre¬ 
built  examples,  you  quickly  will  understand  how 
this  product  can  help  you.  For  instance,  one 
example  teaches  you  how  to  track  down  the 
person  who  stole  the  CEO’s  e-mail  by  looking 
for  specific  information  in  the  audit  trails. 
Because  it  is  a  tutorial,  however,  the  example 
lacks  the  type  of  analysis  you  get  when  you  run 
it  on  a  real  system. 

Stalker  produced  good  reports,  including 
analysis,  when  we  looked  for  problems.  It  clear¬ 
ly  identified  problems  and  their  perpetrators  in 
a  “Misuse  Detector  Event  Report.”  It  also  gave 
us  the  technical  audit  information  that  would 
be  essential  in  building  a  case  against  the 
offenders. 

One  thing  to  remember  about  Stalker  is  that 
system  audit  functions  need  to  be  turned  on. 
That  may  seem  logical,  but  many  administrators 
do  not  use  the  audit  functions  on  their  systems. 
Rather,  they  say  auditing  chews  up  system 
resources. 

Call  the  COPS 

If  turning  on  auditing  functions  is  more  than 
you  want  to  do,  you  can  get  basic  Unix  system 
vulnerability  data  from  COPS,  a  shareware 
product.  One  of  the  major  drawbacks  with 
COPS  is  that  it  hasn’t  been  updated  in  a  few 
years.  Still,  it  can  flag  a  number  of  problems 
on  the  workstation  or  server  and  provide  a 
good  entry  point  to  vulnerability  testing  for 
little  more  than  the  cost  of  the  bandwidth  to 
download  it. 

COPS  basically  is  a  collection  of  shell  scripts 
and  C  programs  that  checks  password,  configu¬ 
ration,  system,  duplicate  user  ID  and  group 
files.  It  also  reviews  users’  home  directories  for 
exploitable  security  vulnerabilities  and  gives  you 
quick  and  meaningful  results. 

We  installed  COPS  based  on  files  that  came 
with  the  downloadable  software  and  found  it  sim¬ 
ple  to  configure. 

However,  COPS  requires  you  to  have  root 
authority  on  the  system  in  order  to  get  the  high¬ 
est  system  privileges  possible. 

In  our  test,  COPS  identified  some  major  secu¬ 
rity  risks,  including  system  files  that  were  left 
open,  leaving  data  about  the  entire  user  base 
vulnerable  for  manipulation. 

The  reports  COPS  gives  you  are  limited,  and 
it  can’t  go  beyond  looking  for  basic  faults  in 
Unix  system  security.  Still,  it’s  a  viable  tool  if 
your  budget  is  tight. 
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A  look  at  the  new  kid 

Another  product  for  budget-re¬ 
stricted  administrators  is  the  alpha 
release  of  Asmodeus.  The  shareware 
tool  requires  no  special  system  access 
privileges  but  lacks  restrictions  to  pre¬ 
vent  someone  from  launching  unau¬ 
thorized  test  attacks.  Its  primary  func¬ 
tion  is  to  scan  IP  ports  on  multiple 
network  servers  for  available  services 
and  identify  potential  weaknesses. 

Asmodeus  was  easy  to  install  on 
Windows  NT  and  took  no  time  to 
learn,  despite  the  lack  of  extensive 
help.  It  also  ran  quickly,  whether  we 
were  checking  a  single  IP  address  or  a 
series  of  Class  C  addresses. 

The  product  identified  accessible 
IP  ports  and  returned  specific  infor¬ 
mation  about  them.  For  in-stance,  it 
quickly  scanned  IP  ports  one  to  120, 
identified  the  services  associated  with 
them  and  returned  data  about  the 
services  running  on  each  one. 

The  product  was  able  to  identify 
which  version  of  software  sendees, 
such  as  sendmail,  were  running  on  an 
IP  port  and  gave  information  about 
potential  port  implementation  flaws. 

It  did  not  try  to  exploit  those  faults, 
leaving  that  up  to  the  administrator. 
Furthermore,  getting  reports  and 
printing  results  was  nearly  impossible. 

Despite  lacking  some  basic  features, 
the  tool  helped  us  quickly  survey  our 
test  bed  for  security  vulnerabilities  be¬ 
fore  we  ran  the  other  products.  It 
gave  us  the  baseline  problems  we 
could  use  to  judge  what  the  other 
products  could  catch. 

Even  though  the  shareware  prod¬ 
ucts  scored  low,  it’s  hard  to  find  fault 
with  them.  They  make  the  difficult 
job  of  securing  networks  and  the  sys¬ 
tems  on  them  easier  by  identifying 
readily  exploitable  holes.  Thus,  they 
enable  you  to  take  proactive  actions 
against  attacks. 

Using  a  shareware  tool  has  advan¬ 
tages.  They  don’t  cost  much  and  are 
quickly  accessibile.  However,  when 
you  want  to  run  vulnerability  scans 
on  a  routine  basis  to  gain  an  in- 
depth  understanding  of  real  security 
issues,  commercial  products  are  the 
way  to  go. 

You  can  expect  to  see  more  com¬ 
mercial  products  hitting  the  shelves 
soon.  In  fact,  we  uncovered  beta 


How  We  Did  It 

Using  the  test  network  of  a  large  telephone 
company  in  Florida,  we  set  up  a  Sun  Micro¬ 
systems,  Inc.  scalable  processor  architecture 
(SPARC)-based  workstation  running  Sun  OS  4 
as  the  target  of  attacks.  We  preconfigured  a 
different  set  of  known  vulnerabilities  on  the  tar¬ 
get  host  to  see  whether  each  product  could  iden¬ 
tify  them.  Each  product  found  the  vulnerabilities 
we  set  up.  Products  that  found  a  greater  number 
of  unexpected  vulnerabilities  scored  higher  in  our 
test  results. 


products  from  Netect,  Ltd.  and 
WheelGroup  Corp.  as  we  were  wrap¬ 
ping  up  our  testing,  but  didn’t  have 
time  to  put  them  through  the  paces. 
You  also  can  expect  vulnerability 
testing  to  be  added  into  other 


products,  such  as  firewalls  and  op¬ 
erating  systems. 

In  the  meantime,  regularly  using 
any  of  the  tools  we  reviewed  signifi¬ 
cantly  reduces  your  exposure  to  net¬ 
work  invasions. 


Kates  is  the  chief  technology  officer  at 
Security  Experts,  Inc.,  a  Largo,  Fla.,  con¬ 
sulting  firm,  specializing  in  securing  client/ 
server  environments.  He  has  done  thou¬ 
sands  of  vulnerability  tests  for  clients  and 
can  be  reached  at  jim@securityexperts.com. 


Seminar  Overview 


Frame  Relay  offers  companies  the  chance  to  increase  network 
performance  while  decreasing  their  costs  of  operations.  As  a  result, 
frame  relay  has  become  the  fastest  growing  data  service  in  the 
industry  and  is  only  matched  by  the  growth  rate  of  the  Internet.  In 
fact,  according  to  the  1997  Network  World  500  survey,  over  74%  of 
leading  network  IS  professionals  at  the  largest  U.S.  companies  have 
already  implemented  or  plan  to  implement  frame  relay  to  give  them 
efficient  and  effective  wide  area  communications. 

Frame  Relay  ’97  will  help  you  decide  whether  frame  relay  is  the  right 
service  for  your  company  and  you  will  learn  what  benefits  you  can 
expect  from  implementing  a  frame  relay  network.  In  addition,  this 
seminar,  taught  by  frame  relay  expert  Tom  Jenkins  of  TeleChoice,  Inc., 
will  explore  which  applications  perform  well  on  a  frame  relay  network 
and  which  carriers  and  equipment  vendors  you  need  to  consider  in 
your  evaluation  process. 

If  you  have  already  implemented  a  frame  relay  network,  attending  this 
information  packed  one-day  seminar  will  educate  you  about  the  new 
features  and  services  available  in  the  market  and  how  they  can 
benefit  your  company. 

Whether  you  are  a  network/telecom  planner,  manager,  designer  or 
administrator,  Frame  Relay  ’97  will  provide  you  with  the  information 
and  insight  necessary  to  more  efficiently  and  effectively  implement, 
expand  and  manage  your  network. 


12  Key  Benefits  of  Attending 


1 .  Explore  the  inherent  benefits  of 
using  frame  relay 

2.  Learn  when  frame  relay  is  a  more 
economical  solution  than  other 
service  options 

3.  Understand  the  benefits  and 
limitations  of  NNI  connections 

4.  Discover  which  frame  relay  service 
features  are  significant  and  which 
are  merely  hype 

5.  Gain  an  understanding  of  the  direc¬ 
tion  of  the  frame  relay  market 

6.  Analyze  the  differences  between  the 
major  frame  relay  providers 

7.  Learn  how  to  save  money  by 
consolidating  your  voice  and  data 
applications  over  frame  relay 


8.  Understand  the  alternative 
approaches  to  running  SNA 
applications  over  frame  relay 

9.  Learn  how  pricing  structures  differ 
among  carriers  and  how  to  take 
advantage  of  these  differences  to 
obtain  the  best  service  bargain 

10.  Analyze  case  studies  of  various 
network  types  to  see  how  frame 
relay  can  be  best  implemented 

11.  Understand  what  network  manage¬ 
ment  options  are  available  and  the 
pros  and  cons  of  outsourcing  vs. 
in-house  network  management 

12.  Learn  about  new  and  likely  future 
service  enhancements  which  could 
impact  your  network 


Register  and  You  Will  Receive  .  .  . 

•  Comprehensive  seminar  workbook 

•  Exclusive  Network  World  Frame  Relay  Resource  CD-ROM 

•  Luncheon  and  break  refreshments 

•  All  of  the  above  included  in  your  $450  registration  fee 

(Save  with  our  new  team  discounts  for  two  or  more  attendees!) 

Note:  If  you  can’t  attend,  call  us  and  order  this  informative  and  useful 
attendee  materials  kit  for  just  $99! 


Visit  us  on-line  .  .  . 

O  Complete  seminar  outline 
O  Comprehensive  presenter  bio 
O  Past  attendee  comments 
O  Register  for  the  seminar  nearest  you 


NetvyorkWohd 


Automated  fax-back  information  available  by  calling  (800)756-9430. 


SPONSORED  BY: 


caBLeTRon  i  CONCORD. 


JitKentrox  ascomTimeplex 


Network  Systems 


The  Network  Access  Company” 


©micnm  &  Netscout 

r/tf  Vo/ce  of  Networking- 


NltSolve- 


We  help  your  bu: 


Directed  and 
presented  by 
Tom  Jenkins, 
TeleChoice,  Inc. 


1997 

Seminar  Tour 

9/30/97  Chicago,  IL 
10/15/97  Dallas,  TX 
10/16/97  Philadelphia,  PA 
10/28/97  Toronto,  Canada 
10/29/97  Minneapolis,  MN 
11/5/97  Los  Angeles,  CA 
11/6/97  San  Francisco,  CA 
11/12/97  Washington,  DC 
11/13/97  Atlanta,  GA 
12/2/97  Boston,  MA 
12/3/97  New  York,  NY 


Building  and  managing 
a  cost-effective  network 


www.nwfusion.com/seminars 


Register  today  for  the  seminar  nearest  you! 

(800)643-4668  •  www.nwfusion.com/seminars 


If  you  are  interested  in  sponsorship  opportunities,  please  call  508/820-7520. 
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Top  IS  recruits  are  demanding  —  and  getting  —  more  vacation  time. 


By  Michael  C  s  e  n  g  e  r 

f  time  is  money,  then  what  is  time  ofi?  It  used 
to  be  a  carrot  on  a  stick:  one  or  two  weeks  of 
vacation  per  year,  with  the  promise  of  three 
weeks  down  the  road.  These  days,  however, 
vacation  benefits  are  being  measured  in  carats 
—  the  diamond  kind. 

In  a  tight  market  for  IS  professionals,  vaca¬ 
tion  time  is  a  serious  benefit  for  attracting 
new  hires.  Network  staffers  are  in  high 
demand  and  thin  supply,  and  they  know  they 
will  get  worked  to  the  bone.  Time  off  after  a  year 
of  long  weeks  with  a  heavy,  hounding  beeper  is  a 
reward  that  runs  as  deep  as  any  bottom  line. 

While  some  companies  already  have  figured  this 
out,  others  haven’t  yet.  “I’ve  had  good,  qualified 
people  walk  away  from  job  offers  that  refused  to 
match  their  existing  vacation  allowance,”  says 
Frank  Schoff,  president  of  Management 
Recruiters,  Inc.,  in  Cedar  Mountain,  N.C. 

Schoff  recruits  IS  professionals  for  companies  in 
various  fields  and  notes  a  difference  in  the  com¬ 
pensation  attitudes  of  technology  vendors  vs.  tradi¬ 
tional  user  companies.  High-tech  start-ups  are 
extremely  flexible. 

Large  corporate  technology  users,  however, 
remain  constrained  by  vacation  policies  that  are  a 
dusty  part  of  the  corporate  mind-set  that’s  existed 
for  the  past  20  or  30  years,  he  says. 


“I  try  to  tell  my  clients  not  to  let  a  week  of  vaca¬ 
tion  stand  between  them  and  a  highly  qualified 
employee,”  Schoff  says.  Because  all  employees 
aren’t  treated  equally  when  it  comes  to  pay,  if 
prospective  employees  want  four  weeks  of  vacation, 
let  them  negotiate  it  as  part  of  the  compensation 
package,  he  advises. 

“We’re  fairly  flexible  because  we  recognize  the 
challenge  of  obtaining  top  talent  these  days,”  says 
Keri  Tucker,  human  resources  manager  for  Peters 
and  Associates,  Inc.,  an  IT  consulting  firm  in 
Elmhurst,  Ill.  “People  know  it’s  an  employees’  mar¬ 
ket.  If  someone  sticks  to  their  guns,  they  know 
we’re  in  a  position  to  compromise.” 

“We’ve  had  a  few  instances  where  vacation  carry¬ 
over  was  a  real  issue,  and  we  increased  their  time 
off  to  match,”  she  says. 

From  a  manager’s  viewpoint  it  becomes  a  poker 
game,  says  Jack  Erdlen,  vice  president  of  Romac 
International,  a  placement  services  firm  in 
Wellesley,  Mass.,  that  specializes  in  IS  and  other 
professional  fields. 

“We  find  things  unheard  of  being  negotiated  in 
this  market,”  he  says.  “This  stuff  gets  settled  be¬ 
hind  closed  doors,  outside  of  policy.  Managers  can 
negotiate  an  extra  week  without  putting  it  in  writ¬ 
ing.  People  take  Fridays  off  during  the  summer,  or 
have  their  spouses  travel  with  them  when  possible. 

“I  have  a  guy  who  takes  three  months  off  every 
summer  to  go  sailing,”  Erdlen  confesses.  “He’s  just 

too  good  to  do  without 
for  the  other  nine 
months  of  the  year.” 

It’s  not  just  a  result  of 
today’s  tight  job  market. 
It’s  something  that’s 
happening  in  the 
broader  aspects  of  work 
and  family,  Erdlen  says. 
“There’s  a  different  type 
of  work  contract  evolv¬ 
ing  and  if  you  are  not 
flexible,  you’re  going  to 
get  killed.  Good  people 
will  take  their  bag  of 
tricks  elsewhere.” 

However,  Erdlen  con- 


Paid  time  off  plans  give  workers  flexibility 

Paid  Time  Off  (PTO)  plans  are  becoming  a  popular  strategy  among 
companies  that  want  to  simplify  and  defuse  the  demand  for  more 
flexible  leisure  time.  PTOs  pool  sick  and  vacation  time  that  were  pre¬ 
viously  managed  as  separate  plans,  letting  employees  take  their  allotted 
days  off  as  they  choose. 

IT  consultancy  Peters  and  Associates,  Inc.  moved  to  a  PTO  plan  that 
gives  employees  15  days  off  after  six  months  of  service,  and  20  days  after 
five  years.  “It  gives  people  more  flexibility  and  they  like  that,”  says  Keri 
Tucker,  HR  manager  of  the  company  based  in  Elmhurst,  Ill.  “We’ve  only 
implemented  the  plan  for  about  two  months  but  haven’t  yet  run  into 
issues  where  new  hires  have  tried  negotiating  for  more  time.  The  plan’s 
flexibility  should  alleviate  those  demands.” 

—  Michael  Csenger 


cedes  that  while  the  monolithic  vacation  policies 
were  easy  to  keep  an  eye  on,  today’s  new  contracts 
can  be  difficult  to  manage.  “I  have  to  keep  track  of 
who’s  off  when  and  try  to  balance  my  forces,”  he 
says,  speaking  of  his  own  workforce.  “Sometimes  I 
stick  my  head  out  the  door  on  Friday  and  wonder  if 
there’s  anyone  else  in  the  office,”  he  says. 

Haggling  over  time  off  might  appear  to  send  the 
wrong  message  to  prospective  employers.  But  it 
shouldn’t  if  you  bargain  correctly. 

“Employees  who  make  a  fuss  about  their  vaca¬ 
tion  time  might  be  seen  as  slackers,  but  when  you 
hold  it  out  as  a  bargaining  chip  before  you  sign 


TIME  OFF  FOR  LOYALTY 

Average  vacation  policy  based  on  a  survey  of 
14  companies  across  the  country: 


2  weeks: 

First  year  of  employment 


3  weeks: 

40%  of  employers  offer  within  four  years  of  employment; 
30%  don’t  offer  this  much  time  even  after  seven  years. 

4  weeks: 

Roughly  40%  of  companies  offer  within  seven  to  12  years, 
but  another  40%  require  at  least  13  years. 

5  weeks: 

15%  of  employers  require  just  10  to  15  years;  25%  of 
companies  offer  after  20  to  25  years. 

SOURCE:  ROMAC  INTERNATIONAL 

Go  to  Fusion  for  more  information  on 
changing  vacation  policies. 

www.nwfusion.co 


aboard,  your  leverage  is  better,”  Schoff  advises. 
“The  best  time  to  negotiate  vacation  is  when 
you’re  being  hired  —  it’s  hard  to  quibble  once  you 
already  belong  [at  a  company].” 

“As  long  as  the  person  gets  the  job  done,  vaca¬ 
tion  is  part  of  the  same  work  ethic  that  brings  us 
flex  time  or  telecommuting,”  Erdlen  says. 

Network  opportunities  in  educational  institu¬ 
tions  present  the  ultimate  in  bottom-line  trade-offs 
because  colleges  and  universities  typically  extend 
their  summers  off  to  professional  staff. 

“We  have  such  a  generous  vacation  policy  that 
it’s  just  not  an  issue  when  recruiting  IS  people,” 
says  the  HR  manager  of  a  large  American  universi¬ 
ty  who  asked  to  remain  anonymous.  “We  give  six 
weeks  of  vacation  every  year  beginning  on  day  one. 
The  problem  we  run  into  is  salary  —  we’re  about 
$5,000  out  of  the  normal  salary  range  for  the  types 
of  people  we  need  to  hire.” 

Most  observers  agree  that  despite  changing  work 
models,  today’s  tight  market  gives  network  staff  the 
leverage  to  wrangle  time  off.  The  engineering  sec¬ 
tor  saw  a  similar  crunch  in  the  ’80s,  but  the  early 
’90s  brought  layoffs  and  a  buyer’s  market.  So  while 
diamonds  might  be  forever,  vacations  are  not  — 
weigh  your  carats  now. 

Csenger  is  a  freelance  writer  based  in  the  Chicago  area. 
He  can  be  reached  at  mcsenger@mcs.net. 
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Senior  Networking  Professionals 

Let  your  inter-networking  skills  make  an  impact  by  joining  a  leader 
in  network  based  solutions.  ISCG  (listed  on  the  NASDAQ  exchange) 
is  growing  40%  a  year  by  providing  best-in-class  networked  applica¬ 
tions  to  the  world's  leaders  in  pharmaceuticals  and  biotechnology. 
ISCG  is  expanding  its  Systems  and  Network  practice  and  has  imme¬ 
diate  openings  for  network  consultants  in  their  Wayne,  PA,  head¬ 
quarters.  ISCG  is  looking  for  individuals  with  5  -  10  years 
experience  in  the  following  qualifications: 

♦  Large  multi-site  WAN  management 

♦  Inter-networking  expertise  in  the  design,  performance  man¬ 
agement,  and  implementation  of  data  networks  including: 

♦  IP  Routing 

♦  Switching 

♦  Cisco,  Bay,  3Com 

♦  Project  Lead  or  Internet  Security  skills  a  plus. 

If  you  are  interested  in  joining  a  dynamic  company  with  a  chal¬ 
lenging  technology  focus,  combined  with  a  strong  commitment  to 
co-workers  and  community,  contact  us  now.  Direct  resumes  to: 
Integrated  Systems  Consulting  Group,  Kathleen  Penney,  575 
E.  Swedesford  Rd.,  Wayne,  PA  19087.  , 

Fax  610-989-7160.  Systems 

Visit  us  at  our  website:  Consulting 

www.iscg.com  Group” 


1111 


Network  Consultant.  Provide 
networking  services  to  telecom¬ 
munications  clients;  design  &c 
install  integrated  voice/data  net¬ 
works,  working  with  Lotus 
Notes,  Windows  &  HTML 
(HyperText  Markup  Language) 
to  create  documents  &  connect 
World  Wide  Web  multimedia 
graphics,  text  &  images;  handle 
administration  of  Unix  system 
with  RCS  (Revision  Control  Sys¬ 
tem,)  application  development 
tool  for  tracking  files  across  mul¬ 
tiple  platforms;  analyze  network 
traffic  flow,  generate  designs, 
coding  &  testing  procedures  with 
RPC  (Report  Procedure  Call)  for 
client/server  systems  communica¬ 
tion,  ORB  (Object  Request  Bro¬ 
ker)  for  object-oriented  systems 
intervention,  x-500  communica¬ 
tion  protocol  to  set  standards  for 
e-mail  directories,  &  Firewall 
Security  System  for  Internet  traf¬ 
fic  blocking;  debug  &  modify 
system  specs;  evaluate  Web 
Design  &  editing  tools,  writing 
user  documentation  &  on-line 
help  for  Network  Support 
Request  (NSR)  Handling  System 
in  Lotus  Notes  environment. 
$44,000/yn  40  hrs/wk.  B.S.  in 
Electronics  &  Communication 
Eng.  Or  Computer  Sc.  Or  Infor¬ 
mation  Systems  &  2  yrs.  exp.  in 
job  offered  or  2  yrs.  related  exp. 
As  Systems  Eng.,  Systems  Analyst 
or  Programmer  Analyst  to 
include  use  of  noted  skills  in  job 
duties.  MS  &c  1  yn  Exp.  Accept¬ 
able  in  lieu  of  B.S.  &C  2  yrs.  exp. 
B.S.  or  M.S.  may  be  foreign 
equivalent  degree.  Submit  resume 
or  apply  in  person  to  the  GA. 
Dept,  of  Laboi;  1535  Atkinson 
Rd.,  Lawsrenceville,  GA 
30243+5601  or  the  nearest  Dept, 
of  Labor  Field  Service  Office.  Job 
Order  #GA6154013. 


Tired  of  being  in  the 

Middle? 


Research 

Director 

Operating  Environments  Research 

So  you've  been  a  player  for  a  long  time  and  are 
thinking  about  a  change  in  pace? 

How  about  stepping  out  of  the  game  and  coaching 
from  the  sidelines? 

International  Data  Corporation  (IDC)  is  the  world's 
leading  provider  of  information  technology  data, 
analysis  and  consulting.  With  research  centers  in  over 
40  countries  and  more  than  300  research  analysts 
worldwide,  IDC  is  uniquely  positioned  to  provide  a 
global  perspective  on  IT  market  and  technology  trends. 

We  are  currently  looking  for  a  Research  Director  for 
our  Operating  Environments  Research  group.  The 
ideal  candidate  should  have  a  strong  understanding 
of  client  and  server  operating  environments  and  dis¬ 
tributed  computing  and  an  overall  knowledge  of  the 
software  industry.  Strong  research,  writing,  and 
speaking  skills  are  essential. 

If  you  are  interested  in  learning  more  about  a  career 
opportunity  with  IDC,  please  contact  Elizabeth  Bap¬ 
tiste  at; 

e-mail:  ebaptiste@idcresearch.com 

phone:  508-935-4649 

fax:  508-935-4610 

mail:  International  Data  Corporation 

5  Speen  Street 

Framingham,  MA  01701 


IDC  is  an  equal 
opportunity  employer., 
by  choice 


IDC 


TtCnhAru  y/ 

TECHNICAL  HIRING  EVENTS  FOR  EXPERIENCED  COMPUTER  PROFESSIONALS 


The  best  jobs, 
you  can 

The  best  companies.  The  best  single  day 
ever  spend  to  advance  your  career. 

Philadelphia 

New  Jersey 

Connecticut 

New  York  City 

Thur.  Oct  30 

Wed.  Nov  5 

Thur.  Nov  13 

Wed.  Nov  13 

10  am  •  6  pm 

10  am  ■  6  pm 

10  am  -  6  pm 

9  am  -  5  pm 

Pennsylvania  Convention  Ctr 

The  DoubleTree  Hotel 

The  Sheraton  Hartford 

The  Marriott  Marquis 

Philadelphia,  PA 

200  Atrium  Dr  •  Somerset 

315  Trumbull  St.  •  Hartford 

Broadway  at  4Gtf\  Street 

Travel  directions  only: 
(215)  418-4989 


Travel  directions  only: 
(908)  469-2600 


Travel  directions  only: 
(860)  728-5151 


Travel  directions  only: 
(212)  398-1900 


FREE  ADMISSION!  BRING  MANY  RESUMES!  For  Companies  wishing  to  exhibit  call:  (212)  505-1780 


These  companies  will  be  hiring  at  one  or  more  of  the  above  events: 

IBM  Corp.  •  Peoplesoft  •  PaineWebber  •  Westcon  •  Panasonic  •  KPMG  Peat  Marwick  Boston  •  American  International  Group/AIG  •  Unixpros 

•  Dow  Jones  8  Co.  •  New  York  City  Transit  •  EDS  Communications  Insustry  Group  •  AT&T  •  Prudential  •  Merck  8.  Co 

•  AT&T  Resource  Link  •  T.  Rowe  Price  Assoc  •  ADP  •  Swiss  Bank  Corp  •  Towers  Pemn  •  Bell  Atlantic  Network  Integration  •  Lenox 

•  Summit  Bancorp  •  Peco  Energy  •  Thomson  Financial  •  ADEPT  •  Advanced  Computing  Techniques  •  Aegis  Software  •  Aerotek/The  Maxim  Group 

•  AFS  8  LSC  •  Ajilon  Svcs  •  Allegheny  Health  Ed.  8  Research  •  Alternative  Resources  •  American  Consulting  Group  •  Approach 

•  ASI  •  BDM  Int'l  •  Beechwood  Data  Systems  •  Bit  Corp  •  Brick  Computer  Science  Institute  •  CAP  Gemini  America 

•  Carlyle  Consulting  Svcs  •  Certified  Technical  Staffing  •  Chubb  Computer  Svcs  •  Ciber  Network  Svcs  •  Compunnel  Software  Group 

•  Career  Group  •  Computer  Aid  •  Computer  Generated  Solutions  •  Computer  Horizons  •  Computer  Mechanic  •  CP  Interactive  • 

•  Data  Profit  •  Creative  Technologies  •  CSC/Consulting  and  Systems  Integration  •  Datanomics+  •  Decision  One  •  DeLorme  •  Delphi  Partners 

•  Design  Strategy  •  Devon  Consulting  •  DMR  Trecom  •  Dux  Int'l/Kenda  Systems  •  Oynalog  Technologies  •  Energy  For  America 

•  GHI  •  Grace  Technologies  •  Hipp  Waters  IT  Staffing  •  Hobart  Information  Technology  •  Howard  Systems  •  Ibase  Consulting  •  ILX  Systems 

•  IMI  Systems  •  Infonautics  •  International  Network  Svcs.  •  JDA  Software  •  Keane  •  LANcomp  •  LexiBridge  Corp  •  LinkPoint  •  LIT  Consulting 

•  M.I.S.I.  •  Manpower  Technical  •  Mentortech  •  MF  Smith  8  Assoc.  •  Network  8  Co.  •  Noblestar  Systems  •  Parker  Clark/Platinum  IT  •  PC  Help 

•  Pinkerton  Computer  Consultants  •  Progressive  Software  Computing  •  PRT  •  R.  Steinberg  •  Realtech  Systems  Corp  •  RHI  Consulting 

•  RMS  Computer  •  Royal  Blue  Technologies  •  RSI  Data  Processing  •  Sequent  Computer  Systems  •  Setford  Shaw  Najarian  •  Softmart  • 
Software  Quality  Solutions  •  Spectrum  Technology  Group  •  SSSC  Technologies  •  Structured  Logic  Co  •  Systems  Technology  Consulting  • 
Technical  Pathworks  •  Techno-Trac  Systems  •  Telos  •  TelTech  •  Texcel  •  The  Consortium  •  The  Constell  Group  •  The  Copeland  Co's 

•  Tiffany  Computer  Systems  •  Tiger  Information  Systems  •  Total  Tec  Systems  •  Financial  Dynamics  •  Virtual  Corp  •  VOLT  Technical  Svcs 

•  Rohn  Rogers  Associates  •  Ajilon  Svcs  •  Genesis  Direct  •  TACT  •  CB  Technologies  •  Automated  Computer  Svcs  •  Innovative  Consulting 

•  Klein  Management  •  Infolmage/ALI  •  Digital  Network  Associates  •  Mainline  Personnel  Svcs  •  Forte  Systems  •  Butler  Technology  Solutions  • 
Staffworks  •  Int'l  Data  Operations  •  Aegon  of  Largo,  FL  •  ASI  Financial  •  Comdisco  •  CG  Computer  Svcs  •  Advanced  Communication  Resources 

•  Computer  Business  Consultants  •  Enterprise  Solution  Providers  •  Policy  Management  Systems  •  Super  Nova  •  Solcorp  •  TSR  Consulting 

•  Packaging  Coordinates  •  Taratec  •  AC  SYS  Resources  •  Network  Dynamics  •  Kulicke  8  Soffa  •  Sikorsky  Aircraft  •  BFR  Systems  and  more. 

«  —  > 


OPEN  POSITIONS:  All  Exp'd  Programmers  (Senior  Levels  desired),  Analysts,  Consultants,  Developers,  Software  Engrs, 
Architects,  Financial  S.  Business  Systems  Analysts,  Year  2000  Programmers,  ALL  Sybase/Oracle/Lotus  Notes  DBA's 
&  Administrators,  Analysts/Modelers,  Coders,  RS.D,  Telephony,  Wireless  Engrs,  Project  Mgrs  S.  Leaders,  Sys  Admins, 
CNE's,  Experts,  LAN/WAN,  Netwk  Engrs,  ASIC  S.  Power  Supply  Engrs,  Mainframe  P/As  &  Developers,  Hardware 
Techs,  Software  Diagnostic  Engineers,  Designers,  Integrators,  Operators,  Process  Re-Engrs,  Tech  Writers, 
CAD,  Applications  Dev,  Internet  Svcs,  Ntwk  Security,  HTML,  MDF,  DataCom,  TAC,  PC/MIS  Techs,  Tech  Support,  Tech. 
Sales  &  Marketing  Reps,  Trainers,  Help  Desk,  E-Mail  Specialists,  Desktop  Publishing  Systems  Specialists,  Java  Dev, 
Project,  Client/  Implementation  Managers,  Realtime  Dev,  Web  Masters/  Dev  Artists.  Testers  /QA  &  much  more. 
FOR  ALL  MAJOR  TECH  SKILLS:  PACKAGED  SOFTWARE:  PeopleSoft.  SAP,  Oracle  Fin.,  BaaN,  JD  Edwards.  BPCS, 
Hyperion,  GEAC/DBS,  Mapics  -  DATABASES:  Oracle,  MS  SQL  Server,  Sybase,  Informix,  DB2,  ADABAS,  IDMS,  IMS, 
Filemaker  -  TOOLS:  Visual  Basic,  Powerbuilder,  Lotus  Notes,  Smalltalk,  Appletalk,  Gupta,  Delphi,  Paradox,  Access, 
Clipper,  CASE  -  LANGUAGES:  SQL,  C,  C++,  OLE,  SAS,  Cobol  II.  FoxPro,  dBase,  Pascal  -  COMMUNICATIONS:  TCP/IP, 
X.25,  VTAM,  SNA,  CICS,  APPC/APPN,  LAN/WAN,  WWW,  HTML,  Java,  CGI,  Firewall,  Domino,  Novell,  Token  Ring, 
NetBios,  3COM  -  HARDWARE:  IBM,  Sun,  Windows/NT  Unix,  HP,  AIX,  RS6000,  AS/400,  MVS,  Windows,  Mac  -  ALSO: 
AI0N,  Tuxedo,  QuickSLM,  Raptor,  XACT,  NeoCAD  and  many  more. 

If  you  can’t  attend,  mail  1  resume  to:  TECHEXPO  NW,  175  5th  Awe,  Suite  2390  NY,  NY  10010 


BRING  YOUR  FRIENDS!  Visit  us  at  www.tech-expo.com 


Position  for  Software  Development 
Engineer.  Denver  Metro  Area. 
Design,  develop,  test,  maintain  and 
implement  multiple  applications. 
Build  friendly  audio  interface  for  the 
Bridge.  Use  SQL  to  manipulate 
Informix  database.  Write,  test  and 
debug  complex  UNIX  script  and 
research  potential  software  problems. 
Perform  object-oriented  design  and 
analysis,  using  C  and  C++.  Analyze 
and  discover  complex  program  inte¬ 
gration  problems.  Must  have  working 
knowledge  of  sun  operating  system, 
Windows  NT,  X-window,  Window 
LAN  environment  and  TCF/IP,  Unix 
operating  system,  and  Windows  oper¬ 
ating  system,  software  development 
tools  such  as  Video,  PVCS,  CVS, 
Informix,  HTML,  Peri  and  TCL  and 
working  knowledge  in  object  oriented 
design  using  C++,  object  oriented 
language,  C++/C,  shell  script  and 
relational  database.  Must  have  a 
Bachelor  of  Science  in  Computer  Sci¬ 
ence  or  Electrical  Engineering  (com¬ 
puter  emphasis)  and  five  years 
experience  in  software  development. 
40  hrs./wk.  M-F,  8:00  a.m.  to  5:00 
p.m.,  $55,000. 00/year.  Apply  by 
resume  to:  Colorado  Department  of 
Labor  and  Employment,  Employment 
Programs,  ATTN:  Jim  Shimada, 
Tower  2,  Suite  400,  1515  Arapahoe 
Street,  Denver,  CO  80202-2 1 1 7,  and 
refer  to  order  No.C04547839. 


Your  Ad 
Could  Be 
Here  For 


$437.50 


Try  Network  Fusion, 
Careers,  for  Job  Listing 

http://www.nwfusion.com 


Call  Dodi  at 
1-800-622-1108 
for  more  info. 

(less  if  you 
have  a  contract) 


Systems  development  Specialist 
(Software  Engineer).  Two  open¬ 
ings  available.  40  hours/wk,  8  AM 
to  5PM.  $38,500/yr.  Develop  large 
industry  information  systems 
using  ORACLE  &  its  associated 
tools  &  C/C++.  Develop  geo¬ 
graphic  information  systems.  Data 
modeling,  evaluating  table  rela¬ 
tionships  &  data  consistency.  Use 
of  MS-Windows  &  NOVELL. 
Min.  Requirements:  MS  in  Com¬ 
puter  Science  &  either  2  years  in 
carrying  out  those  duties  set  forth 
in  the  job  offered  or  2  years  in 
developing  large  industry  informa¬ 
tion  systems  using  ORACLE  &  its 
associated  tools  &  C/C++  (includ¬ 
ing  therein  1/2  year  in  developing 
geographic  information  systems). 
Ad  paid  by  an  equal  opportunity 
employer.  Contact  Louisiana 
Office  of  Employment  Security, 
Job  Order  #  561547,  6701  Airline 
Hwy.,  Metairie,  LA  70003. 


NETWORK  ENGINEERS 


This  leading  provider  of  advanced  Ethernet  and  Fast  Ethernet 
network  solutions  for  PC  and  Mac  platforms  seeks  a  range  of 
additional  engineers  to  join  their  existing  team  in  the  San 
Francisco  Bay  area. 

HARDWARE  ENGINEERS— to  carry  out  design,  simulation 
and  verification  to  final  test,  working  closely  with  SW  group  on 
system  architecture,  design  tradeoff  and  system  integration. 
BSEE/CS  (MS  pref)  and  good  knowledge  in  logic  and  system 
design/analysis,  with  emphasis  on  hands-on  experience  and  full 
project  responsibility.  CAD  software  for  schematic  entry,  logic 
systhesis,  and  system  simulation;  working  knowledge  of 
network  operations.  VHDL  a  big  plus. 

ASIC  Engineer  — ASIC  implementation  from  design, 
simulation  and  verification  to  final  test.  BSEE/CS  (MS  preferred) 
and  hands-on  ASIC  design  experience. 
SOFTWARE/SYSTEMS  ENGINEERS-to  either  sustain/ 
create  diagnostics,  device  driver  and  network  acceleration 
software  for  network  adapters  or  to  design/develop/test 
embedded  system/management  agent  software  for  intelligent 
networking  products.  This  includes  development  planning,  source 
code,  system  debug/test  of  embedded  software  for  internet¬ 
working  products  working  closely  with  hardware  engineers, 
product  managers  and  test.  BSCS/EE  (MS  pref)  and  either  3+ 
years  experience  developing  network  software  or  5+  years  of 
embedded/managed  systems  software  development  using 
TCP/IP,  TFTP,  BOOTP,  RMON,  SNMP  agent/management  soft¬ 
ware,  a  good  understanding  of  networking  including  bridging, 
routing,  etc.,  and  excellent  communications  skills.  System 
internals  and  embedded  system  kemal/OS  experience  desired. 
PRODUCT  MANAGERS— for  either  Switching  or  Network 
Management  (SW/LAN)  or  Macintosh  HW/SW  Products, 
including  product  roadmaps,  analysis,  promotions  and/or 
support.  BS  (MBA  preferred)  and  5+  years  experience  (3+  years 
for  Network  Management)  in  LAN/WAN  hardware/software 
environment,  including  Ethemet/Fast  Ethernet  technologies,  hubs, 
adapters,  switches,  etc. 

Send/fax  your  resume,  with  salary  information,  to: 


AzTech 


Recruitment  Co. 

4131  N.  24th  Street  •  Ste.  A122  •  Phoenix,  AZ  85016 
Call  (602)  955-8080,  Fax  (602)  955-9639 
E/Mail:  aztech@amug.org 

Visit  our  web  site  at:  http.7Awww.aztechjobs.com 


Network  World  •  October  27, 1997  •  www.nwfusion.com  •  63 


To  be  truly  versatile 

the  DACS  must  first  know 

generosity.  ichmg 

The  Book  of  Migration 


The  DNX  -  Digital  Network  Exchange 


Eastern  Research’s  DNX- Digital  Network  Exchange  is  a 
communications  platform  that  addresses  today’s  DACS 
requirements,  yet  is  capable  of  supporting  the  higher  speeds 
and  protocols  of  tomorrow. 


This  modular  DACS  Switch  can 
terminate  up  to  44  interfaces  -  either 
T1  with  CSU,  or  high  speed  data. 

It  then  provides  non-blocking 
switching  down  to  the  DSO  level. 


Major  features  include: 

Mf  Full  Redundancy 
a  SNMP  and  TELNET  Management 
KS  Event  Driven  Reconfigurations 
a  Integral  Test  Access 


Call  us  today  for  more  information 
on  all  our  WAN  access  and 
internetworking  products. 


Research 


nn  r  r  .  „  .  ..  .llnn_r,  PrOdUCtS  3S  SolUt'lODS 

225  Executive  Drive,  Moorestown,  NJ  08057 

1-337-4374  609-273-6622  E-mail:  info@erinc.com  http://www.erinc.com 


Reader  Service  No.  225 


EXCLUSIVELY  from 

The  FASTEST 
drives! 

The  BEST  prices! 
QUICK  delivery! 

Choose  24X,  54X,  or  DVD 


28- Drives 

$6,800 


14-Drives 

$3,320  ™  1 


7-Drives 

$1,500  BBSS 


4-Drives 

$870 


T ODD  ENTERPRISES  ,nc. 

(800)  445-TOD D  (8633) 

In  NY:  (516)  777-8633  •  In  DC:  (301)577-0894 
FAX  (516)  777-2750  •  http://www.toddent.com 


Prices  shown  are  for  towers 
equipped  with  24X  drives. 
Optional  54X  and  DVD 
also  available. 

For  29  to  256-drive  systems, 
call  for  pricing. 


Reader  Service  No.  266 


Full  RM0N  Support 
Integrates  with  HP  OpenView 
TCP/IP  Telnet,  TFTPBOOTP 
WinSNMP/WinSock/DDE  APIs 
SNMP,  ICMP,  IPX  Polling 

Castle  Rack. 

Computing 


Node  Discovery 

Long  Term  Statistics/Thresholds 
Custom  Event  Actions/Forwarding 
Over  100  Device  Specific  GUIs 
MIB  Compiler/Browser 

408-366-6540 

Fax:  408-252-2379 


Reader  Service  No.  252 


Obviously  Best. 

CardBus  10/100  Rat  Ethernet 


Fastest  CardBus  NIC  Available 


^  Supports  More  Operating  Systems 
(32-bit  NetWare,  Windows  95  &  NT) 

^  Compatible  With  More  Notebooks 

Prove  it  to  yourself! 

Call  us  or  visit  our  website  today. 

RACORE 

h  tt  p :  //www.  ra  co  re .  co  m 
1-800-635-1274 

*  Limit  one  evaluation  card  per  qualified  customer  Racore  Is  a  registered  trademark  of  Racore  Computer  Products,  Inc. 
NetWare  is  a  registered  trademark  of  Novell.  Windows  95  &  NT  are  registered  trademarks  ot  Microsoft. 


Reader  Service  No.  239 
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Marketplace  The  Hub  of  the  Network  Buy 


1  m  using  it 
to  control 
critical  router 


connections, 
monitor  DS U- 
Tl  links,  and 
troubleshoot 
the  50  Frame 
Relay  lines  we 
added  last 
month. 


As  my  network 
evolves,  I  rely 
even  more  on 


Can  matrix-based  switching  make  a  critical  difference  in  your  data  center? 


GS  Networks 
2700  Switch. 


Only  if  monitoring  router-to-DSU  connections  without  disrupting  service  is  important. 

Only  if  finally  knowing  what’s  happening  in  the  far  reaches  of  a  frame  relay  network  is  important. 

Only  if  controlling  large-scale  WAN  and  LAN  configurations  from  anywhere  in  the  world  is  important. 

Only  if  bypassing  a  failed  communications  port  so  that  business-critical  data  keeps  flowing  is  important. 
Only  if  enabling  the  entire  operations  staff  to  work  more  productively  is  important. 

Only  if  having  the  security  of  full-time  alarming  on  the  network’s  physical  layer  -  where  50% 
of  downtime  still  occurs  -  is  important. 

And  only  if  the  switch  is  the  incomparable  2700  from  GS  Networks,  the  world  leader  in  matrix  technology, 


Contact  GS  Networks  today  and  we’ll  tell  you  how  network  professionals  in 

the  most  demanding  industries  are  relying  more  than  ever  on  the  2700’s  matrix-based 

connectivity  and  test  access  solutions. 


www.gsnetworks.com 


The  2700  Switching  System 

When  Every  Connection  Counts 


800-222-0187. 


Phone:  609-234- 
Fax:  609-778^871 


General  Signal  Networks,  Inc. 

13000  Midlantic  Drive 

Mount  Laurel,  New  Jersey  08054 


Networks 
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Circle  Reader  Service  #265 
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Gel 
MCSE, 
CNE  or  A+ 
Certified 

...FAST! 
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Bonus!!! 


Buy  any  two  CBTs  at  the 
regular  price  and  get 
the  Micro  House 
Technical  Library™ 


■k 

Forefront w 

CNt-O-'5' 

IS  ustzZ-T- 


oreFront’s  Self-Study  Courses  are  the  first  100%  Computer  Based  Training  (CBT) 
programs  on  CD-ROM  to  fully  prepare  you  for  Microsoft’s  MCSE,  Novell’s  CNE 
and  CompTIA’s  A+  Certification  exams. 

ForeFront’s  Self-Study  Courses  give  you  flexibility  and  portability  unmatched 
by  traditional  training  methods.  You’ll  study  at  your  own  pace  using  our  easy  to 
follow,  step-by-step  format.  Study  whenever  and  wherever  it’s  convenient  for  you! 

The  ForeFront  Self-Study  Courses  ensure  the  highest  rate  of  information  retention 
so  that  when  you  complete  your  training  you’ll  be  fully  prepared  to  pass  your 
certification  exams.  You’ll  be  ready  and  confident  to  go  into  the  workplace  to 
effectively  do  your  job  whether  you’ve  chosen  to  work  as  a  PC  technician  or  if 
you  work  on  networks  using  Windows  NT  or  NetWare. 

The  ForeFront  Self-Study  CBTs  provide  you  with  fast,  effective  and  convenient 
training,  even  if  you’re  hampered  by  a  busy  schedule.  You’ll  learn  and  practice 
everything  needed  for  full  certification  in  your  chosen  area. 

Getting  certified,  whether  it’s  for  your  MCSE,  CNE  or  as  an  A+  Certified  Tech¬ 
nician,  will  help  open  the  way  to  further  advancement  in  the  corporate  world. 

All  of  ForeFront’s  Self-Study  Courses  give  you  the  complete  technical  material, 
knowledge,  interactive  exercises,  and  confidence  you’ll  need  to  pass  your 
exams  and  excel  in  today’s  competitive  High-tech  marketplace! 

•  All  on  one  CD 

•  Interactive  simulations  for  hands-on  exercises 

•  Study  at  your  own  pace 

•  Hundreds  of  practice  questions 

•  Priced  below  competitive  products 

•  Everything  you  need  to  prepare  for  the  exams! 


MAXIMIZE  YOUR  NETWORK'S 


XI 


NetTUNE®PRO,  from  BMC  Software,  Inc.  gives  you 

a  cost-effective  solution  to  dramatically  increase 
performance  for  Novell  NetWare  and  Windows  NT 
Server  environments.  With  instant  and  concurrent 
monitoring  of  every  server  on  a  wide  area  network, 
graphic  displays  of  file  server 
statistics  in  real  time  and 
user-definable  historical 
databases,  NetTUNE  PRO 
gives  you  the  power  needed 
to  run  a  network  with 
ultimate  efficiency. 


-iSfr 

font 

NetJUNFPRO_ 


SOFTWARE 


•  Maximize  network 
performance! 

•  Eliminate  bottlenecks! 

•  Reduce  server  downtime! 

•  Optimize  memory  usage! 

•  Manage  and  schedule  events! 

•  Automatic  Resource  Optimization! 

•  Gain  more  control  over  your  network! 

•  Customize  reports!  •  Much,  much  more! 

*Call  today  for  a  FREE  Trial  Version! 

The  NetTUNE  PRO  product  is  copyrighted  by  BMC  Software,  Inc. 


DISCOVER 

/NOVUS 


•  Free  Technical  Support 

•  Next  Day  Shipping 

•  Performance  Guaranteed 


Call  for  Special  Discount  Pricing  Today! 

1-800-475-5831 


CODE 

NWM 


(813)724-8994  •  FAX  (81 3)  726-6922 


GSA#  GS35F4628G 

FOREFRONT 

DIRECT 

25400  U.S.  Hwy.  19  N„  #285 
Clearwater,  FL  33763 


Copyright  ©1997  ForeFront  Direct,  Inc.  Ail  Rights  Reserved.  ForeFront  CNE  Self-Study  Course,  ForeFront  At  Certification  Self-Study  Course  and  ForeFront  MCSE  Self-Study  Course  are  trademarks  of  ForeFront  Direct,  Inc.  The  NetTUNE  PRO  product 
is  copyrighted  by  BMC  Software.  Inc.  The  ForeFront  Logo  is  a  trademark  of  the  ForeFront  Group,  Inc.  All  other  trademarks  are  the  properties  of  their  respective  holders.  ForeFront  Direct,  Inc.  is  a  subsidiary  of  ForeFront  Group.  Inc. 


NWM 
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Rai 


lise  your  ability  to  view  and  control  your  network  to 
a  higher  order.  OutLook4  delivers  more  performance  for  less 
money*  than  any  other  multi-user  keyboard,  monitor  and 
mouse  switch.  OutLook4  features  the  latest  OSCAR™  on¬ 
screen  firmware.  So  now  up  to  four  network  administrators 
can  key  in  their  passwords  and  simultaneously  access  up  to 
64  fde  servers  connected  to  OutLook4  with  just  a  keyboard 
and  mouse.  Simply  highlight  the  server  name  you’ve  entered 
into  memory,  click,  and  connect  to  any  PC,  Macintosh®, 

*  Based  on  a  similarly  configured  competitive  product. 


Sun®,  or  UNIX®system  via  the  OSCAR  menu  screen.  Want 
more  administrative  control,  flexibility,  and  productivity? 
What  are  you  waiting  four?  Look  into  OutLook4. 


Call  (800)-861-5858  or  (425)  402-9393  today  to  see  how  we  can  raise 
your  efficiency  by  the  power  of  Outlook4. 


http://www.apexpc.com 


Innovation  & 
Technology 
by  Design 


Multiply  Your  Ability  to  Manage 
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Outlook y  enables 


network  administrators 
to  access  file  servers 
simultaneously  from  any 
one  of  four  PC  consoles. 


1/  M. _ A.  /  f  V 


NetWare. 


APEX 

PC  SOLUTIONS 


Apex  PC  Solutions,  Inc.  •  20031  142nd  Ave.NE  •  Woodinville,  WA  98072  •  fax  (425)  402-9494  •  e-mailsales@pcsol.com 

©1997.  Apex  PC  Solutions,  Inc.  All  rights  reserved .  OSCAR,  OutLook4  are  trademarks  of  Apex  PC  Solutions,  Inc.  in  the  United  States  and  certain  other  countries. 

All  other  trademarks  are  the  property  of  their  respective  oivners. 


Circle  Reader  Service  #  251 


A  Software  Only  32-bit  Network  Analysis  Application 


wigs 


Reader  Service  No.  298 


Nothing  But  NETworks 


1  -888-844-8694 
FAX  407-676-0809 
SALES@SOLUNET.COM 
WWW.SOLUNET.COM 


GET  FLEX  with  ASCEND 


MAX  4048  with  K56Flex  Technology 
Available  Now  -  Call  for  Special  ISP  Pricing 


ADDITIONAL  ASCEND  PRODUCTS: 


P50-1UBRI 

Pipeline  50 

ISDN,  built-in  NT1 

$595.00 

P75-1UBRI 

Pipeline  75 

U  Interface 

$655.00 

P130-UBRI-FT1 

Pipeline  130 

w/T  1  /FT  1  &  BRI 

$1,396.00 

MX-18BRIU 

MAX  1800 

Eight  BRI  U  Interface 

$4,900.00 

MX20-1T 

MAX  2000 

One  PRI/ISDN  soft 

$6,187.50 

MXHP-4T 1  -4 

MAX  4004  base  chassis  with  Four  T 1 

* 

MXHP-2T 1  -2  MAX  4002  base  chassis  with  Two  T 1 

‘call  for  special  ISP  pricing 


The  GRF  400  IP  Switch  is  specially 
designed  to  handle  network  growth  while 
providing  consistent  high  perfor- 
mance.  regardless  of  the 
dynamics  of  the  network.  The 
GRF  400  was  awarded 
1997's  Product  of  the 
Year  by  Network  Magazine . 


Remote  Networking 
ASCEND  Solutions  That  Work." 


The  MAX  4048  is  specifically  designed  for 
two  T1/PRI  operations  and  features 
Ascends  new  Series56  digital  modems. 
This  high-performance,  RISC-based  product 
delivers  more  features  and  better  price-per- 
port  than  anything  else  in  its  class. 

Call  for  info  on  FREE  upgrades  for  MAX 
products  purchased  after  November  1 ,  1 996! 


The  MAX  TNT  is  the  only  WAN 
access  switch  that  concentrates 
C  both  dial-up  and  dedicated  traffic 
►  in  a  single  platform,  providing 
unprecedented  capacity  at  a 
breakthrough  price. 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


$695. 

Ethernet  and  Token  Ring, 
Windows  95 / 98  and  NT 


Capture  and  decode  Protocols 
Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficiency 
Track  Long-Tern /  Statistics 
Auto-discover  Addresses 
Set  Triggers  and  Alarms 
Software  Only  Solution 


i  Stop  ||  dear  | 

Adapter,  SMC£theiE2  <841 S) 


I  lew  LAN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  &  NT  Only) 


Observer™  4.5 


If  you  have  network  slowdowns,  would  you  cause  is  found,  solutions  and  action  plans 
know  if  they  are  due  to  overloaded  become  clear.  Start  seeing  what  you  have  been 

bandwidth,  broadcast  storms,  or  errors?  missing!  Call  800-526-7919  for  a  FREE 
Observer  will  show  your  LAN  traffic  in  real  DEMO  or  download  from  our  web  site, 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 

www.networkinstruments.com 


©  1997  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9545,  UK  and  Europe 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info@networkinstruments.com  www.networkinstruments.com 
Observer™,  Network  Instruments™  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  LLC  Minneapolis,  MN  USA 


Reader  Service  No.  290 

NETWORK 

INSTRUMENTS 


lets  you  do 


more 


9 


do  it 


do  it  for 


less! 


better. 


9 


& 


Announcing  the  AutoView  Commander; 

the  keyboard/video/mouse  switch  with  all  the  right  stuff! 

More  ways  to  select  attached  servers  with  convenient  on-screen 
menus,  traditional  Cybex  push-buttons  or  a  quick  keyboard  sequence. 
Better  design  for  easy  reconfiguration  without  powering  down  the 
switch  or  attached  servers.  And  best  of  all  ...  it  costs  less  than  many 
comparable  switches.  Now  that's  good  stuff. 

One  Company.  One  Solution.  Cybex. 


4912  Research  Drive  Huntsville,  Alabama  35805  USA 
(800)  93CYBEX  (29239)  •  (205)  430-4030  fax 

http://www.cybex.com 


AutoView  is  a  trademark  of  Cybex  Computer  Products  Corporation.  Cybex  is  a  registered  trademark  of  Cybex  Computer  Products  Corporation. 


Microsoft.  _  . 

winixjwm.  BMm  n*  LANtastic 

Comboible  NetWare.  BANYAN-  compatible 


Come  see  us  at  Comdex,  Booth  #L4254 
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Affordable 
10/100/1 000Mbps 


10/100  Network  Cards 


3COM  Fast  EtherLink  XL  PCI  Adapter 

Delivers  the  highest  performance  at  10/1 00Mbps, 
revolutionizing  network  connectivity. 

(3C905-TX)  Single/5Pk/20PK  . $85/410/1,600 

INTEL  PRO/100  TX  PCI  Adapter 

When  connected  to  a  switch,  this  10/100  adapter  will 

auto-negotiate,  full-duplex.  (PILA8465B).  .$70/340/1,183 


Hubs 


3COM  SuperStack  II  Dual  Speed  10/100  Hub 

Autosensing  ports  allowing  a  simple  economical 
migration  from  shared  10Mbps  to  100TX. 

(3C16590) . $1213  (3C16591)  . $1917 

BAY  NETWORKS  BayStack  100BASE-T  Stackable  Hub 
Delivers  100Mbps  connectivity  with  12-ports  for  power 
workgroups.  (AT2202001) . $1,410 


D-LINK  Standalone  Desktop  Hub 

Provides  8  100Base-T  ports  for  connecting  a  small 
workgroup  to  a  high  bandwidth  network. 

(DFE-808TX) . $406 


D-LINK  Stackable  Desktop  Hub 

Provides  12  Fast  Ethernet  ports. (DFE-812TX)  .  .  .  .$775 
INTEL  Express  10/100BASE-T  Stackable  Hubs 
Delivers  10/100  Mbps  connectivity  for  powerful  PCs, 
servers,  and  workgroups. 

12-Port  100BASE-TX  (EE110TX12) . $1099 

NBASE  MegaStack  100  -  Fast  Ethernet  Hub  System 

A  lOOBase-TX/FX  stackable  hub  brings  Fast  Ethernet  to 
bandwidth-intensive  applications. 

12  100Base-TX  Ports  (NH1012)  . $1,300 
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3COM  SuperStack  II  Switch  3000 

12  switched  100Mbps  Ethernet  ports  with  1  MDA  slot 


(3C16942A)  . $2,340 

BAY  NETWORKS  BayStack  301 

This  Desktop  Ethernet  Switch  offers  22  lOBase-T  and  2 

100Base-TX  ports  as  a  cost-effective  desktop  switching 

solution.  (CW2001001) . $2,499 

BAY  NETWORKS  BayStack  28115R/ADV 
A  Fast  Ethernet  Switch  with  16  RJ-45  ports  for 

supporting  10/100Mbps.  (28115R)  . $8,815 

BAY  NETWORKS  221 6T  Switch 
16  lOBaseT  ports  and  one  100TX  port. 

(DF1901001) . $1325 

BAY  NETWORKS  BayStack  350T 
Autosense  Switch  16  10/100  Autosensing  ports. 

Operate  in  either  half  or  full  Duplex. 

(AL2012E01) . $2590 

BAY  NETWORKS  BayStack  28200 

Modular  4  Slot  Chassis.  (28200)  . $1700 


CISCO  Catalyst  1900  Switch 

24  switched  lOBase-T  ports  and  choice  of  2 
lOOBase-TX/FX  switched  ports.  (WS-C1900)  .  .  .$2,756 

D-LINK  DES-3205 

5  switched  auto-negotiable  10/1 00Mbps  ports  and 

1  expansion  slot.  (DES-3205T)  . $1720 

INTEL  Express  10/100  Switch 
8  10/100  ports  plus  two  slots  for  adittional  4 
100Base-TX  ports.  (ES101TX) . $2167 


Switches 


3COM  SuperStack  II  Desktop  Switch 

Designed  to  connect  users  directly  to  a  dedicated 


10Mbps  port,  24-ports/1  user  per  port. 

(3C16902) . $1630 

3COM  SuperStack  II  Switch  1000 

The  Switch  1000  provides  12  switched  Ethernet  ports 

and  one  100BASE-T  port.  (3C16901A)  . $1692 


NBASE  MegaSwitch  EZ 

Connect  100Mbps  to  10Mbps  Workgroups.  Expands 


network  distance  up  to  100  km  with  fiber. 

2-Port  10/100  Switch  (NH2001-TP)  . $660 

NBase  MegaSwitch  100 

The  MegaSwitch  1 00  is  a  Fast  Ethernet  switch  with  5 
1 0OBase-TX/FX  ports  and  2  slots  for  additional 

lOOBase-TX/FX  ports.  (NH2007) . $1,996 

(NH200FO/M)  5  FX  ports  . $3,754 


NBase  MegaSwitch  II  10/100/1000 

The  only  10/100  auto-sensing  switch  with  8-12  ports  and 
2-slots  to  offer  Fiber  up  to  IIOKm,  ATM,  and  Gigabit 
Ethernet  --  All  in  one  box.  (NH2012)  . $2,900 
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2-Port  100BASE-TX  Module  (NH2002MP)  . $1,270 

2-Port  100BASE-FX  Module  (NH2002FO/M) _ $1,635 

Gigabit  Ethernet  Module  (NH2002/GE/M)  . $2,495 

8-Port  100Mbps  Switching  Module  (MP2008MP)  .  .$900 
NBase  MegaSwitch  G  10/100  Workgroup  Switch 
Highly  integrated  ASIC  technology,  coupled  with  a 
Gigabit/sec  backplane,  the  MegaSwitch  G  has  16 
10/100  UTP  ports  or  a  mix  of  UTP  and  F/O  ports 
(NH2016)  . $2,800 
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NBASE  MegaSwitch  228  (24+2+2) 

Offers  24  switched  lOBaseT  Ports,  plus  2  auto-sensing 
10/100  ports  plus  an  optional  dual  10/100  TX  or  FX 


uplink.  (NH228-10) . . $2,330 


Routers 


ASCEND  Pipeline  75 

Unlimited  users,  2  POTS,  ISDN  bridge  with  IP/IPX  routing, 

compression,  and  built-in  NT1.  (P75-1UBRI)  . $665 

ASCEND  Pipeline  130 

PIPELINE  130  Router  ISDN  BRI,  V35  WAN  port, 

built-in  NT1,  IP/IPX  (PI  30-UBRI-V35) . $1339 

CISCO  2501  IP  Router 
1  Ether  port/2  serial  ports  with  IP  software. 
(Cisco2501-CH) . $1,760 


CISCO  2503  ISDN  IP  Router 

1  Ether  port/2  serial  ports  with  1  ISDN  BRI. 

(Cisco2503-  CH)  . $2370 

CISCO  2509  Router 

1  Ether  port/2  serial  ports/8  Asynchronous  ports. 

(Cisco2509-  CH) . $2,206 

CISCO  776 

ISDN  Access  Router  including  NT1,  2  pots, 

and  4  port  hub.  (Cisco776-CH)  . $713 


ADTRAN  T1-FT1 

CSU/DSU  expandable,  V.35  and  RS530 

(1200052L1)  . $1159 

ADTRAN  TSU-T1 

Single  port  T1/FT1  CSU/DSU  V.35  (1200060L1)  .  $852 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


1-800-FOR-LANS 

1-800-367-5267 


Wtff  HILLS 
LAM  ITfltMl 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-8171 
Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 
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Reader  Service  No.  285 


One  Obsessive  KVM  Switch  in  charge  of  all  your  Servers. 


Control  2  to  64  computers  from  a  single  station. 
Raritan's  unique  emulation  technology  ensures 
flawless  operation  of  any  combination  of  PCs,  Macs, 
Suns,  Alphas,  RS6000s,  HP9000s,  or  SGIs,  running 
any  operating  system  and  application  software.  With 
on-screen  menus,  system  management  has  never  been 
simpler.  Join  the  thousands  who  trust  their  network  servers 
to  MasterConsole  to  save  time,  space  and  money. 
We've  created  a  control  freak  you'll  want  to  live  with! 

(800)  724-8090  xl9 
www.raritan.coni 


MasterConsole 


Raritan  Computer  Inc.,  400  Cottontail  Lane,  Somerset,  NJ  08873 
Tel.  732-764-8886  Fax  732-764-8887  E-mail  sales@raritan.com 


SEE  US  AT  COMDEX  FALL,  LAS  VEGAS,  NOV.  17-21,  BOOTH#  L4500 

Reader 


VIR  and  Linear  Switch  have  joined  forces  to  make 
your  technical  control  solution  clearer  than  ever. 


Look  for  some  exciting  technological  advancements  in  remote  test 
access,  alarm  reporting  and  automatic  backup  switching  at  C0MNET'9& 


105  James  Way,  Southampton,  PA  18966  *  800-344-3934  *  Fax:  215-364-0920  *  Web:  www.virinc.com 


Reader  Service  No.  281 


Protect  your  Network 
with 

The  SessionWall-3™  Edge 


Network  Usage  Reporting 


Security 

Scanning 

Detection 

Blocking 

Alerting 

Logging 


Usage  Policy 
Monitoring 
and 

Controls 


Company  Preservation 

(litigation  avoidance) 

Download  Free  Test  Drive 
www.abirnet.com 


Immediately  puts  you  in  control 
of  Shows  what’s  really  going  on 
I V  Identifies  hackers  and  abusers 
af  Rules-based  and  ad  hoc  blocking 
Protects  your  entire  network 
A  firewall  pre-  and  co-requisite 
uf  Content  level  controls 


of  Affordable 

Self  configuring/monitoring 
Cm  Easy  to  install  and  use 
of  No  network  overhead 
Or  Monitors/Controls  from  a 

Windows  95  or  NT  System 


AbirNet  takes  the  work 
out  of  Net  work  Protection 


Active  Network  Protection  phone:  1-800-245-1688  fax:  1-817-251-7001 
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Product  Information 


To  receive  more  information  circle  the  reader  service 
numbers  of  products  that  interest  you. 

Send  this  coupon  to:  Network  World  P.O.  Box  5090, 
Pittsfield,  MA  01203  or  Fax  (413)  637-4343. 

Expires  1/26/98 
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HIGH  POINT  SOLUTIONS, 


2 5 xx  4xxx  7xxx  Catalyst 


!WAN  Access  Products 


ISDN  &  Modem  Products  CSU/DSUs  (56k-T1) 

Livingston  •  Adtran  Paradyne  *  Adtran 

Ascend  •  Motorola  Motorola  *  ADC/Kentrox 

Communications  Servers 

Livingston  •  Cisco  •  Ascend 


!WAN  Backbone  Products 


Multiplexers 

Paradyne  •  Micom 
Tellabs  •  Newbridge  •  Codex 


Routers  &  Frads 
Livingston  *  Motorola 
Cisco  •  Bay  Networks 


DS3/ATM  Devices 

ADC/Kentrox  •  AT&T  •  Digital  Link 


Network  Design  •  Installation  Coordination 
New/Refurbished/Remanuffactured  Equipment 
Overnight  Delivery  on  most  products 
Liquidation  of  surplus/out-of-service  equipment 


30  WILSON  DRIVE  •  SPARTA,  NEW  JERSEY  07871 
PHONE  (973)  940-0040  FAX  (973)  940-0041 

Reader 


Connect  to  Network  World  Fusion ™  and 
visit  the  Vendor  Product  Locator  in  the 
DirectConnect  section. 


SAVE  50%  ft  MORE  ON  MOST  PRODUCTS 

BUY/SELL/NEW/USED 

S  RENT  BR 

Reconditioned  With  Warranty 

Multiplexers  •  T-1/E-1 
CSU/DSU’s  •  Channel  Banks 

CSU/DSU,  ALL  RATE,  V.35/RS232 . $99 

Newbridge  Channel  Banks . $2995 

Micom  Marathon  lK,5K,5KHirbo,10K.50%  off 

Routers  (NEW!) . $895 

Kentrox  T-Serv  II . $499 

T-l  CSU’s . $250 

Telco  Systems  Channel  Banks . $2995 

Newbridge  3600  Modules . CALL 

T-l  CSU  w/Drop/lnsert  NEW . $995 

Stat  Muxes  4,  8, 16,  32,  port . LOW 

T-l  CSU/DSU  V.35 . $495 

Fraction/Full  T-l  CSU/DSU . $595 

Channel  Bank  Rentals . $  199/month 

IMETROCOMI 

|  THE  SUPPLIERS’  SUPPLIER  1 

(800)  384-8838  or  (713)  408-6500 
FAX  (713)  406-8440  24  HRS 
HTTP^/www.Motrocomlnc.Com 


Circle  Reader  Service  No.  220 


REFURBISHED  PRODUCTS 

N€TWORKING 

ROUTERS  •  SWITCHES  •  HUBS 


MODEMS 
DSU/CSU'S 
MULTIPLEXERS 
T-1  EQUIPMENT 
HUB,  BRIDGES,  ROUTERS,  ETC, 


UN/WAN  •  BUY/SELL 
FULLY  WARRANTEED 
^  NEW/REFURBISHED 
^  RENTAL 
^  LEASE 


Fibermux  AT&T  Synoptics 


Cisco  Specialists 


Cabletron  Bay  Networks 


We  carry  all  manufacturers,  call  John,  ext.  101. 


MICROSOFT  NT  -  v4.0 

NT  Server  -  5  Clients ..  $445 
NT  Server  - 10  Clients .  $575 
NT  Server  -  20  License .  $295 
NT  Wjricstation-SingJe  $175 
NTWbricstation-License  .$99 

MS  Office  Std  ^7 . $189 

MS  Office  Pro  W . $238 

MS  Back  Office  v  2.5.  $1595 
MSB/Office  5  User  Lie  $895 
MSB/Oft  20  User  Uc  $1045 
MS  SQL  Server  5  User.  $895 
MS  SQL  Sen  5  User  Lie  $445 
MS  SQL  Sec  20  User  Lie  $1045 


UPGRADES  UP 
TO  60%  OFF 


Call  on  your 
Network  needs, 
we  will  compete!!! 


NOVELL  -  UPGRADES 

v4.11  -  5  User. . .  $395 
v4.1 1-10  User..  $550 
v4.11  -25  User. 
v4.11  -50  User. 
v4.ll- 100  User 
v4.11- 250  User 

NOVELL  -INTRA 
FOR  ONE  MONTH 

v4.1 1  -  5  User. . .  $565 
v4.11- 10  User.  $1195 
v4.ll -25  User.  S1945 
v4.1 1-50  User.  $2495 
v4.ll- 100  User  $3655 
v4.1 1-250  User  $6285 
GROUPWISE  $.1 

5  User . $295 

10  User . $495 

25  User . $1295 

50  User . $2695 

100  User . $4995 

250 User  ....$11,995 

^Qualification  Required 


SUMMIT  SYSTEMS  M 

Tel:  J  10-8t»8-8636  Rg 
Fax:  310-246-9646  ggl 


For  details  on  how 
to  put  your  ad  here 


Enku  Gubaie 
1-800-622-1108 


Made  in  U.S.A. 


FACTORY  DIRECT  SAVINGS 


'7i6enciuKe  &l64r,  ^hc. 

Y  In  II  C  A 

State  of  the  Art  Ethernet 
AUITO  10  BASE  FL 
Fiber  Optic 
Transceiver 

FTX-A11  Pricing 


Qty 

Unit  Price 

1-5 

$131.00 

6-20 

$124.00 

21+  Call  (800)  894-9694 

/Ifiberdyne  LABS,  INC. 

818  Park  Lane  Dr.,  Herkimer,  NY  13350 
(315)  866-0310  •  Fax  (315)  866-0341 
www.fiberdyne.com 


Circle  Reader  Service  No.  291 


Striving 


Nationwide  Service  -  24  hours  Technical  Support 
Project  Managment  -  Trade-In  Credit 


LAN/WAN  Products  -  3Com,  Bay  Networks,  Cisco,  Codex,  Microsoft, 
Motorola,  Newbridge/ACC,  Sun  Microsystems 
Remote  Access  -  Ascend,  Citrix,  Livingston,  US  Robotics 


Internet  -  Bay  Networks,  BSDI,  Livingston,  TIS 


MultiService  -  Adtran,  Ascend,  Cray,  Kentrox,  Madge,  MICOM,  Paradyne 

Specialixing  in  Refurbished  Cisco  Systems 

7500,  7000,  4500,  4000,  Catalyst,  2500,  ACS+ 


MSI 


ommunications  inc. 


Get  Results! 

www.msic.com, 

_ Online  estimates. 

7  Waterloo  Road,  Stanhope,  NJ  07874 
Ph:  973-347-3349  Fax:  973-347-7176 


Circle  Reader  Service  No.  296 


Circle  Reader  Service  No.  232 


Marketplace 


The  Hub  of  the  Network  Buy 


Network  World  •  October  27, 1997  •  www.nwfusion.com  •  71 


Premium  Patch  Cords 

Cur  Patch  Cords  exceed  the  EIA/TIA 
568a  specification. 

•  Contacts:  50m  gold  piatin 

•  Wire:  24  Awg.  stranded,  Category  5 

•  Stranded  wire  is  very  flexible 

•  Molded  strain  reliefs  available 

•  Available  in  Black,  Ivory,  White,  Red, 
Gree,  Blue,  Yellow,  Gray,  Hot  Pink, 
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News 


Armstrong 

Continued  from  page  1 

the  halls  of  AT&T  that  the  local 
telephone  market  is  costly  to 
get  into.  Everyone  except 
members  of  Congress  already 
knew  that  before  the  Telecom¬ 
munications  Act  of  1996  was 
passed.  You  may  simply  have 
to  go  and  buy  the  competitive 
local  exchange  carriers  that  have 
been  building  alternative  net¬ 
works  to  the  regional  Bell  op¬ 
erating  companies. 

That’s  where  some  bravery 
may  be  needed.  Perhaps  to  its 
credit  as  an  American  institu¬ 
tion,  AT&T  has  been  loath  to 
enter  that  market  with  what 
some  people  will  brand  a 
“cream-skimming”  strategy. 
That  is  the  strategy  in  which  a 
carrier  first  goes  after  high-vol- 
ume  businesses  and  only  later 
moves  to  small  business  and  resi¬ 
dential  customers.  “But  they  are 
beyond  that  point,”  Sazegari 
said.  “There’s  been  so  much  crit¬ 
icism  of  them  that  now  they  can 
start  doing  something.” 

Users  are  encouraging  you  to 
make  the  investments  AT&T 
needs. 1  ‘I  hate  to  say  let’s  go  back 
to  ’84  [before  AT&T  was  broken 
up  by  the  government],”  said 
Robert  Nebiker,  director  of  net¬ 
work  services  for  Telxon  Corp., 
in  Akron,  Ohio.  “But  the  more 
they  can  control  and  the  less  they 
have  to  rely  on  other  [local 
exchange  carriers]  or  other 
[post,  telegraph  and  telephone 
administrations]  the  better, 
because  what  they  control  works 
great.” 

While  you’re  taking  a  good 
hard  look  at  the  local  telephone 
market,  here’s  something  else 
local  you  ought  to  look  at:  the 
LAN.  At  the  beginning  of  the 
year,  AT&T  said  it  soon  would 
announce  vendors  that  were 
expert  in  LAN  issues  —  whether 
server,  network  operating  sys¬ 
tem,  application  or  integration 
vendors  was  left  unclear  —  to 
partner  with  AT&T’s  Managed 


Network  Solutions  area.  Now  it  is 
almost  die  end  of  the  year  and  no 
such  partnerships  have  been 
forthcoming. 

It’s  one  area  where  you  enter 
with  a  lot  of  advantages.  AT&T  is 
winning  a  disproportionate 
share  of  the  frame  relay  business, 
according  to  new  studies  by  Ver¬ 
tical  Systems  Group  and  others. 
Your  sales  reps  are  keeping  lots 
of  old  AT&T  private-line  users  in 
the  fold,  but  the  growth  in  multi¬ 
protocol  traffic  and  complex  cli¬ 
ent/server  applications  is  caus¬ 
ing  them  to  turn  to  your  man¬ 
aged  frame  relay  offering,  which 
is  still  generally  considered  a 
WAN-only  operation. 

The  next  step  may  have  to  be 
to  pay  laser-like  attention  to  an 
old  telecom  bugaboo:  billing. 

“We  would  like  AT&T  to  pro¬ 
vide  us  with  better  automated 
billing  services,”  said  John 
Montgomery,  director  of  techni¬ 
cal  services  at  Embarcadero  Sys¬ 
tems  Corp.,  a  San  Francisco- 
based  maritime  software  de¬ 
signer  that  rebills  sister  compa¬ 
nies  for  whom  it  provides 
information  technology  ser¬ 
vices.  “We  need  the  ability  to  go 
in  and  see  how  the  bills  are  struc¬ 
tured  and  what  they  are  specifi¬ 
cally  based  on.  It  takes  AT&T  a 
long  time  to  turn  our  requests 
around,”  Montgomery  said. 

In  general,  you  should  move 
AT&T  to  a  unified  customer-care 
structure  that  handles  voice, 
data  and  Internet  traffic  in  a  bun¬ 
dle,  Nebiker  said.  “My  overall 
suggestion  would  be  to  depro- 
ductize  AT&T  in  a  way.  I  always 
feel  like  I’m  dealing  with  the 
[Software  Defined  Network] 
company,  the  frame  relay  com¬ 
pany  and  the  Internet  company, 
rather  thanjust  one  company.” 

Since  you  once  ran  global 
sales  for  IBM,  you’re  in  an  ideal 
position  to  repair  one  of  AT&T’s 
chronic  problems:  A  hopelessly 
confusing  international  strategy. 
Enterprise  network  managers 
are  up  in  arms  about  the  cost  of 
international  circuits,  and  they 
want  somebody  to  take  the  bur¬ 


den  of  dealing  with  foreign 
phone  companies  for  local  cir¬ 
cuits  off  their  shoulders.  But 
AT&T’s  lineup  of  foreign  part¬ 
ners  seems  to  shift  with  regular¬ 
ity  and  no  one  appears  even  to 
know  the  name  of  your  foreign 
alliance:  Unisource?  Uniworld? 
World  Partners? 

Don’t  smugly  sit  around  and 
gloat  over  the  fact  that  other 
global  alliances,  notably  the 
Concert  alliance  between  MCI 
Communications  Corp.  and 
British  Telecommunications  pic, 
may  be  going  through  a  period 
of  uncertainty.  Many  people  in 
the  industry  were  taken  aback  by 
AT&T’s  sarcastic  official  state¬ 
ment  the  day  WorldCom,  Inc. 
made  its  buyout  offer  for  MCI  to 
the  effect  that  it  would  take  for¬ 
ever  to  gain  the  approvals  to 
close  such  a  deal. 

Here’s  the  problem:  While 
you’re  sitting  around  chuckling 
about  upheaval  at  MCI  and  Con¬ 
cert  and  assuming  it  buys  you 
time,  real  users  such  as  Xerox 
Corp.  are  snubbing  all  the  major 


VPN 

Continued  from  page  1 

of  communications  and  office 
software  suites  for  its  server  line. 

With  the  addition  of  eNet- 
work  VPN  products,  IBM  contin¬ 
ues  to  make  new  forays  into  the 
TCP/IP  arena  —  a  market  that 
just  a  few  short  years  ago  it 
seemed  to  be  conceding  to  Cisco 
Systems,  Inc.  and  other  big  IP 
vendors. 

While  it  still  has  to  prove 
its  mettle,  new  products  such 
as  its  Integrated  Switch/Router 
(AW,  Sept.  13,  page  27),  a 
high-end  switch  for  Internet 
service  providers,  high-per¬ 
formance  TCP/IP  software  for 
the  mainframe,  and  a  raft  of 
IP  client  software,  IBM  is  strik¬ 
ing  out  in  a  number  of  new 
directions. 

The  company  also  is  deter¬ 
mined  not  to  let  Cisco,  Bay  Net¬ 
works,  Inc.  and  others  that  have 
VPN  technology  dominate  the 
market. 

eNetwork  VPN  products  will 
let  users  link  branch  offices  or 
remote  users  with  corporate 
resources  over  the  Internet  or  an 
intranet.  The  products  also  will 
be  deployed  by  IBM’s  Global 
Network  value-added  network 
service  to  provide  links  between 
business  partners.  A  long-term 
goal  is  to  target  ISPs  with  eNet¬ 
work  VPN  packages,  executives 
said. 

“Our  long-term  goal  is  to  pro¬ 
vide  the  technology  that  will 
enable  users  to  link  VPNs  across 


carrier  alliances  and  picking  lit¬ 
tle-heralded  networks  like 
Equant  International  Corp. 
That  company  has  installed  220 
Northern  Telecom,  Inc.  Magel¬ 
lan  Passport  ATM  and  frame 
relay  switches 
and  is  leveraging 
decades-old  rela¬ 
tionships  with 
PTTs.  Remem¬ 
ber,  competition 
can  come  from 
any  corner  these 
days  and  your 
domestic  frame 
relay  and  Inter¬ 
net  access  users 
are  begging  for 
some  reasonably 
priced  interna¬ 
tional  services. 

“We  have  buy¬ 
ers  that  travel 
around  the  world 
and  they  want  to  easily  dial-in  for 
their  e-mail,”  said  Stan  Miller, 
manager  of  telecommunications 
at  Pier  One  Imports,  Inc.,  a 
national  retail  chain  based  in 


multiple  ISPs,  which  is  some¬ 
thing  thatcan’tbe  done  today.  In 
the  short  term,  we  want  to  enable 
users  to  reduce  their  leased-line 
and  remote  dial-in  costs  with  a 
secure  VPN,”  said  Alfred  Zollar, 
general  manager  of  IBM’s  Net¬ 
working  Software  Division. 

“What  IBM  is  doing  is 


VPN  on  the  move 


A  sampling  of  companies 

working  on  virtual  private 

network  technology  or  services: 

•  3Com  •  Lucent 

•  Ascend  .•  Newbridge 

•  BayNetworks  •  PSINet 

•  Cisco  •  Shiva 

creating  infrastructure,  putting 
plumbing  in  place.  Their  focus 
in  this  is  securing  the  connec¬ 
tion,”  said  Rick  Villars,  an  ana¬ 
lyst  with  International  Data 
Corp.,  a  consultancy  based  in 
Framingham,  Mass. 

IBM  is  offering  security,  not 
only  over  the  public  Internet,  but 
within  the  company  intranet  as 
well,  Villars  said. 

“To  be  a  real  VPN  you  need  to 
extend  security  all  the  way  to  the 
end  server,”  he  said. 

A  VPN  relies  on  transmitting 
encrypted  data  over  the  public 
’Net  from  site  to  site  —  a  process 
called  tunneling.  When  the  tun¬ 
neled  data  reaches  its  destina¬ 
tion,  it  is  decoded  and  au¬ 
thenticated  at  a  firewall.  A  key  to 


Fort  Worth,  Texas.  There  is  no 
economical  way  to  do  that  with 
AT&T  today,  he  said. 

Pier  One  employees  do  dial-in 
when  they  are  on  the  road,  but 
they  use  another  carrier’s  inter¬ 


national  network  to  access  their 
e-mail,  Miller  said.  That  service 
costs  “at  a  minimum  $3,500  per 
month  even  if  we  don’t  use  it. 
That’s  too  expensive.”  ■ 


the  technology  is  guaranteeing 
security  and  reliability  over  the 
Internet. 

That  is  just  what  IBM  intends 
to  do. 

Some  of  the  VPN  products 
already  are  available  in  its  AIX 
family.  For  example,  injune  IBM 
released  the  AIX  Firewall  3.1. 
This  month  it  will  ship  AIX  4.3. 
AIX  4.3  supports  the  emerging 
IETF  IP  Security  (IP  Sec)  key, 
which  defines  a  standard  way  of 
encrypting  data. 

IBM’s  eNetwork  Communica¬ 
tions  Suite  for  Windows  95  and 
OS/2  Warp  4  clients  already  sup¬ 
ports  IP  Sec.  So  at  the  end  of  the 
month,  users  will  be  able  to  set 
up  a  VPN  between  an  AIX  server 
and  eNetwork  clients. 

Over  the  next  year,  IBM  will 
add  IP  Sec  and  firewall  support 
to  its  OS/390,  OS/ 400  and  prob¬ 
ably  the  OS/2  Warp  server  fam¬ 
ilies,  as  well  as  to  its  2216  switch 
and  2210  routers. 

IBM  also  will  implement  the 
Lightweight  Directory  Access 
Protocol  (LDAP),  an  industry 
standard  for  accessing  network 
directory  services.  Implemented 
across  its  VPN  servers,  LDAP 
should  enable  widely  scattered 
VPN  users  to  easily  communicate 
with  each  other  and  access  net¬ 
work  resources. 

IBM  also  will  add  ajava-based 
application  that  can  manage  the 
IBM  VPN  environment.  ■ 

Get  more  information  online 
atwww.nwfusion.com 
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AT&Thead  Robert  Allen  passes  the  torch  and  joins  hands  with 
newly  elected  executives,  CEO  C.  Michael  Armstrong  and 
President  John  Zeglis. 


Dear  Ms.  Reno:  A  letter 
from  the  Gibbs  Institute 


Dear  Ms.  Reno, 

I  applaud  your  commit¬ 
ment  to  the  law.  You’ve  dis¬ 
played  impressive  fortitude 
in  the  White  House  cam¬ 
paign  funds  issue  (all  the 
more  impressive  in  the  light 
of  the  political  pressure  it 
must  put  you  under)  and  generally 
conduct  your  department’s  affairs  well. 

But  Ms.  Reno,  you  don’t  know  jack 
about  software.  Our  suspicion  here  at 
the  Gibbs  Institute  is  you’re 
being  advised  either  by  peo¬ 
ple  who  think  they  under¬ 
stand  the  software 
industry  or  by  people 
with  a  vested  interest. 

We  would  respectfully 
suggest  that  you’re 
making  a  big  mistake. 

Let  us  look  at  what 
the  problem  is. 

Your  depart¬ 
ment’s  antitrust 
division  has  asked  a  federal  court 
to  hold  Microsoft  in  contempt  of  a 
1995  court  order  that  was  intended  to 
prevent  Microsoft  from  forcing  per¬ 
sonal  computer  makers  to  accept  anti¬ 
competitive  licensing  terms. 

The  claim  is  that  Microsoft  violated 
the  order  by  making  PC  manufactur¬ 
ers  license  and  distribute  Internet 
Explorer  if  they  want  to  put  Windows 
95  on  the  computers  they  sell. 

If  you  understood  how  computers 
work  you’d  understand  that  the  fact  a 
piece  of  software  is  bundled  doesn’t 
mean  it  has  to  be  or  will  be  used.  You 
are  quoted  as  saying,  “This  is  a  viola¬ 
tion  of  the  court  order  and  plain 
wrong.  Microsoft  is  taking  advantage  of 
its  Windows  monopoly  to  undermine 
consumer  choice.”  But  if  the  users 
don’t  like  Internet  Explorer,  they  can 
download  Netscape  Communicator, 
Hotjava,  Lynx  or  whatever  they  please. 

Apart  from  that,  the  Microsoft 
license  only  requires  vendors  to  make 
Internet  Explorer  an  integral  part  of 
the  Windows  95  package.  It  does  not 
prohibit  them  from  including  other 
browsers. 

Your  department  is  used  to  dealing 
with  companies  selling  tangible  goods 
—  companies  selling  atoms.  The  com¬ 
panies  that  make  cars,  washing  ma¬ 
chines,  light  bulbs  and  roofing  tiles  all 


sell  atoms.  And  despite  all  the  software 
that  is  bundled  with  or  embedded  in 
computer  hardware  (computers, 
routers,  switches  or  whatever) ,  these 
vendors  are  still  selling  atoms  as  well. 

But  what  is  it  that  Microsoft  sells? 
You  might  say  “bits”  (you  have  tried 
reading  Negroponte’s  book  Being 
Digital,  haven’t  you?),  but  the  truth  is 
Microsoft  and  all  other  software  ven¬ 
dors  sell  that  most  evanescent  and 
intangible  of  products:  procedures  for 
manipulating  symbols. 

Before  you  accuse  us  of 
getting  overly  philosophi¬ 
cal,  realize  it  is  impor¬ 
tant  to  draw  such  dis¬ 
tinctions.  You  don’t 
consider,  for  example, 
pharmaceuticals  to  be 
the  same  as  cars  from 
a  commercial  view¬ 
point:  They  have  differ¬ 
ent  roles  in  our  culture’s 
commercial  activities.  So  we 
should  accept  that  software  is 
unlike  other  products  and  the  defini¬ 
tions  of  anticompetitive  practices  in 
the  automotive  or  pharmaceutical 
world  aren’t  applicable  to  the  soft¬ 
ware  world. 

When  there’s  no  added  cost  to  the 
consumer,  which  is  the  case  with 
Internet  Explorer,  and  when,  as  we’ve 
pointed  out,  there’s  nothing  to  stop 
users  from  switching  browsers  if  they 
wish,  it  makes  your  department’s  posi¬ 
tion  look  illogical. 

Which  leads  to  one  question  that 
keeps  raising  its  head  here  at  the  Gibbs 
Institute:  Whose  advice  are  you  taking? 

Could  it  be  you’re  paying  too  much 
attention  to  the  anti-Microsoft  lobby? 
You’ve  got  to  realize  that  the  comput¬ 
er  marketplace  in  general  and  the  soft¬ 
ware  marketplace  in  particular  are 
febrile,  emotionally  loaded  environ¬ 
ments  in  which  immature  competitive 
practices  are  commonplace. 

Ms.  Reno,  get  some  advisors  who 
can  help  you  understand  the  issues 
from  a  nonpartisan  viewpoint.  If  we  at 
the  Gibbs  Institute  can  be  of  any  assis¬ 
tance,  please  don’t  hesitate  to  drop  us 
a  line  at  nwcolumn@gibbs.com  or  call 
us  at  (800)  622-1108,  Ext.  7504. 

Yours  sincerely, 

Mark  Gibbs 


The  latest  on  the  Internet/intranet  industry 

By  Chris  N e r n e y 


INKTOMI  SERVES  UP  CACHE  SERVER  Inktomi  Corp.  usually  is  described  in  press 

reports  as  an  Internet  search  engine  vendor. 

But  the  start-up  responsible  for  the  excellent  HotBot  search  engine  now  is 
betting  its  immediate  future  on  network  caching  software.  The  San  Mateo, 
Calif.-based  company’s  new  product,  Traffic  Server  1 .0,  is  designed  to  reduce 
Internet  traffic  by  storing  large  amounts  of  data  closer  to  users  in  a  network. 

Traffic  Server  is  being  pitched  to  Internet  service  providers,  corporations 
and  backbone  providers. 

Inktomi  officials  say  caching  is  the  best,  most  scalable  approach  to  eliminating 
redundant  traffic  on  the  Internet,  although  die  IP  Multicast  supporters 
undoubtedly  have  a  different  opinion. 

Inktomi  recendy  also  cut  deals  with  two  of  high  tech’s  overlords  —  Microsoft 
and  Intel.  The  Microsoft  arrangement  makes  HotBot  the  search  engine  for 
the  Microsoft  Network  site.  The  Intel  alliance  is  even  more  significant  —  the 
chip  maker  is  buying  shares  of  Inktomi  and  will  integrate  the  new  network 
cache  into  its  servers. 

‘AND  THE  BUFFET  STUNK  TOO!’  It  may  have  been  an  exclusive  gathering,  but  last 
week’s  Agenda  conference  in  Scottsdale,  Ariz.,  featured  the  kind  of  testy 
exchanges  that  would  be  more  appropriate  at  a  frat  party  turned  ugly. 

Agenda  is  a  16-year-old  annual  event  that  bills  itself  as  an  exclusive,  invitation- 
only  summit  for  the  movers  and  shakers  of  high  tech  and  finance. 

In  reality,  says  a  ’Net  Buzz  operative  who  was  there,  there  were  as  many 
“handlers”  and  wannabes  among  the  crowd  of  400  as  there  were  heavyweights. 

One  heavyweight  who  came  under  fire  was  Bill  Gates,  whose  stay  in  the 
desert  was  ruined  by  Janet  Reno  and  that  pesky  Department  of  Justice.  The 
Richest  Man  in  the  World  was  forced  to  fight  off  aggressive  questions  about 
the  Justice  Department’s  investigation  into  alleged  Microsoft  antitrust  violations. 

But  the  best  exchange  occurred  between  Sun  CEO  Scott  McNealy  and  Stewart 
Alsop,  the  high-tech  pundit  and  founder  of  Agenda.  Apparently  displeased  with 
Alsop’s  line  of  argument  during  a  “fireside  chat,”  McNealy  called  his  host  “a  prop 
for  the  PC  industry.”  Some  manners  on  that  young  man. 

GETTING  BACK  TO  HIS  ROOTS  On  the  surface,  it  looks  like 

madness.  Or  worse,  a  midcareer  crisis. 

But  former  AT&T  Networked  Commerce  Services 
executive  Jim  Daniell  says  his  recent  departure  to  become 
CEO  of  electronic  commerce  start-up  IitleNet  LLC  is 
a  return  to  form.  Before  launching  a  successful  career 
at  AT&T,  Daniell  was  founder  and  vice  president  of  Bridge 
Builder  Tech-nologies,  a  Boxford,  Mass.-based  company 
responsible,  he  says,  for  the  creation  of  the  graphical  user 
interface  development  environment  And  while  he  enjoyed 
the  corporate  perks  available  to  him  as  chief  operating 
officer  of  an  AT&T  division  with  sales  nearing  $1  billion, 

Daniell  says  he  missed  the  excitement  of  a  small,  growing 
company  —  the  hopes,  the  dreams,  the  greasepaint,  the  bad  coffee. 

“I  guess  I’m  a  start-up  kind  of  guy,”  he  says. 

Daniell’s  new  company,  founded  in  1995  by  Thomas  Lide  and  based  in 
Lowell,  Mass.,  sells  software  for  enabling  business-to-business  electronic  commerce. 

UGHItNING  YOUR  TRAVEL  LOAD  You  may  be  a  star  in  tire  cyberuniverse,  but  when 
you  hit  the  road  for  a  trade  show  or  some  similar  geek  bacchanal,  we  bet  you’re 
stuck  lugging  around  some  clunky  laptop  just  like  the  proles.  Hell,  you  may 
as  well  staff  the  convention-floor  booth,  Mr.  I-Get-Quoted-In-The-Trade-Pubs. 

Now  Geofox,  Inc.  says  it  can  help  put  an  end  to  your  ignominy  with  a 
handheld  computer  that  gives  you  access  to  your  e-mail  and  tire  Internet. 

The  Austin,  Texas-based  start-up  says  its  Geofox-One  is  as  slim  as  a  paperback 
book  and  features  a  6.8-inch  screen  and  640  x  320  LCD  resolution. 

The  product  ships  later  this  week  and  costs  $499  for  the  basic  model  and 
$949  for  the  Professional  model,  which  comes  with  a  33. 6K  bit/sec  modem. 

Ghosts,  goblins,  angels  and  devils,  Net  Buzz  commands  all  of  you  to  send  us  your 
best  Internet- or  intranet-related  treats.  If  not,  we  will  renew  your  vehicle's  acquaintance 
with  shaving  cream.  Contact  Chris  Nemey  at  (508)  820-7451  or  cnemey@nww.com. 


‘Start-up  kind  of 
guy’  Daniell 
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trouncing  the  best-known  integrators  in  the  business.  We  have  more 


»urvey*  is  Digital 

L-80O-DIGITAL.  Visit  www.digital.com/service/nsis.  And  get  ready  to  win  in  a  networked  world 
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FOR  NETWORK 


It  takes  ingenuity,  hard  work  and  a  fast 
network  to  be  a  leader.  That's  where 
Foundry  Networks  comes  in.  We've  got 
what  it  takes  to  make  your  network 
scream. 

The  leading  provider  of  Gigabit 
Ethernet  switches  and  routers,  Foundry's 
got  the  Iron  to  handle  all  your  network¬ 
ing  challenges.  Whether  you're  battling 
bottlenecks  or  facing  bandwidth-hungry 
servers  and  desktops. 

Foundry  offers  the  most  complete 
line  of  Gigabit  Ethernet  products,  from 
Layer  2  workgroup  and  backbone 
switches  to  Layer  3  switches  and  wire- 
speed  routers.  Our  Fastlron'",  Netlron'" 
and  Turboiron'"  products  deliver  up  to 
7,000,000  packets  per  second  and  a 
host  of  advanced  features,  all  at 
unheard  of  prices.  And  they've  been 


shipping  to  major  corporations  world¬ 
wide  since  May. 

Plus,  only  Foundry  offers  the  Gigabit 
Guarantee"  so  you  can  install  Gigabit 
Ethernet  today,  without  worry.  If  the 
standard  changes  tomorrow,  Foundry 
will  provide  full  trade-in  value  for 
your  product. 

So  pick  up  a  piece  of  Foundry  Iron 
and  experience  the  Power  of 
Performance.  Call  1.888.TURBO  LAN 
(1.408.731.3800)  or  visit  our  web  site  at 
www.foundrynet.com. 
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